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r ansas City Grain 
“Loss In 1951 Due To 
Flood, Not Explosion 


: Court Rules for Insurers 
After Jury Disagrees on Issue 
of Cause of Loss 


R CASES ARE PENDING 


“Grain Elevator Contended Insurers 
’ Were Liable Under Extended 
Coverage Endorsements 


Federal Judge Mellott, sitting at Kan- 
“as City, Kan., on October 29, directed 
verdict in favor of insurance compa- 
es in the trial of the first of the grain 
‘eases arising out of the great flood in 
e Missouri River valley in July, 1951. 
e court held that losses were due to 
flood damage and not to explosion, as 
falleged by the plaintiff property owners. 
Owners and tenants of a large number 
grain elevators located at Kansas City 
aimed that loss to elevators, grain and 
ise and occupancy, resulted from explo- 
Mgions and filed a number of suits con- 
ding that the insurers were liable un- 
r extended coverage endorsements in- 
ring against explosion. The insurers 
mtended that the loss resulted from 
ood. 
| The first case tried involved the River 
R il Elevator, coverage on which was 
' itten insuring the Minnesota Avenue, 
Thc.., and the City of Kansas City, Kan., 
in the Underwriters Grain Association 
land the Kansas City Fire and Marine. 


Judge Rules for Insurers 


| Trial of the case began September 
2%, and submission of evidence required 
@bout three weeks. The jury disagreed 
on the issue of explosion, but Judge Mel- 
lott, who had reserved his ruling on the 
‘insurers’ motion for a directed verdict, 
Tuled on October 29 that there was no 
tredible evidence establishing that the 
Hoss resulted from explosion, and the 
ourt accordingly directed entry of 
judgment in favor of the insurance com- 
Panies involved. The decision is ex- 
ected to have an important bearing in 
all other suits which have been filed and 
Which are now pending. 

' Insurance companies in interest were 
Tepresented by Attorney Donald N. Clau- 
Sen, of Clausen, Hirsh & Miller, as chief 
counsel, and associated with Mr. Clausen 
am the defense of the case were Attor- 
neys Henry Depping and Joseph R. 
Hoggsett of Kansas City, Mo., and Don- 
ald C. Little of Kansas City, Kan. 
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HEALTH POLICIES 


(Commercial or Non-Cancellable) 


Annual Dividends. 


Offer these 


re 10% increase in benefits for annual 
unique advantages: 


premiums, 5% for semi-annual. 
All passenger air travel covered. 


No reduction in benefits at older 
ages. 
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Equitable’s Board 
Acts On N.Y. Dep’t 


Triennial Report 


Fixes February 18, 1954, for Park- 
inson Retirement; New By-Law 
on Directors 


IN SESSION FOR HOURS 


Board Calls Attention to Great 
Progress of Society Under 
Parkinson Regime 


The Equitable Life Assurance So- 
ciety’s board of directors, 23 present, 
held a special meeting Wednesday after- 
noon and night of this week for the 
purpose of studying the New York State 
Insurance Departmert’s triennial exam- 
ination of the Society; to decide what 
action it wanted to take on it; and to fix 
the definite retirement date of Thomas 
I. Parkinson as chairman and a director 
of the Society. Attending the meeting, 
or parts of some of the sessions, were 
Superintendent Alfred J. Bohlinger of 
the Department who was accompanied 
by his chief assistants—Deputies Adel- 
bert G. Straub, Jr., and Raymond Harris. 
The Superintendent was insistent upon 
Mr. Parkinson’s retirement and had de- 
manded that the special meeting of the 
board be held. Chairman of the meeting 
was President Ray D. Murphy. 

At the time the board was meeting 
Chairman Parkinson was in Columbia 
Presbyterian Medical Center having an 
operation for a cataract, which proved 
successful. 


President Murphy’s Statement 


The directors voted to make a change 
in the by-laws of the Society giving it 
power to remove any director for cause. 
It also fixed February 18, 1954, as date 
of official severance of Mr. Parkinson 
with the Society. 

At conclusion of the meeting—which 
started at 11:45 o’clock and ran until 
almost midnight—the Society gave news- 
paper reporters this statement made by 
President Murphy, with the resolutions 
passed by the board. 

“The following statement was issued 
today by R. D. Murphy, president of 
Equitable Life Assurance Society who is 
also the Society’s chief executive officer: 

“*The directors took action with re- 
spect to the status of Thomas I. Parkin- 
son as chairman of the board of the 
Society and as a director. This action 
was taken at a special meeting of the 
board called at the request of the Insur- 
ance Superintendent, Alfred J. Bohlinger, 
who was present at part of the meeting. 
The president presided in the absence of 
Thomas I. Parkinson who went to a 
hospital yesterday for a serious eye 
operation. 

“The board adopted a resolution con- 
firming the agreement made by Mr. 


(Continued on Page 5) 
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A\merican 


as apple pie 


Easy as pie, too, arousing 
interest in a BMA 

income protection program 
that’s advertised in American 
Magazine. It’s also a good 
old American custom to 
provide for your family, and 
BMA offers a plan of complete 
family protection in one 
convenient package. So watch 
for BMA advertising that tells 
about this new plan in 
AMERICAN and other leading 
national magazines. We’re 
telling the story to millions of 
the best prospects throughout 
the nation. 








The B.M.A. Weather Beacon 
—a friendly signal for thou- 
sands of visitors to Kansas 
City. It’s also a reminder that 


BUSINESS MEN’S ASSURANCE #xeoyy 


: Kinds of Weather” for its 
Company of America ; ‘ : 
UNION STATION PLAZA e KANSAS Cily 41 friends and policyowners in 


36 states, District of Colum- 
bia, Hawaii and Guam. 








an old-line legal reserve company with branch and 
district offices in more than 60 principal cities, 
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Triennial Report On Equitable Society 


The New York State Insurance De- 
partment has made public its examina- 
tion of the Equitable Life Assurance So- 
ciety which covers the three-year period 
of 1948, 1949 and 1950. In addition to 
the examiners of this Commonwealth, 
examiners from the states of Florida, In- 
diana, Ohio, Texas and Washington ‘also 
participated. ; 

It is one of the most complete exami- 
nations ever made of an insurance com- 
pany as it covers 245 pages. 

The report explains at length some of 
the company’s most interesting opera- 
tions, including the Society’s novel in- 
auguration of its plan to purchase and 
lease freight cars and Diesel locomotives 
to the railroads. At the close of 1950 
the book value of its transportation 
equipment was approximately $38,500,000. 
A description was also given of the 
company’s Assured Home Ownership 
contracts. 


Finds Company in Sound Condition 


Among other subjects covered are 
manag — housing, real estate, invest- 
ments, Group, accident and health insur- 
ance, disability contracts, reserves, gain 
and loss exhibit, underwriting and new 
policy forms, employes’ retirement plans, 
and adjustment for Canadian and other 
foreign currency and advertising. 

The Superintendent in his summary 
and conclusion said that the Equitable is 
in a sound financial condition. 

Among his comments in the report the 
Superintendent had some of a critical 
nature. He commented on the method 
of reporting a fee to a director for study 
of Group insurance coverages and on 
officers of the Society on leave of ab- 
sence in handling interests of the So- 
ciety getting remuneration from corpo- 
rations who were in default on loans; 
commented adversely on some phases of 
the Society’s Gateway Center Develop- 
ment Investment in Pittsburgh, the 
Fordham Hill apartments in the Bronx 
and the McCarthy oil loan in Texas; and 
also sharply criticized the advertising 
arrangement which Equitable for a time 
had with an advertising agency, headed 
by Mr. Parkinson’s son. 


Statement by President Murphy 


Following the action of the Depart- 
ment in making the report public at a 
press conference in the New York In- 
surance Department, President Ray D. 
Murphy, in response to inquiries, issued 
a statement which in part said: 

“Naturally we are interested to learn 
that the report of the examination of 
the Society’s affairs for the years 1948- 
50 has now been filed. We are pleased 
to know that in the report itself, and in 
Superintendent Bohlinger’s remarks to 
the press, emphasis was given to the ex- 
cellent financial condition of the Society. 

“In the Department’s ‘Summary and 
Conclusion’ it 1s stated ‘The examination 
of the Equitable Life Assurance Society 
of the United States indicates that it is 
in sound financial condition.’ 

“This is the most important point so 
far as the Society and its policyholders 
are concerned. 


Comments on Gateway, Fordham Hill 
and McCarthy Loan 


“With respect to items in the report 
on which there was some public discus- 
sion early in 1952, the more important 
of these items were fully discussed in 
the Society’s Annual Report for 1951, 
Principally the Gateway Center Develop- 
ment in Pittsburgh, the Fordham Hill 
apartments, and the McCarthy Gas and 
Oil Corporation loan. 

“As regards the Gateway Center, the 
examiners’ report that although this was 
criticized by one of the directors early 
in 1950, the board, after discussing the 





Gateway Center project at its meeting 
on June 15, 1950, authorized the officers 
of the Society to enter into the building 
contract to which the critical director 
had objected. Present plans indicate that 
the additional land will be improved, 
guaranteeing highly satisfactory returns 
on Equitable’s total investment. 

“As regards the Fordham Hill project, 
the advertising expenditure on which 
was criticized, the report states that as 

of November 16, 1951, 79% of the apart- 
ments were rented. Today these apart- 
ments not only are 100% rented but there 
is a waiting list and we think this is due 
in part to the effectiveness of the adver- 
tising. The advertising agency relation- 
ship that was criticized was discontinued 
in 1951. It had not, of course, cost the 
Society any more than if the advertising 
had been done through any other agency. 

“As regards the McCarthy loan: There 
has been an increase of about 33% in 
proved oil and gas reserves since Equi- 
table took over; approximately $2 million 
has been paid on the investment; and 
the entire indebtedness is now current. 
McCarthy Gas and Oil is no longer in 
default and is paying back both interest 
and principal. 

“The examiners referred to fees paid 
to certain directors, one of whom is since 
deceased and who performed a remark- 
able service to the Society in protecting 
its investment in the Associated Gas and 
Electric Co. through the reorganization 
of that company. This reference did not 
criticize the amount of the fees but the 
method of reporting them to the board.” 


Comments on Dividends and Loans 


In his report the Superintendent said 
that dividends to policyholders, as re- 
ported in the Gain and Loss Exhibits 
for the years 1948-1950, totaled $256,169,- 
920, an increase of $72,636,820 over the 
amount of $183,533,100 reported for the 
previous three-year period. 

The ratio of total book value of bonds 
and stocks owned decreased from 80.96% 
to 76.08% in the three-year period end- 
ing December 31, 1950. In the same pe- 
riod, holdings of United States Govern- 


ment bonds dropped from 29.09% to 
12.96%. The volume of industrial and 
miscellaneous bonds increased from 


28.74% to 32.87% and real estate and 
mortgage loans from 13.29% to 19.40%. 

In March, 1950, the Equitable inaugur- 
ated its plan to purchase and lease 
freight cars and Diesel locomotives to 
the railroads. At the close of the year 
the book value of this transportation 
equipment was approximately $38,500,000. 

The ratios of the cost of private pur- 
chases to total purchases of bonds and 
stocks were as follows for the years in- 
dicated: 


Year Bonds Stocks Total 
Ee 71.5% —% 71.1% 
SE SC 63.3 13.9 60.6 
SGD iene ems 60.9 14.0 58.0 


Of the total securities owned at De- 
cember 31, 1950, private purchases repre- 
sented 52.29% of the par value of bonds 
and 4.70% of the total number of shares 
of stocks. 


McCarthy Oil Loans 


Discussing the McCarthy Oil & Gas 
Corporation salaries the report said that 
following the failure of McCarthy Oil & 
Gas Corporation to meet principal pay- 
ments on loans made to it by the Society 
the Equitable secured through negotia- 
tion a proxy to vote all of the outstand- 
ing capital stock of the corporation. A 
new board was elected March 2, 1951. 
The following new directors of Mc- 
Carthy Oil & Gas Corporation are also 
officers or employes of the Society: 
Warner H Mendel, associate connsel; 
Glenn McHugh, vice president; Robert 
E. Benson and Edward N. Maher. At its 
first meeting the new board elected Mr. 


Mendel president of the corporation. On 
March 29, 1951, at a special meeting of 
the directors Mr. Mendel was voted a 
salary of $30,000 per annum as president. 
Mr. Benson as assistant to the president 
and assistant treasurer and Henry T. 
Fielding, an assistant auditor of the So- 
ciety as accounting consultant, were each 
voted an annual salary of $10,000. 

“The Society’s purpose in exercising 
control of the corporation was to protect 
its investment represented by loans to 
the corporation on which the balance 
outstanding on December 31, 1950, 
amounted to $29,506,242,” said Mr. Boh- 
linger. “Of this amount, principal pay- 
ments in default totaled $1,627,541. De- 
faulted principal payments had increased 
to $3,720,000 as of July 1, 1951. There 
was no default as to interest at date of 
the Department report. The salaries to 
be paid by the corporation to the three 
employes of the Society were voted by 
the Equitable-controlled directors of the 
corporation, one of whom is a vice presi- 
dent of the Society, and were in addition 
to salaries paid to them by the Society 
while on leave of absence from time to 
time.” 


Security Behind Oil Loan 


The Society’s oil production loans, the 
report said, have been principally made 
on the security of the oil and gas re- 
serves. In the case of the McCarthy loan 
the factors which led to the failure to 
meet the principal payments are stated 
by the Equitable’ to have been: the erec- 
tion of a hotel at a cost considerably 
more than was estimated; the expansion 
from the oil and gas business into the 
chemical business which involved the 
erection of a chemical plant at an ex- 
cessive cost, and which proved to be a 
failure; pro-ration had some effect dur- 
ing 1948-49, but there was evidence that 
McCarthy was depleting his gas wells 
too rapidly in order to meet the Equi- 
table’s interest and principal payments, 
and to provide funds to pay for his trade 
creditors. 

The hotel (Shamrock) was built at a 
cost of approximately $20,000,00, was fi- 
nanced by the parent company, Mc- 
Carthy Oil and Gas Corporation, and by 
a first mortgage loan of $5,000,000 which 
was advanced by the Equitable. “It may 
also be noted,” says the report, “that if 
McCarthy Oil and Gas Corporation had 
reinvested its earnings in the exploration 
and development of oil properties, in- 
stead of in a hotel and a chemical plant, 
its oil and gas production would have 
been increased and therefore the earn- 
ings of the corporation would have been 
less adversely affected by pro-ration 
regulations which are based upen the 
production per well.” 


Pittsburgh Gateway Center 


The report devotes a number of pages 
to the Gateway Center project of the So- 
ciety in Pittsburgh. The necessity for 
more office buildings in the Pittsburgh 
triangle is a great municipal necessity 
because of lack of available office space. 
“As of June 30, 1951,” says the report, 
“leases signed by prospective tenants 
and additional space to be taken by them 
indicate approximately 75% occupancy. 

The contract provides that the Urban 
Redevelopment Authority created by the 
city under the urban redev elopment law 
of Pennsylvania shall acquire title to 
the various parcels and that it shall grant 
and convey them to the Society. It is 
further provided that from time to time 
the Equitable upon written request of 
the Authority shall advance to the Au- 
thority sums of money as may be cur- 
rently needed by the Authority in con- 
nection with the acquisition of real es- 
tate. The Equitable pays all expenses of 
condemnation proceedings and appeals 
therefrom. The Society also agrees to 


pay to the Authority $50,000 annually for 
a period of 20 years commencing June 
30, 1950, as consideration for the rights 
granted to the Society as redev eloper un- 
der the contract and as consideration for 
the performance by the Authority of its 
covenants thereunder. The Equitable is 
obligated under the contract to accept 
all of the property to be acquired by the 

Authority after the Society and the 

Authority have agreed upon a maximum 
price to be paid therefor. In the event 
that the property: cannot be obtained 
within such maximum price, then resort 
may be had to condemnation proceed- 
ings. 

To November, 1951, land had been ac- 
quired by the Authority at a cost of 
$6,353,000. The latest estimates of the 
net rate of return for several parts of 
the project is 3.9%. 

The report also gives attention to fur- 
ther developments in the Pittsburgh pro- 
gram. One of the directors of the So- 
ciety made the statement in a letter to 
the board that he thought the Pitts- 
burgh project might cost as much as 
$100,000,000. He criticized the use of a 

“cost plus fixed fee” basis in connection 
with the project. In June, 1950, President 
Parkinson issued a memorandum to the ‘ 
board in which he said in part: 

“The Pittsburgh Redevelopment Au- 
thority is acquiring approximately 21 
acres of land adjoining to the east the 
new Point State Park (Fort Duquesne) 
and to the west the business district of 
the city. The Authority will convey to 
the Society a fee simple title to the 
entire 21 acres. The only obligation of 
the Society with respect to that 21 acres, 
of which the acquisition cost (including 
demolition of certain buildings) is about 
$100,000,00, is to construct three office 
buildings on less than five acres of the 
land at a total estimated cost of about 
$24,000,000, before air-conditioning, flu- 
orescent lighting and basement garage. 
Included in that estimate are builders’ 
fees of $983,000 and architects fees of 
$619,000, totaling $1,602,000. (This may 
be compared with Mr. McLaughlin’s 
figures of $100,000,000 for the project and 
of four to eight millions dollars for fees.) 
Leases have been agreed to by reliable 
tenants for 70% of the space in the three 
buildings and it is estimated that the re- 
turn to the Society on its investment will 
be about 4%. It is expected that the un- 
developed portion of the 21 acres will be 
self sustaining through its use for park- 
ing lots. There is no commitment of funds 
of the Society and no obligation, express 
or implied, with respect to the Pittsburgh 
project beyond the $34,000,000 above re- 
ferred to.” 

For three years in which the examina- 
tion was made—1948, 1949, 1950, the rate 
of return on the year-end mean book 
value of all the Society’s real estate be- 
fore depreciation is this: 1948, 6.67%; 
1949, 5.77% ; 1950, 5.23% 

Fordham Hill 


As of December 30, 1950, the Society 
had the following housing projects: 
Fordham Hill, which is located in 
the Bronx; Farcrest, Cedar Rapids, Ia. 
Fordham Hill consists of one 14-story, 
two 15-story and:six 16-story apartment 
buildings containing 1,118 apartments otf 
which 1,096 are about evenly divided be- 
tween 3% and 4% room units, Construc- 
tion was commenced in June, 1948, and 
the last building was-completed.in April, 
1950. Rentals range from $105 to $171 a 
month. “The number of units: rented 
represents 79% of -the total - rentable 
units,” the report says. 


Advertising 


In discussing advertising of the Society 
the report said that early in 1949 it an- 
nounced an expansion of its newspaper 
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Equitable Society’s Great Growth. 


Under Parkinson’s Administration 


One of the most difficult of all posts 
to fill in the life insurance field is that 
of president of a major life insurance 
company with responsibilities that in- 
crease with the expansion of its policy- 
holders. This leadership requires a pro- 
found fund of both information and com- 
prehension and the ownership of a 
variety of talents which are as broad in 
their scope as is necessary for executives 
in any other fields of American business 
to possess. 

It means the possession of a_ well- 
posted knowledge of the country’s econ- 
omy and industry with its constantly 
changing trends; it includes having a 
clear understanding of life insurance, in- 
cluding allied coverages, and of its con- 
stant expansion in meeting the growing 
economic needs of the business and fam- 
ilies; of having a clear picture of the 
fields of investment, law and other facets 
which enter into the operation of a 
major business and social welfare institu- 
tion. Furthermore, not the least of the 
requisites is being an expert in human 
relationships as far as the points of 
view and requirements of millions of 
policyholders are concerned. That requi- 
site includes satisfactory relationships 
with the field as well as the home office. 


Elected President 26 Years Ago 


Another necessary ability is that re- 
lated to a satisfactory appearance on the 
rostrum where his presentation of the 
company’s viewpoint can be effectively 
made. Such appearances are not only 
at his own company’s conventions, but 
sometimes those outside of the life in- 
surance realm. And not the least im- 
portant assets of such a life insurance 
president is that of visualization of the 
company’s future operation—how much 
the company shall expand and in what 
direction. 

Based on such measuring rods Thomas 
I. Parkinson, chairman of Equitable, has 
been one of the great insurance top ex- 
ecutives. Often controversial, not always 
in harmony with attitudes of other com- 
panies, a man of courage who has not 
been reluctant to swing punches when 
he considers his attitude in the best pub- 
lic interest, a strong individualist his 
record is that of one of the most suc- 
cessful executives in the business. One 
good way in measuring that success is 
to take a look at the growth of the 
Equitable since he took office as presi- 
dent at the end of 1927 and to review 
some of his operations. 


How Assets and Insurance in Force 
ave Increased 


Mr. Parkinson was elected president 
of the Equitable Society on October 20, 
1927. At the end of that year the So- 
ciety had total insurance in force of 
$5,631,834,000 and total assets of $966,- 
000,000. At the end of 1952 the company 
had $18.561 billion insurance in force of 
which $8.812 billion was Ordinary and 
$9.748 billion was Group, excluding $475,- 
925,778 Group Life issued and reinsured 
in other companies. By the time Mr. 
Parkinson had been president 25 years 
Equitable Ordinary insurance policies 
had increased almost 90% and Group 
Life reached more than ten times what 
it had been at end of 1927. 

At the end of 1952 Equitable policy- 
holders numbered 5,500,000 or three times 
the number when he was elected presi- 
dent. The company’s assets had reached 
$6.571 billion on December 31, 1952. The 
yearly increase in admitted assets of the 
Society by December, 1952, was more 
than four times as much as in 1927-28 
period. 


Some Progressive Measures 


Some progressive moves of Equitable 
Society from 
these: 

Pioneering in Group medical expense, 


1927 through 1952 were 


Group hospital expense and Individual 
Catastrophic medical expense insurance; 
the Society was also a pioneer in adopt- 
ing a liberal program of Group and Re- 
tirement benefits for agents. Equitable 
created a special division in the home 
office on an extensive scale for furnishing 
direct assistance to agents on business 
insurance estate planning and other 
phases of modern underwriting. The 
Society furthered its development of a 
unique mortgage-protection plan through 
Assured Home Ownership. In 1945 it 
removed all restrictions on civilian pass- 
enger flying throughout the world. It 
increased the variety of its Ordinary 
and Group forms. 


Group Insurance 


Mr. Parkinson’s personal interest in 
the problem of Group insurance was a 
direct outgrowth of his work in drafting 
workmen’s compensation legislation. As 
acting president of Equitable during the 
illness of the then president, Judge Day, 
he sponsored the reorganization of 
Group activities within the Equitable. 
Upon being elected president after the 
death of Judge Day, he took an active 
part in the development of Group insur- 
ance. During the past 28 years Group 
life insurance has increased from $958,- 
694,670 to more than $10,000,000,000 cov- 
ering 682,000 employes in 1927 and 3,614,- 
845 employes in 1953. The company in 
1934 began to write Group hospital ex- 





THOMAS I. PARKINSON 


pense insurance followed by surgical 
benefits insurance in 1937 for employes 
and their dependents. Insurance guaran- 
teeing the repayment of loans, commonly 
known as Group indebtedness insurance, 
was introduced in 1935. 

In 1945 after a period of experimenta- 
tion with Group medical expense insur- 
ance for Equitable employes, providing 
financial protection in the event of any 
medical attention or diagnostic examina- 
tion, the Equitable offered Group medi- 
cal expense insurance to its Group pa- 


Department Report Explains Working 
Of Equitable’s RR Equipment Purchase 


Society Initiated Investment Plan by Which Diesel Units and 
Freight Cars Are Leased to Roads; How the 
Society Is Protected 


In New York State Insurance De- 
partment’s report on Equitable Life As- 
surance Society an explanation is given 
of the Society’s investments in railroad 
transportation equipment. The report 
covers period 1948 to 1950 inclusive and 
refers to loans made prior to December 
31, 1950. 

This investment is under Equitable plan 
which involves the purchase of freight 
cars from a manufacturer for 80% of 
the purchase price in cash and 20% in 
the form of an unsecured contingent ob- 
ligation, payable only from rents received 
from the lessee in 60 equal consecutive 
monthly installments with interest at the 
rate of one-sixth of 1% per calendar 
month on the unpaid installments. 

Simultaneously with the agreement to 
purchase, the Society enters into a lease 
agreement with a railroad, pursuant to 
which the latter agrees to take the cars 
on delivery by the manufacturer and to 
pay a rental computed on a per diem 
basis, payable monthly, which will be 
sufficient to secure the repayment of the 
Society’s entire investment including the 
balance due the manufacturer during the 
initial term of the lease (15 years) and a 
return to the Society ranging from 3 to 
3%4%. At the expiration of the initial 
term of the lease, the railroad has the 
option of leasing the cars at a greatly 
reduced per diem rental for an addi- 
tional period up to 10 years. At the 
expiration of the lease, it is provided that 
the railroad shall deliver possession of 
the cars to such storage tracks of the 
railroad as the Society may designate. 

How the Society Is Protected 

The Society’s obligation to the car 
builder is conditioned upon the payment 
of rent by the railroad. The manufac- 
turer’s agreement also protects the 


Society from any liability for patent in- 
fringements or violations of any applic- 
able laws or rules and also provides that 
fees of special counsel, out-of-pocket and 
all other expenses will be borne by the 
manufacturer. 

The lease agreement contains the 
customary remedies on default and the 
consummation of the purchase and of the 
lease are made contingent upon  sat- 
isfactory opinion of counsel for the 
Society, the manufacturer and the lessee. 
The railroad assumes the obligation of 
maintaining the cars and in the event of 
loss or destruction of any car it is 
obligated to pay over to the Society 
the balance of the rentals due on the 
lost or destroyed car, plus the scrap 
value. The first five lease contracts con- 
tain the above provision regarding lost 
or destroyed cars. All subsequent con- 
tracts provide for the payment of the 
present value of the remaining rentals, 
discounted at the rate of 24%, plus 
the scrap value. 


Purchase of Diesels 


Diesel units are purchased for 90% 
of the purchase price in cash and 10% 
is payable in 20 equal consecutive 
quarterly installments with interest at 
the rate of one-half of 1% per quarter- 
annual period on the unpaid installments. 
The lease agreement is similar to that 
used in connection with freight cars ex- 
cept that the rent is payable on a 
quarterly basis and that the lessee of 
Diesel units is required to carry insur- 
ance thereon. One lease agreement cov- 
ering four Diesel yard switchers provides 
for an initial term of 10 years instead 
of the usual 15 with the renewal option 
for a period up to 15 years instead of 10. 
The manufacturer's agreement provides 
in this instance for payment of the 10% 





trons. One of the most striking recent 
developments in the employes’ security 
field is the widespread interest in Group 
major medical expense insurance, often 
called catastrophe insurance. This type 
of insurance helps to protect the indj- 
vidual against expenses resulting from 
accidents or from prolonged or serious 
illness which may run into thousands of 
dollars. The Equitable began writing this 
coverage in 1951. z; 

Another development of the Equitable 
during Mr. Parkinson’s regime was in- 
troduction of the deposit administration 
Group annuity contract. 

During. the war, Mr. Parkinson adyo- 
cated continuance of Group life insurance 
benefits for employes entering the armed 
forces. The premiums charged were 
placed in a separate fund from which 
the death and disability claims were dis- 
bursed. Upon the conclusion of the war 
over 80% of the premiums collected for 
this purpose was refunded to the policy- 
holders. Mr. Parkinson was instrumental 
in establishing Group offices throughout 
the country for the sale and servicing 
of Group insurance to industry. 


His Career 


Born in Philadelphia Mr. Parkinson is 
a graduate of School of Law, University 
of Pennsylvania. After working in a 
Philadelphia law office he came to New 
York to work for the Bureau of Munici- 
pal Research which formulated bases for 
a new type of municipal reformed govy- 
ernment here. Three years later he 
joined the faculty of Columbia University 
becoming director of its Legislative 


Drafting Research Fund. Among. the 
bills drafted were those to carry out 
recommendations of the U. S. Senate 


committee which investigated Titanic 
disaster, Workmen’s Compensation bill 
recommended to Congress by the Suth- 
erland Commission; bill to reorganize 
the New York State tax department 
which was adopted in 1915; and bill cre- 
ating a New York Industrial Commis- 
sion. He performed important duties in 
Washington as major in the Judge Ad- 
vocate’s office. He assisted the War 
Department in creating the Bureau of 
War Risk Insurance and was legislative 
draftsman for U. S. Senate. 

At Columbia he was made dean of 
Faculty of Law. In 1920 he joined Equi- 
table Society as vice president to advise 
other executives of company and to ad- 
vise on its then European affairs. 

Major Parkinson has held some of the 
country’s most important civic, humani- 
tarian and welfare posts, having been 
on the General Education Board and 
that of Rockefeller Foundation. He is a 
former president of Chamber of Com- 
merce of the U. S. and of State of New 
York and Life Insurance Association of 
America. His trusteeships have included 
Columbia and University of Pennsyl- 
vania. He is on many insurance and 
business board of directors and has a 
long list of memberships in New York 
clubs. 





in four years instead of five years. 

The first few manufacturers’ agree- 
ments provided for a fixed price for 
each piece of equipment and the lease 
agreements provided for fixed rentals. 
Later agreements set forth a “basic pur- 
chase price” and provide for changes in 
rentals should the basic purchase price 
be adjusted on account of changes in 
the prices of materials and the cost of 
labor. 

The Equitable Society has worked out 
with the Interstate Commerce Commis- 
sion the forms to be used relative to 
filing annual and quarterly reports to the 
Commission. 

In its December 31, 1950 annual state- 
ment the Society reported the owner- 
ship of 5,975 units of transportation 
equipment with a total book value of 
$38,497,145. 

Depreciation is calculated on a fixed 
yield method which reduces the book 
value to an estimated scrap value at the 
expiration of the initial term of the lease 
amounting to 6% of the purchase price 
on freight cars, 1% on Diesel-electric 
road units and 14% on switching units. 
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N. Y. Department’s Press Conference 


Informed by the New York State In- 
surance Department on Thursday morn- 
ine of last week that the triennial report 
of the Department on Equitable Life 
Assurance Society’s operations ending 
December 31, 1950—in which some other 
states also participated—was available 
for review by the newspapers and that 
a press conference would be held during 
the day, the situation evolved a chain 
of events which is still resulting in head- 
lines. What particularly interested the 
renorters in the preliminary release was 
the Department’s statement that Thomas 
I. Parkinson, who for 25 years was presi- 
dent of the Society, had informed the 
Society’s executive committee that he 
would retire as chairman next February. 

The report found the Society in sound 
financial condition and it disclosed the 
unusually successful progress of the 
Society under the Parkinson regime. 
The report made some unfavorable com- 
ments. It questioned the propriety (but 
not any illegality) of some of the Soci- 
ety’s activities relating to oil and gas, 
housing and building, but the recital of 
the facts showed that of $50,000,000 in 
oil and gas investments only two very 
small loans had turned out to be un- 
profitable. The most severe comment 
related to advertising contracts placed 
by the Society through an advertising 
avency, the head of which was C. V. 
Parkinson, a son of the then president 
of the Society. 


Report Leaked To Hearst Paper 
Nearly Two Years Ago 


Another angle of the situation inter- 
esting reporters was the timing of the 
release at this time of a report which 
was dated November 21, 1951. In some 
way it leaked out a year and nine months 
ago to Leslie Gould, Hearst financial 
columnist, who discussed it for three 
successive days in his New York Journal- 
American column. Disclaiming responsi- 
bility for the leak the Department says 
it has not been able to find where Gould 
got a copy. Anyway, other newspapers 


have been waiting for it 
officially. 

When the Departmental report finally 
reached them last week the newspaper- 
men found in the back part of it a page 
or two of items which conveniently sum- 
marized the critical portions of the re- 
port. The reporters at the press confer- 
ence centered their questions on these 
criticisms and they also asked the Super- 
intendent if he were tryin~ to force Mr. 
Parkinson out. Mr. Bohlinger intimated 
that they could draw their own conclus- 
ions. 

Daily newspaper stories throughout 
the country generally ignored the feat- 
ures of the report in which were re- 
viewed the growth and success of the 
Society. An exception was the New York 
Times. 

Some of the developments which fol- 
lowed publication of extracts from the 
revort follow: 

Major Parkinson wrote a letter to 
daily newspapers saving he did not in- 
tend to resign in February. 


Bohlinger Says Wife Is Not Licensed 


as a Broker 


to appear 


During the aftermath of the report’s 
publication the Journal-American ran an 
article questioning the legality of the 
Superintendent’s relationship with the 
former John M. Riehle & Co. agency. 
He had married the widow of Theodore 
Ma. Riehle whose agency at 225 West 
Thirtv-Fourth Street, which does gen- 
eral insurance and which was general 
agent of Equitable, was inherited by Mr. 
Riehle’s widow. Also, the Hearst paper 
said that Al Bennett, formerly with the 
Department and now vice president of 
Northeastern Life Insurance Co. and 
counsel for a Swiss reinsurance com- 
nany, was still doing consultant work 
for the Department. In a_ statement 
Superintendent Bohlinger denied he had 
any financial interest in the agency or 
that his wife had been licensed as a 
broker or that there was any illegality 
in the consultant work of Mr. Bennett 
with the Department. The Superintend- 
ent’s statement relative to former Riehle 
agency and Mr. Bennett will be found 
elsewhere in this paper. 





Examination Report 


(Continued from Page 3) 


advertising campaign throughout the 
country and appointed C. V. Parkinson 
Associates to conduct the program. Dur- 
ing the years under examination the So- 
ciety disbursed $4,986,255 for advertising 
of which amount $3,322,958 represented 
the cost of the Society’s radio program, 
“This Is Your FBI.” It was _ placed 
through a regular radio advertising me- 
dium, and $950,921 through the medium 
of C. V. Parkinson Associates, Inc., 
which was controlled by one of President 
Parkinson’s sons. “There is no evidence 
that this firm functioned as an advertis- 
ing agency on a countrywide scale before 
it was favored with the Equitable ac- 
count,” the report said. 


Group Life Study 


In discussing a research of Group Life 
by Henry M. Alexander, a director of 
Equitable and chairman of the agency 
committee, the report says the executive 
committee authorized Mr. Alexander as 
special counsel “for the purpose of study- 
ing the question of Group insurance 
coverages which was then the subject of 
Study by the Life Insurance Manage- 
ment Association in conjunction with 
National Association of Life Underwrit- 
ers. It was stated to the examiners of 
the Department that among the subjects 
to be covered by Mr. Alexander’s study 
was the question of whether the Society 
would write professional groups under 
Section 204-1(d) of the New York Insur- 
ance Law and if proposals for coverage 
should beimade prior to completion of 
bargaining between an employer and the 


union. The board recommended that the 
compensation to be paid Mr. Alexander 
, 


was $10,000.’ 
Increase Canadian Covernments 


In its comments on investments the 
report said that the Society’s U. S. Gov- 
ernment holdings have decreased $572,- 
491,751 during the three years under re- 
view as compared with $269,342,732 dur- 
ing the previous three years resulting in 
a total decrease of 54% from 1944 to 
1950. Significant increases are noted in 
the holdings of Canadian Government 
and of railroad, public utilities and in- 
dustrial and miscellaneous securities. In- 
vestments in bonds of the latter class 
have increased from a total book value 
of $346,941,866 as at December 31, 1944, 
to $1,842,437,812 as at December 31, 1950. 





Henry Waldheim Retires 


Henry Waldheim, manager of the Long 
Island City district office of the John 
Hancock, retired October 31, after 43 
vears of service with the company. Mr. 
Waldheim began as an agent at Long 
Island City in 1910 and was later made 
assistant district manager at that office. 
In 1928, he was made district manager of 
the company’s Baltimore office, and in 
1931 transferred back to Long Island 
City as district manager. 

Succeeding Mr. Waldheim at Long 
Island City is Joseph F. Carroll, CLU, 
formerly manager of the Hancock dis- 
trict office in Newark. He in turn will 
be succeeded bv Milton B. Seaman. CLU, 
Tersey City district manager. Nathan 
Heller, assistant district manager at 
Nassau East, becomes district manager 
at Jersey City. 





Equitable Board Meeting 


(Continued from Page 1) 


Parkinson to retire as chairman of the 
board of directors and as a director of 
the Society at the expiration of his term 
on February 18, 1954, and undertook the 
responsibility for carrying out of the 
agreement. A copy of the resolution is 
attached to this statement. To implement 
this resolution the directors directed the 
immediate preparation and presentation 
of an amendment to the Society’s by- 
laws authorizing the board to remove 
any director for cause, a power not pre- 
viously vested in the board. 

“The board gave full and detailed 
consideration to the charges made by the 
Department of Insurance of irregularity 
on the ‘part of Mr. Parkinson. It was 
pointed out that the complaints were 
chiefly directed towards methods of pro- 
cedure and acts of favoritism by Mr. 
-arkinson, particularly with reference to 
the employment of the services of his 
own sons. (Editor’s Note: One son, 
C. V. Parkinson, formerly ran an adver- 
tising agency which handled Equitable 
advertising. The other son, Thomas I., 
Jr., is a member of a noted New York 
law firm which has handled some Equi- 
table business.) 

“‘The board reiterated that the So- 
ciety is in sound financial condition and 
the report of the Insurance Superintend- 
ent confirms this fact. The report of the 
examiner made by the Insurance Super- 
intendent confirms this fact. The Insur- 
ance Department report further shows 
that the Society’s treatment of its pol- 
icyholders is fair and equitable. 

“*Mr. Parkinson has served the Equi- 
table for more than 30 years in various 
capacities. During that time, under his 
direction, the Society has grown to third 
place in the life insurance field. 

“In view of Mr. Parkinson’s long 
service to this Society it was the opinion 
of the board of directors that the reso- 
lutions represented appropriate action on 
the part of the Society.’” The resolutions 
follow: 


The Resolutions 


Thomas I, Parkinson’s term as a director of 
Equitable expires December 31, 1953. His term 
as chairman of the board expires February 18, 
1954. Under requirements of the insurance law 
nominees for directors to fill terms of those 
expiring December 31, 1953, were named in 
April, including Mr. Parkinson, and ballots have 
been distributed to policyholders to be voted at 
the annual election of December 2, 1953. 

Mr. Parkinson, on being elected by the pol- 
icyholders, would enter upon a new three-year 
term as director, beginning January 1, 1954, but 
actually he will not continue as director beyond 
the expiration of his term as chairman of the 
board on February 18, 1954. 

Whereas the present by-laws of the Society 
authorize the removal of any officer of the So- 
ciety; and whereas it is believed to be in the 
best interests of the Society that some authority 
be vested in the board to remove any director 
for cause at any time; : 

Now, therefore, be it resolved that the presi- 
dent prepare a statement for approval at the 
next stated meeting of the board of directors a 
new paragraph as an amendment to Section 5 of 
the by-laws, specifically as follows: ; j 

The text of the other resolution fol- 
lows: 

Whereas in order that the policyholders of the 
Equitable and the public may be informed re- 
garding the status of Thomas I. Parkinson as a 
director and as chairman of board of directors 
of the Society; and 

Whereas, Thomas I. Parkinson on June 3, 
1953, advised members of the executive commit- 
tee of the Society that he intended to retire as 
chairman of the board of the Society at com- 
pletion of his term on February 18, 1954, and at 
that time to sever his connection with the So- 
ciety, both as chairman of the board and as a 
director of the Society; and : 

Whereas, in a letter to the Superintendent of 
Insurance June 3, 1953. Thomas I. Parkinson 
stated that it had been his conviction for some 
time not to participate actively in the affairs of 
the Societv after the completion of his present 
term in February, 1954, as chairman of the 
board, and affirmed his intention to retire both 
as chairman of the board and as a director; and 

Whereas, Thomas I. Parkinson stated to the 
hoard of directors at this meeting held on June 
3. 1953, that he would retire and terminate all 
relationship with the Equitable at the completion 
of his term as chairman of the board on Febru- 
arv 18, 1954; and 

Whereas, the members of this board accepted 
and agreed to this arrangement, it is in the inter- 
ests of the Society that this arrangement shall 
be carried out in all respects; now, therefore, it 
be resolved that the board of directors hereby 
reafirms this arrangement and assumes full re- 
sponsibility to carry it out. 





Los Angeles General Agents 


For Lincoln National Life 
Appointments of J. F. Hackman and 
A. Feustel as general agents for a 
new downtown agency in Los Angeles 
for Lincoln National Life have been 


announced. The new organization is a 
combination of the former Hackman- 
Feustel Agency and the company’s 


downtown Los Angeles agency and will 
be known as the Hackman-Feustel 
Agency. 

E. S. Andrews, who formerly super- 
vised the downtown agency, will con- 
tinue to supervise a unit of new Hack- 
man - Feustel Agency. 

Mr. Hackman has been with Lincoln 
National since 1925 and was appointed 
general agent in Los Angeles in 1945. 
He is a member of the company’s Quar- 
ter Century club and in 1947 was presi- 
dent of the Minute-Men Club. 

Mr. Feustel has had some 20 years 
of experience in the life insurance busi- 
ness. He was a successful personal pro- 
ducer for a number of years before 
becoming a supervisor in a prominent 
agency in Newark, New Jersey. He 
later moved to Beverly Hills as an 
assistant general agent and joined Mr. 


Hackman in forming the Hackman- 
Feustel Agency in June, 1952. 

Until now, the Hackman - Feustel 
Agency has been concerned primarily 


with the brokerage business. but the 
newly-formed organization will be de- 
voted to building a substantial full-time 
agency force. The new agency will con- 
tinue to maintain offices at 510 West 
Sixth Street in downtown Los Angeles. 


FASSES HALF BILLION MARK 


Equitable of Iowa Assets; Paid Produc- 
tion of First 9 Months, 1953, 
$94,000,000 § 
The assets of the Equitable Life of 
Iowa crossed the half-billion dollar mark 
during October, president F. W. Hub- 
bell reported to the company’s trustees 
at their fall meeting at the home office, 
October 23. : 
Mr. Hubbell also reported that paid 
production of new life insurance during 
the first nine months of the year to- 
taled $94,009.113, the largest first nine 
months in the 86-year history of the 
company, and 5.1% ahead of the same 
period in 1952. Insurance in force was 
increased by $49,103.876 during the first 
nine months of 1953, bringing total in- 
surance in force as of September 30 to 
$1,281,165,051. 





Joins State Mutual Life 

John R. van Dyke, machine accounting 
expert, has been elected an assistant 
controller of the State Mutual Life, it 
has been announced by Controller James 
H. Eteson. 

Mr. van Dyke joins State Mutual as 
a company officer with 19 years of varied 
experience in methods work including 
installation, supervision and servicing Of 
punched card procedures. During his 
13-vear association with The Prudential 
he developed new systems that resulted 
in better management control of opera- 
tions at reduced costs. At the time of 
his resignation from that company he 
was manager of the Group accounting 
division. 

He is a graduate of the Choate School 
and of Princeton University. 


MARVIN C. JANSEN NAMED 

Marvin C. Jansen who for the past 
year has been in charge of The Pruden- 
tial’s detached office at Cudahy, Wis., 
has been named head of the firm’s Man- 
kato, Minn. district office. He succeeds 
Lester C. Coyer who has retired after 
a 29-year company association. Mr. Coyer 
was manager at Mankato for the past 
22 years. 


SALES MANAGEMENT SEMINAR 


Fourteen general agents of Massa- 
chusetts Protective Association, Inc. and 
Paul Revere Life attended a sales and 
management seminar at the Worcester, 
Mass. home of the companies October 
26 - 30. 
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H. O. Underwriter 
Needs to Sell Job 


TO AGENTS AND MANAGEMENT 


Wm. H. Harrison, President of Institute 
of HOU, Addresses Annual Meeting 
at Chicago 


Part of the home office underwriter’s 
job is to sell himself to the field force 
and to his associates in the home office 
by the efficient performance of his func- 
tion in the organization, said William H. 
Harrison, underwriting executive of Se- 
curity Mutual Life, in his 
president of the Institute of Home Office 


address as 


Underwriters which met in Chicago this 


week. Among the points he made were 


the following: 

“Are we good administrators? For ex- 
ample, in connection with inspections, we 
must remember that we are in effect pur- 
chasing agents. In setting up inspection 
requirements we must have a factual an- 
alysis of costs versus savings in mor- 
tality and remember that part of the 
cost is the delay on the worthwhile clean 
cases while we wait for the inspection. 
I am not advocating that you should dis- 
continue inspecting the smaller cases at 
the younger ages but as inspection costs 
change you sell confidence in yourself to 
management by making an ané ilysis of 
all aspects of the inspection situation 
and leading up to a logical recommenda- 
tion or conclusion as to what if any 
changes should be made by your com- 
pany. Similar analysis and recommenda- 
tions with respect to policy issue and un- 
derwriting procedures are also vital in 
selling management on confidence in us. 


Reviews Give Opportunity 


“Claim reviews present another oppor- 
tunity for selling confidence in ourselves 
to management. Most companies have 
the underwriting executive or medical di- 
rector review early death claims for who 
is better qualified to detect misrepresen- 
tation, or suspicion of it and suggest 
avenues of investigation to be followed. 
Such reviews are also important as a 
check on the skill used in the selection 
process. I doubt if many companies 
spend much time or money investigating 
death claims that occurred after the con- 
testible period but surely we should all 
watch the incidence of death claims in 
the third to fifth policy years. Trouble 
spots in the field, in the examiner staff 
or inspection-wise may be indicated as 
well as trouble spots in the underwriting 
process. Success in locating and correct- 
ing such situations promptly is the best 
kind of selling. 

“Proper management in maintaining 
an able, loyal, and personable staff of 
medical examiners calls for much selling. 
I have already mentioned it in connec- 
tes with selling ourselves to our field 
associates. Obviously the ability and loy- 
alty of our medical examiners is a vital 
factor in obtaining a satisfactory mor- 
tality. Is there a sales problem for us in 
this relationship? Are your field exam- 


iners, in the last analysis, appointed by 
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your field men? Can your field men dis- 
cipline an uncooperative examiner by 
refusing to give him his share of ex- 
aminations in his area or have him termi- 
nated as an examiner? A change in 
procedure of arranging for appointment 
of the examiners may not be necessary 
but the medical director and the under- 
writers should both at every opportunity 
visit with the field examiners doing any 
volume of examinations for you in order 
to sell them on the fact that they are 
working for the company, their services 
are appreciated, and that we can and will 
protect them from disciplining by the 
field force. Our handling of the exam- 
iner staff also contributes, or the reverse, 
to management’s confidence in us. 


Field Opinion 


“Have we successfully sold our field 
associates on confidence in us? Yes, 
management is very sensitive to field 
opinion, and thus again we see that sell- 
ing confidence in ourselves to our two 
main types of contacts are very much 
inter-related. If management has confi- 
dence in us, we will not have those dis- 
tressing reversals by a higher authority 
—in fact, appeals to higher authority will 
tend to disappear. Likewise, if we have 
earned management’s confidence, we 
have by the same processes and steps 
gained the confidence of our other asso- 
ciates in the home office. 

“The agency executive will concur in 
our statement that our field associates 
are the initial selectors of risks and that 
their selection is equal in importance to 
that we exercise in the home office. He 
will see the logic in our having a voice 
in determining whether a_ prospective 
agent or general agent should be ap- 
pointed and whether those currently un- 
der contract should be continued. He 
will recognize, as we do, that no one has 
yet discovered a way to get a good mor- 
tality from an inept, or dishonest agent. 

“The financial executive will welcome 
(and he should expect) our comments on 
the impact on the investment programs 
of types of contracts being sold, or being 
contemplated—such as pension trusts, 


Trends In Occupational Underwriting 


Morris Pitler of Mutual Life Tells of Renewed Interest in 


Subject With Changes All Toward Improvement in 
Handling This Business 


There has developed a renewed inter- 
est in occupational underwriting with a 
marked improvement in the experience 
with this business, it was reported to the 
Institute of Home Office Underwriters at 
Chicago this week by Morris Pitler, as 
sistant director of underwriting for Mu- 
tual Life of New York, who has for 
many years been regarded as an expert 
on this subject. 

“Let it be stated first,” said Mr. Pitler, 
“on the chance this is not already known 
to all of you, that there has been a 
general liberalization in the treatment of 
occupations. There are broad considera- 
tions that point toward liberalization 
even in the absence of new and recent 
studies of mortality. I should like to 
mention some of these considerations 
which strike me as important. They have 
been called to your attention in previous 
discussions, by myself and perhaps by 
others but can stand repetition here. 


Effect of Economic Status 


“Since 1945, when I was last privileged 
to talk before this membership, and on 
the same subject of occupational under- 
writing, there has been continued im- 
provement in the economic status of the 
average working man, so that today his 
material well-being is at its highest. This 
means living conditions for him and his 
family conducive to better living and, 
what is important to us, to longer living. 
There is statistical evidence in British 
and American population studies and in 
our own insurance experience that mor- 
tality varies according to socio-economic 
conditions, the better the conditions the 
Occupation is the 
principal determinant of an individual’s 


economic status and controls largely the 
conditions under which he can and does 
live. Its effect on mortality is for the 
most part indirect, except in the rela- 
tively few instances where there is direct 
exposure to serious health or accident 
hazards. With some exceptions, there- 
fore, the mortality of occupational 
groups is determined in great measure 
by their wage-earning possibilities and 
wage earners have been doing a lot 
better during this last decade. 
“Secondly, because of the’ work being 


lower the mortality. 





bank finance schemes, etc. 

“The actuary will welcome our counsel 
when considering the many phases of his 
work that tie in with underwriting—mor- 
tality studies, underwriting and issue 
cost assumptions in rate structure, to 
name but a few. 


done in) accident prevention and indus- 
trial hygiene, we can expect a continued 
trend toward lower extra mortality in 
ratable occupational groups, certainly j in 
those occupations where exposures to 
physical hazards exist. The attack on 
industrial accidents, dusts, _ poisons, 
fumes, etc., goes on with vigor and the 
substandard occupational groups are the 
beneficiaries. 

“A third consideration arises from the 
tendency to be conservative when under- 
writing action has to be based on insuffi- 
cient statistical or other information. In- 
surance experience is probably our best 
guide for occupation ratings but it is 
not yet available for most of the occupa- 
tions appearing in company schedules. 
For these we are forced to depend on 
other information, such as knowledge 
of industrial processes, substances han- 
dled, conditions of work, exposure to 
dust, heat toxic substances, etc. The ac- 
tion is then largely a matter of judgment, 
with a tendency to be conservative. 
When insurance experience has subse- 
quently become available, it has usually 
revealed that the action taken was too 
conservative. That accounts in part for 
the general downward revision of ratings 
following the Joint Occupation Study of 
1928 and the Occupation Study of 1937. 
Since another joint company study is not 
likely for some time, perhaps we should 
attempt to anticipate favorable results, 
with a more liberal approach than has 
prevailed in the past on occupations for 
which there is as yet insufficient under- 
writing information. 


Decreasing Levels of Mortality 


“The so-called Standard mortality ex- 
perience is used as a measure for under- 
writing substandard occupations, just as 
it is for medical and other impairments. 
Since I first got into underwriting, about 
35 years ago, there has taken place con- 
siderable reduction in mortality rates 
among insured policyholders, and_ the 
Standard mortality is now at a much 
lower level. In those earlier days, the 
extra premium required on the average 
to cover an extra mortality of 100%, for 
companies using flat or constant extra 
premium methods of rating, was approxi- 
mately $10 per $1,000 of insurance. As 
standard mortality improved, the re- 
quired extra premium decreased accord- 
ingly, so that today 100% extra mortality 
may be covered by a much _ smaller 
amount of extra premium. In a discus- 
sion at the March, 1950, meeting of the 
Society of Actuaries, Mr. Bowerman 
suggested about $3.50 per thousand on 
the Ordinary Life Plan as the extra 
premium equivalent of 100% extra mor- 
tality on a modern mortality basis. 

“In the absence of recent studies on 
occupational mortality, I am inclined to 
speculate that there must have taken 
place corresponding improvement in the 
mortality of occupational substandard 


(Continued on Page 18) 

















MUTUALZ LIFE INSURANCE COMPANY 
sosTen, mastacuuserre 


BARCLAY 
7-1070 


Ed Allen 














Bob Jacobs 


ee 


Joe Murphy 


FAMILY 
IS AN OUTSTANDING 






INCOME PLAN 
BUY 









THE ALLEN-PRATT GENERAL AGENCY  gpogeevay 


Harold Pratt 





Eddie Scherding 
















MUTUALZ LIFE INSURANCE COMPANY 
sosTon, massacuussTTs 





Pete Smith 







































953 




















November 6, 1953 








TE ST 
[+ L i.—“e——_> 








Page 7 


















= 
= 


Ma: ager of Farm Mortgages 
F¢r Mutual Life of N. Y. 





HAROLD W. ANWAY 


Mutual Life of New York has named 
Harold W. Anway, formerly assistant 
manager of farm mortgages, to be mana- 
ger succeeding Charles A. Stewart, who 
is retiring under the companies retire- 
ment plan. 

The new manager of farm mortgages 
joined Mutual of New York in 1945 after 
more than 20 years’ experience in the 
farm loan field, including service as sec- 
retary of the Production Credit Corpora- 
tion, a unit of the Farm Credit Adminis- 
tration. He is a graduate of Iowa State 
College. 

Mr. Stewart has been with MONY 
since 1944, and organized the company’s 
farm lending. The company announced 
that he will be retained as a consultant 
on agricultural credit matters. Before 
joining MONY, Mr. Stewart was deputy 
governor of the Farm Credit Adminis- 
tration and president of the Intermediate 
Credit Bank of Omaha, Neb. 


CHOLU Fall Meeting 

The fall meeting of the Canadian 
Home Office Life Underwriters’ Associa- 
tion was held at the Manufacturers Life 
home office recently. There were 113 
members registered representing 35 life 
companies and three inspection agencies. 
This meeting was devoted to an informal 
discussion of current underwriting prob- 
lems and practices. 

The association activities have been 
directed this year by Armand Mannes, 
assistant secretary, Northern Life Assur- 
ance as president, and James D. Riddle, 
underwriting secretary, Excelsior Life, as 
secretary. Officers elected for the year 
1954 are president—Douglas T. Weir, as- 
sociate actuary, North American Life, 
Toronto, and secretary—Donald G. Pred- 
more, underwriting consultant, Pru- 
dential of America, Toronto. 


Graham Agency Production 

James P. Graham & Co., general 
agents for Aetna Life in Baltimore, pro- 
duced $1,968,204 in written business in 
a production campaign during the period 
from September 9 to October 9 to 
achieve a new high of 277.2% oi this 
quota. 

Nineteen men produced $50,000 or more 
each in business during the 30-day pe- 
tiod. Among these, eight men individ- 
ually wrote $100,000 or more. They are 

B. tig isk L. P. Wilder, C. E. Wil- 
ford, » J. #..-Graham, William Trum- 


‘bull, 2 O. Miller, who wrote over 


$205,000 , and H. J. Roesser with over 
An agency dinner dance was held in 
celebration of the successful campaign. 


S. L. Zeigen Boston Speaker 

Samuel L. Zeigen, general agent in 
New York for Provident Mutual Life, 
was the guest speaker at the October 27 
meeting of the Life Insurance and Trust 
Council in Boston. Mr. Zeigen addressed 
this group about two years ago, and 
because of the favorable response from 
his listeners, was asked to return at 


the recent meeting. 


“Complacency Disturbers in Estate 


Planning” was the title of Mr. Zeigen’s 
address. The purpose of this talk is to 
show how complicated estate planning 
ideas can be expressed in_ simple 
language so that the client can under- 
stand. Primary purpose of Mr. Zeigen’s 
remarks is to narrow down the distance 
between the time estate planning is called 
to the client’s attention and the time he 
decides to do something about it. 

This particular talk of Mr. Zeigen’s 
has achieved national prominence, as he 
has delivered it in many cities through- 
out the country. 


Occidental General Agent 


Floyd D. DeLancey, former district 
manager in Cincinnati for Ohio Na- 
tional Life, has been appointed general 
agent for Occidental Life of California 
in Central City, Nebr. 

A native of Greeley, Nebr., Mr. De- 
Lancey attended the University of 
Nebraska at Lincoln. He entered the 
life insurance business in 1947 with the 
Ohio National, where he qualified for 
membership in the company’s Builder’s 
Club. 








Every typist can be a statistical typist with 
IBM’s electric decimal tabulation . . . nine 
keys, built right into the keyboard of an IBM 
Electric Typewriter, take the drudgery out of 
tabular typing, make it as fast and effortless 


as typing a business letter. 


The mere touching of the proper decimal 
tabular key speeds the carriage automatically to 
the correct amount position within the column. 
Each figure lines up exactly, with no back- 
spacing, no waste hand motion, no lost time. 


IBM Clodtiic 


TRADE MARK 


INTERNATIONAL BUSINESS MACHINES 


This same model, having all the advan- 
tages of standard IBM Electrics, produces 
better-looking work in less time, with less 
effort on every typing job. Write today for a 
demonstration or illustrated brochure on the 
IBM Decimal Tabulation model. 


IBM, Dept. EA-3 
590 Madison Ave., New York 22, N. Y. 


(0 I’d like to see the IBM Electric Decimal 
Tabulation Typewriter. 


() Please send brochure. 
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superintendent of agencies in the South 
Central territory. 


2nd Vice Presidents 
By Metropolitan Life 


THREE GET BROADER DUTIES 











A. R. Maynard In Field Management; 
C. A. Siegfried and J. J. Sutter 
Deal With Group Insurance 





A. Rogers Maynard, Charles A. Sieg- 
fried, and John J. Sutter have been ad- 
vanced to second vice president by 
Metropolitan Life it was announced by 
Frederic W. Ecker, president. 

The new responsibilities of Mr. May- 
nard are concerned with field manage- 
ment; and those of Mr. Siegfried and 
Mr. Sutter with the group insurance side 
of the business. Mr. Maynard formerly 
was superintendent of agencies of the 
Metropolitan’s Southeastern territory, 
Mr. Siegfried was actuary, and Mr. Sut- 
ter was third vice president. 

Changes of assignment for two super- 
intendents of agencies and the appoint- 
ment of two new superintendents of 
agencies also were announced by Mr. 
Ecker. Wilbur W. Hartshorn is being 
transferred to the Great Lakes territory, 
and Milton O. Culpepper to the Central 
and South Central territories. 

James. F. Eubanks, manager of the 
Rock City (Nashville), Tenn., district has 
been appointed superintendent of agen- 





















































A. ROGERS MAYNARD 


Charles E. Creagh, former superin- 
tendent of agencies in the Great Lakes 


CHARLES A. SIEGFRIED 


JOHN J. SUTTER 


territory, has requested an assignment 
in the South Central territory for per- 
sonal reasons, and has been appointed 


cies and assigned to the Southeastern 
territory; and John F. Neal, manager of 
the Alexandria, Va., district, was made 













New and Progressive 


LIFE INSURANCE WITH Up-to-the-MINUTE 
ACCIDENT & HEALTH - HOSPITALIZATION 


PROTECTION CREATES GOOD-WILL - - - 


The Priceless Ingredient Necessary for Success with... 
Policyholders, Agency Representatives and Company 
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Interesting Agency Contacts Available to Good Producers 


EMPIRE STATE MUTUAL LIFE INSURANCE CO. 


Home Office: Jamestown, N. Y. 
NEW YORK OFFICE: 60 EAST 42nd Street 
M. O. Doolittle, President P. E. Tumblety, First Vice President 





























Atlantic Alumni Officers 

M. Roos Wallis, CLU, general agent 
for Equitable Life of Iowa in Philadel- 
phia, is the new president of the Atlan- 
tic Alumni Association of the LIAMA. 
Mr. Wallis, formerly the vice president 
of the association, was elected at the 
recent conference in Rye, New York. 

i... Kent Babcock, Jr., CLU, general 
agent in Philadelphia for Aetna Life, 
was elected vice president and Edwin 
H. May, manager of Phoenix Mutual 
Life in Hartford is now secretary-treas- 
urer of the Atlantic Alumni Association. 
john DPD. Marsh, CLU; of John D. 
Marsh & Associates, remains on the 
executive committee as the immediate 
past president of the association. 

Newly elected members of the execu- 
tive committee include: John Evans, 
manager in New York for Home Life 
of New York; Edward Jahn, general 
agent in Newark for Connecticut Mu- 
tual; Anthony Klug, general agent in 
Rochester, N. Y. for John Hancock and 
Albert S. Rifkin, manager for New York 
Life in Brooklyn. The terms of these 
men expire in 1956. 

Other members of the executive com- 
mittee include: John Boynton. general 
agent, Massachusetts Mutual in Baiti- 
more; Paul L. Guibord, general agent, 
Mutual Benefit in Newark; Roy Gun- 
dersdorff, general agent in Newark for 
Equitable of Iowa; William Eugene 
Hays, CLU, general agent, New England 
Mutual in Boston; Alfred J. Johannsen, 
general agent in New York for North- 
western Mutual; Earl B. Renwick, gen- 
eral agent in Portland. Maine for 
Phoenix Mutual; Edgar Robinson. man- 
ager for New York Life at Albany; 
and Ben Simon, general agent in Nor- 
folk. Virginia for Lincoln National. 

Charles J. Zimmerman, CLU, manag- 
iny director of LIAMA spoke to the 
group and pointed out to them that 
this was the twelfth Annual Manage- 
ment Conference of the Atlantic Alumni 
Association since its inception in 1941. 
He told the assembly that 122 Schoo!s 
in Agencv Management had been held 
since 1929, that over 6.000 men _ had 
heen graduated from these schools, and 
that the largest number of graduates. 
522, had attended the schools in 1953. 
He announced that in 1954 eight schools 
world be held along with a special one- 
week school for assistant managers in 
Ordinary life insurance agencies. 





manager, Rock City district, Nashville. 

Other official appointments announced 
by Mr. Ecker at the same time were: 

Don C. Buell and Fred Ulmer, third 
vice president; Irving G. Roth and Wil- 
liam S. Thomas, associate actuary; F. L. 
Kleinschmidt, William McKinley, and R. 
R. Shinn, assistant vice presidents; and 
E. F. Harrigan, assistant actuary. 


maximum service. 


... under one roof. 
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UNDER ONE ROOF 


A limited range of coverages restricts your ability to 
serve your clients as completely as they demand. Only with 
a complete line of Life and A&H protection can you give 


Medill A&H Agency offers just about the most complete line of acci- 
dent-health & hospitalization coverages available anywhere in New York 


More and more life insurance men are turning to Medill A&H for the 
full range of A&H coverages that makes their service to clients complete. 
New opportunities await you, too, in our “Department Store of A&H&H." 
Write or phone today for our full story. 


MEDILL ACCIDENT & HEALTH AGENCY 
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Mass. Mutual Dividends 


President Leland J. Kalmbach of 
Massachusetts Mutual Life announced 
that the board of directors approved the 
company’s 1954 dividend schedule at its 
October 28 meeting. This schedule, which 
will become effective January 1, 1954 
will produce an aggregate disbursement 
of dividends next year approximately 
12% greater than the amount disbursed 
by the company this year. 

The new schedule is based on a divi- 
dend formula which reflects the improve- 
ment in interest rates on current invest- 
ments and a revised expense allocation 
and _ will affect policies issued by the 
company since October 16, 1947. Divi- 
dends under policies issued prior to that 
date will be on the same scale as those 
payable under the present 1953 schedule. 


Tampa Agency Manager 

President James A McLain of Guard- 
ian Life has announced the appointment 
of John C. Mills, CLU, as manager of 
the company’s agency in Tampa. The 
appointment is effective immediately. 

fr. Mills was born in Birmingham, 
Ala., but has been a Tampa resident for 
the past 28 vears. He attended Union 
College in Schenectady, N. Y., and en- 
tered the life insurance field as an agent 
in 1931. He has been engaged in both 
sales and supervisory work since that 
time. 

An active participant in both insurance 
and local community affairs, Mr. Mills 
is a past president of the Tampa Life 
Underwriters Association, immediate past 
president of the Central Florida Chapter 
of Chartered Life Underwriters, and is 
currently serving as a director of the 
latter organization. He is a director of 
the Tampa Federal Savings and Loan 
Association, and a member of the Tampa 
Chamber of Commerce, the Lions Club, 
and the Tampa Yacht and Country Club. 


Oxford 5-0040-1-2 
CLIFF DALEY—Life Department 
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Jay R. Benton Dies; 
Boston Mutual Head 


HAD BEEN ATTORNEY GENERAL 





President of Boston Company Since 1937, 
He Was Active in Politics and 
Civic Affairs 





Jay R. Benton, president of the Boston 
Mutual Life, died at his home in Bel- 
mont, Mass., on Tuesday. He was aged 
68. Prominent in Republican politics for 
many years, he served two terms in 
the State House of Representatives and 
was elected attorney general in 1923. He 
was the first chairman of the Greater 





Waid Studio 
JAY R. BENTON 


Boston Development Committee, a group 
credited with creation of the new Boston 
Port Authority, erection of the Mystic 
River Bridge and plants for the Boston 
Central Artery. 

A native of Mass., Mr. 
3enton had lived most of his life in 
Belmont. He was educated at Hopkin- 
son’s School, Boston, Phillips Exeter 
Academy, 1904; Harvard College, 1908; 
Boston University Law School, 1911. He 
was admitted to the Massachusetts Bar 
in 1911. He became associate counsel of 
Massachusetts Fire & Marine Insurance 
Co. in 1912. He was made president of 
Boston Mutual Life in 1937. He had been 
elected a director of the company in 
1932. 
_Mr. Benton had a wide range of ac- 
tivities and civic interests. For ten years 
he was moderator of town meetings at 
Belmont. He had been president of the 
Beacon Society, Boston, Middlesex Club, 
Phillips Exeter Association of New Eng- 
land, national president Phillips Exeter 
Alumni Association, Harvard Club of 
Belmont, Pieta Associates, and Vermont 
Association. He was trustee of Be!mont 
Public Library, Guildhall (Vt.) Public 
Library, vice president Waverly Cooper- 
ative Bank, member Boston Advisory 
Board of Salvation Army and director 
Arlington Gas Light Co. Early in his 
career he had published a weekly news- 
paper in Belmont. 

Surviving are his wife, four sons and 
a daughter. 


Somerville, 


Ralph W. Trask Appointed 


The John Hancock has announced the 
appointment of Ralph W. Trask to the 
Position of manager of the Indianapolis 
group claim field office. Mr. Trask has 
been for several years a member of the 
home office Group accident and health 
claim division where much of his work 
related to Indiana policyholders. 


Liberalize Restrictions 


Aviation restrictions on disability bene- 
fits in life insurance policies written by 
Connecticut General Life, Hartford were 
liberalized, it was announced by Presi- 
dent Frazar B. Wilde. 

Effective November 1, the company’s 
newly issued life policies with the waiver 
of premium rider are free of any restric- 
tions concerning civilian aviation. Exist- 
ing aviation restrictions related to service 
in the armed forces are retained. 

The holders of existing policies also 
received the benefit of the rider liber- 


alization. It applies to aviation accidents 
occurring on and after November 1. 

The new rider also extends to twelve 
months prior to written notice the max- 
imum claim period during which benefits 
may accrue as compared to six months 
in the current rider. 


HONOR HAROLD E. DAVIS 
A group of Prudential Life Insurance 
representatives met at the Dutch 
Kitchen, Altoona, Pa., recently for din- 
ner to honor Harold E. Davis, a Pru- 
dential representative who has completed 
30 years’ service with the company. 


Myrick Tires of Leisure; 
Joins Myer Agency as Agent 
Julian S. Myrick, retired second vice 

president Mutual Life and formerly head 

of Ives & Myrick 


succeeded by the 


which was 
Richard E. Myer 
agency, New York, is returning to active 
production service as a field represent- 
ative of Myer agency. He will be wel- 
comed back at a luncheon in the Hotel 
McAlpin Monday. Mr. Myrick is chair- 


man of the American College of Life 


agency, 


Underwriters. 








ANNUAL DIVIDENDS* fs 


DIVIDENDS! 


Our NEW DIVIDEND SCALE, effective January 1, 1954, 
will further strengthen the favorable competitive sales posi- 
tion enjoyed by our representatives and brokers. 


The following illustrations at age 35 will indicate our 
NEW LOW NET COST per $1000 of insurance: 


20 YEAR SUMMARY 








1 $4.98 
5 6.66 
10 = 9.05 
20 11.87 


not guaranteed. 





(According to 1954 Dividend Scale) 
oO. L. 


$553.00 
376.06 
362.44 


20 Pay L. 


$5.42 
6.74 
8.04 
10.36 


20 Premiums 

Net Payment* 
Cash Value 
Average Net Cost* 


*Dividends are applicable to policies issued since 
October 16, 1947, are illustrative only, and are 


For full information on all plans for all ages see the 
Massachusetts Mutual General Agent in your community. 


_Massachuset Mutual 


LIFE INSURANCE COMPANY 


Springfield, Massachusetts 


Organized 1851 


Owned by its policyholders — operated for them 


20 Pay L. 


$790.40 
628.75 
653.56 

.68 1.24} 


{Return over cost 











November 6, 1953 








Conn. Mutual Survey on Trends of 


Prospecting Methods and Sources 


\ total of 43% of new business comes 
from prospects known less than a year, 
according to a survey made this past 
summer by the Connecticut Mutual Life 
under the direction of Horace R. Smith, 
CLU, superintendent of agencies. Par- 
ticipating in the study were 157 agents 
who based their replies on 4,578 paid 
cases covering more than $25 million. 

Purpose of the survey was to reveal 
trends of prospecting sources and meth- 
ods used. Questioned on the length of 
time known before making a sale, the 
agents reported 30% of the business was 
sold to prospects known less than three 
months, 6% were known three to six 
months and 7% from six months to one 
year. 

Prospects known ten years or longer 
accounted for 21% of the business, but 
only 8% came from prospects known 
from one to two years, 17% from pros- 
pects known from two to five years and 
11% from those known five to ten years. 


Most Productive Groups 


The groups of 
contacts 
business 


tremes. 


most productive 
from the standpoint of new 
sold were from the two ex- 

30% from new acquaintances, 
and 21% | from people known ten years or 
more, or a total of 51% from these two 
groups alone. 

The law of diminishing returns was 
shown at work in a survey on produc- 
tivity of first, second, third and fourth 
and subsequent sales attempts. Busi- 
ness sold on the first sales interview 
amounted to 46% of the total volume, 
while 33% came from the second, 14% 
from the third and 7% from the fourth. 
Comparing this with the percentage of 
lives, 85% of the applications were secured 
on either the first or the second attempt, 
10% from the third and 5% from the 
fourth and subsequent attempts. 

You can get business almost around 
the clock, Connecticut Mutual agents re- 
ported in the survey. A total of 34% of 
their business was closed before noon, 
36% was closed between one and six in 
the afternoon, and 30% after six o'clock. 

From the standpoint of sources of 
prospects, the market study revealed that 
the business came from two 
sources divided—25% from the agent’s 
personal observation and 30% was insur- 
ance on present policyholders. An addi- 
tional 25% came from referred leads, 
amounting to 11% on prospects referred 
by policyholders and 14% referred by 
friends. Thus from only four sources 
came 80% of the business. The next 
largest source was 8% of the business 
coming from direct mail leads. 

Apparently cold canvass is quite widely 
used by agents but sales resulting from 
the initial cold canvass contact produced 
only 4% of the business in this survey. 
However, friends developing out of cold 
accounted for substantial por- 
tions of the business which was reported 
as coming from acquaintances over a pe- 
riod of months and years. 

Mr. Smith said Connecticut Mutual 
agents are giving these new clients full 
protection when he pointed out the wide 
use of the prepayment binding receipt. 
The survey revealed that 72% of the vol- 
ume was prepaid and 73% of the lives. 

Cases prepaid annually amounted to 
31%; prepaid semi-annually, 7%; pre- 
paid on a temporary or extension basis, 
12%; prepaid monthly, 9%; prepaid 
quarterly, 13% 


two 


55% of 


Canvass 


Family Purpose Sales Lead 


Illustrating the fact that substantial 
portions of life insurance are still being 
sold for family purposes, the survey in- 
dicates that family needs motivated 63% 
of the sales; 16% of the business was 
for the purpose of saving and retire- 
ment; 17% was for business insurance 
purposes; and all other purposes of life 
insurance made up the remaining 4% of 


the business produced by the survey 
group. 

The 20-49 age bracket is apparently the 
target for many Connecticut Mutual 
agents since 86% of the business came 
from this group. 20% of the business 
came from applicants between the ages 

5-29; 19% from age 30-34; 17% from 
ages 35-39; 12% from ages 40-44; 84%% 
from ages 45-49; slightly over 8% 
from ages 20-24. The remaining 14% of 
volume came from applicants under age 
20 and those age 50 or over. 

Agents who participated in this study 
represent a cross-section of the com- 
pany’s field force with agents of all ages 
and levels reporting. They range from 
one man in his first six months to an 
agent with 25 years of experience. An 
interesting sidelight of the survey was 
revealed when 63% of the business an- 
alyzed was found to have been sold for 
family needs; 16% had as its primary 
purpose savings and retirement; and 
17% was for various types of business 
protection, 


Pacific Mutual Appoints 


General Agent in Hawaii 
Return of Pacific Mutual Life to the 
Hawaiian Islands was officially an- 
nounced by Asa V. Call, president, who 
named James F. Tani, well known and 
successful Honolulu business and insur- 
ance man, to be general agent there. 

-acific Mutual’s original Honolulu 
agency, opened in 1877, remained active 
for nearly 60 years. 

General Agent Tani recently was in 
Los Angeles where he and his office 
manager, Naoji Yamagata, spent several 
weeks in conference with Pacific Mu- 
tual’s officers and key staff personnel 
at the home office. A graduate of Uni- 
versity of Hawaii, Mr. Tani is a veteran 
of four years active duty with the United 
States Infantry in World War II. 


Pan-American Director 

President Crawford H. Ellis announced 
that Kenneth D. Hamer, vice president 
and agency director, was elected by the 
board of directors of Pan-American Life, 
New Orleans, to serve the remaining 
term of office of Allen H. Vories, who 
died October 12. Mr. Hamer has been 
in the insurance business since 1927 and 
joined Pan-American as vice president 
and agency director in 1945. 





In your hands 


rests the Security of others 
Thats 


Adult and Juvenile Life and Accident & Health policies 
and riders to take care of the three most vital problems: 


death, disability and old age. 


Berkshire Life provides 114 


Plus Sales Helps Like: 


Business Life Insurance Sales Kit 


Business A & H Insurance Plan 


@ Direct Mail for both Life and A & H 


@ The Triangle Estate Programming Plans 


@ Colorful, practical Proposal Forms 


@ Life and A & H Visual Sales Presentation Kit 


BROKERS AND SURPLUS WRITERS are invited to write 
to the nearest Berkshire General Agent for FREE copies of both 
the handy pocket-size Merchandise Chart and Portfolio which 
outline the many unusual sales opportunities. x 
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State Mutual Life Assigns 
Six Group Representatives 


Upon completion of a comprehensive 
four-month training period at the home 
office in Worcester, State Mutual Life 
has assigned six Group insurance repre- 
sentatives to field offices, effective No- 
vember 9. 

Stanwood G. Ladd of Bates College 
goes to Detroit; Philip W. Leighton of 
Bowdoin College will be in the Pitts- 
burgh office, and William G. Meharg of 
Boston University will work out of New 
York City. 

Willard H. Payson of the University 
of New Hampshire has been assigned to 
Cleveland; John J. Walker of Brown 
University to Houston, and Harry J. 
Warms of Clark University goes to 
Chicago. 

At the same time Group representative 

Edward F. Naramore, Jr., will be trans- 
ferred from the Detroit office to New 
York City. 


LUTC Committee Members 


Vacancies on two important LUTC 
committees have been filled, according to 
Pasquale A. Quarto, CLU, director of 
training of that organization. These com- 
mittees are the content and technique 
committee and the examination board. 

The content and technique committee 
serves as a sounding-board for ideas 
which reach LUTC headquarters through 
such sources as instructors, students, 
chairmen, etc. Its members, through 
committee meetings and correspondence, 
contribute valuable ideas and suggestions 
for ways and means to improve the 
course. The newest committee members 
are: John Gill, CLU, assistant vice presi- 
dent, training department, Metropolitan 
Life; Solomon Huber, CLU, general 
agent, Mutual Benefit; Michael Mc- 
Kenny, CLU, manager, advanced under- 
writing, New York Life; Hal L. Nutt, 
CLU, director, Life Insurance Marketing 
Institute, Purdue University. 

These men join the following veterans: 
Earle W. Brailey, CLU, New England 
Mutual; Stewart P. Crowell, CLU, 
agency supervisor, Northwestern Mutual; 
Arthur H. Dalzell, CLU, coordinator of 
sales promotion, John Hancock; Harold 
W. Gardiner, CLU, educational director, 
Northwestern Mutual; H. Douglas Palm- 
er, director of agent training, Mutual 
Benefit; Aaron M. Royal, manager of 
field training, Penn Mutual; Albert R. 
Snitzer, associate director of training, 
Pp rudential ; Samuel L. Zeigen, CLU, gen- 
eral agent, Provident Mutual. 

The Examination Board serves the im- 
portant function of assisting the LUTC 
staff with the annual job of creating mid- 
year and final examinations. The ob- 
jective of LUTC exams is to teach as 
well as test. The latest additions to 
this committee are: James H. Clause, 
special repreeenine tes Philadelphia Life; 
Charles E. Drimal, CLU, general agent, 
Penn Mutual; Kenneth MacWhinney, 
Jr., agency supervisor, John Hancock; 
Anthony J. Siragusa, CLU, manager, 
Prudential. 

The balance of the committee includes: 
Laurence J. Ackerman, dean, School of 
Business Administration, University of 
Connecticut; Hubert Davis, vice presi- 
dent, C. B. Knight Agency, Union Cen- 
tral; Edward D’Emilio, general agent, 
Ohio State Life; William King, director 
of basic training, New York Life; 
George Neitlich, CLU, manager, Metro- 
politan Life; Robert B. Proctor, CLU, 
assistant superintendent of agencies, 
Connecticut Mutual; John B. Slimm, 
CLU, supervisor, Connecticut General; 
S. Rains Wallace, director of research, 
Life Insurance Agency Management As- 
sociation. 


BERT H. SQUIRES DEAD 
Bert H. Squires, 50, an agent for the 
Farm Bureau Insurance Co., died re- 
cently in Elmira, N. Y. He entered the 
insurance business in 1941. 
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Mid-West Management Conference 


Two hundred management men, both 
home office and field, from 15 states and 
one Canadian province, participated in 
the two-day Mid-West Management 
Conference, French Lick, Ind., which 
opened with luncheon on October 22 
and closed with breakfast on October 24. 
During that time, they heard eight 
speakers give ideas on “Raising the 
Sights of Your Present Manpower.” 

Opening speaker at the afternoon ses- 
sion, October 22, C. L. Lundgren, man- 
ager, Equitable Society, Detroit, spoke 
on “Raising Sights by Overall Agency 
Operation Plans.” Mr. Lundgren named 
recruiting and properly financing new 
men as one step in raising the sights 
of men already in the agency. He re- 
vealed that the average new-man financ- 
ing in his agency today is $75 a week. 
Second step in raising sights is continu- 
ous training for established men as well 
as new. 

Mr. Lundgren was followed by Mrs. 
G. H. Plante, wife of the Cleveland gen- 
eral agent of John Hancock and the first 
woman to appear on the program in the 
13-year history of the conference. She 
spoke on “Raising Sights by Getting the 
Cooperation of Wives.” 

Mrs. Plante urged general agents and 
managers to take inventory of their own 
and their wives’ talents to see in what 
ways the wife could supplement the 
talents of the husband. “Do not over- 
look the power of a cooperative agent’s 
wife,” she urged. “If you yourself haven’t 
the time or talent for getting that co- 
operation from your men’s wives, turn 
the job over to your own wife.” 

Speaking as chairman of the General 
Agents and Managers Conference of 
NALU, Ray H. Wertz closed the first 
session with a short message of greeting 
from GAMC. He praised the Mid-West 
Management Conference for pioneering 
the field of association- sponsored man- 
agement meetings and for keeping the 
idea of association work in management 
training alive in the days before the 
formation of GAMC. 

The evening banquet session featured 
a special “presidents’ table” with five 
company presidents in addition to the 
speaker, H. J. Cummings, president, Min- 
nesota Mutual. Mr. Cummings cited sta- 
tistics to prove that the present and 
potential state of our economy is such 
that no depression could result from 
economic factors alone but only from 
public psychology. “Our future is what 
the public thinks it is going to be,” he 
declared, “and the time has come for 
life insurance agents to start promoting 
positive thinking. Life insurance men go 
before half a million people a_ week. 
They can have a lot to do with what 
people think. We should be cultivating 
the fertility of our own markets by see- 
ing they think optimistically.” 

The October 23 sessions were opened 
by Solomon Huber, general agent, Mu- 
tual Benefit Life, New York City, speak- 
ing on “Raising Sights Through Estate 
Planning.” 


Huber’s Estate Planning 


No one can learn to be an estate 
planner by reading, Mr. Huber asserted. 
Reading and study are good background, 
but the only way to become an estate 
planner is to start planning estates. The 
speaker revealed that no agents’ stand- 
ings are published in his agency. “We 
believe a man’s production is as private 
as his income. We do not conduct con- 
tests because we are trying to operate 
at the highest professional level. Can you 
imagine the physician running around 
with his little black bag trying to win 
a contest for new patients? And we do 
not believe in bringing wives into the 
Picture. It leads to too many personality 
clashes.” 

_ Mr. Huber revealed that his financing 
is on the basis of estate cases which 
have reached the typist for the estate 


report. Ten typed cases a month are 
required. If a man has fewer than ten, 
his financing is pro-rated accordingly. 

Mr. Huber was followed by Ray 
Wertz, general agent, Lincoln National, 
Detroit, speaking on “Raising Sights by 
the Sale of Disability Insurance.” 


Selling A. & S. 


Selling A. & S. with its greater fre- 
quency of closes raises agency morale, 
he reported. It gets a new man off to 
a quicker start, enables him to do a 
more complete programming job, cuts 
life insurance lapses, gives him more 
frequent claim-payment experience and 
the sales stories that come from it, and 
builds good-will for the agent because 
of more frequent claims. 

The secret of success in raising a 
man’s sights is getting him to “want to 
bad enough,” W. J. Schergens, general 
agent, Shreveport, La., told the confer- 
ence. Speaking on “Raising Sights 
Through Programming,” he urged gen- 
eral agents and managers to provide 
enough clerical work to take the me- 
chanics of programming off the shoulders 
of the agent so the agent can devote 
his full time to selling. “We cannot ex- 


pect million-dollar performance if we 
give a man a roll-top desk and button 


shoes,” he asserted. 

Opening the October 23 afternoon ses- 
sion, Hal Nutt, director, Purdue School, 
charged that “We have training courses 
coming out of our ears, and yet none 
of us really knows what makes a suc- 
cessful course, what the relative im- 
portance of the various parts of a train- 
iuilg course are. There is too much opin- 
ion and prejudice and too little research 
into what really makes men buy.” 

Upon asking for a show of hands as 
to how many general agents and mana- 
gers present had ever taken LUTC, 
CLU, or a campus training course, and 
upon noting the very few hands raised, 
he declared, “Then I have no sympathy 
with you. How can you get others to 
do it if you’ve never done it yourself?” 


Zeigen on Business Insurance 


If you are going to concentrate on 
business insurance, cultivate accountants, 


S. L. Zeigen, general agent, Provident 
Mutual, New York City, urged the 
audience. “Few successful business men 


will buy business insurance without the 
okay of their accountant—and, probably, 
of their attorney.” 

The October 23 banquet session was 
devoted to humor and_ entertainment. 
Eber Spence, vice president, American 
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United Life, Indianapolis, spoke on “Vice 
Presidents.” 

Also at the session, the Indianapolis 
General Agents & Managers Association, 
sponsors of the conference, presented a 
desk to Robert Osler, vice president, 
Rough Notes Co., Indianapolis, in appre- 
ciation for his long-time service as pub- 
licity and promotion chairman of the 
event. The presentation was made by 
Claude Jones, general agent, Connecticut 
Mutual, Indianapolis, national trustee. 

Closing event of the conference was 
Saturday morning breakfast, featuring a 
showing of the Huber E statology film, a 
conference summary by Ray Patterson, 
general agent, Penn Mutual, dean of 
indianapolis general agents arid man- 
agers in length of service, and the un- 
veiling of a portrait of Paul Speicher, 
late president of R. & R., “father” of the 
Mid-West Management Conference, and 
its program chairman and summary 
speaker until his death last year. 


LIAMA Meeting Features 


Some new features have been added to 
this year’s annual meeting of the Life 
Insurance Agency Management Associa- 
tion, to be held at he Edgewater Beach 
Hotel, Chicago, November 9-13. The 
Public Information Forum, “How Ad- 
vertising Pays Off For Us,” is scheduled 
for Tuesday morning, November 10. D. 
30bb Slattery, vice president and super- 
intendent of agencies, Penn Mutual Life, 
will be moderator for this new panel 
which is sponsored by the Public Infor- 
mation Committee. 

The Northwestern Mutual’s successful 
dramatic production “Stardust” will be 
presented at the meeting Wednesday 
afternoon. Written by Laflin C. Jones, 
CLU, executive assistant at Northwest- 
ern Mutu: il, “Stardust” depicts the situa- 
tion of a Million Dollar Round Table 
member who is having trouble currently 
in qualifying. This production has re- 
ceived wide acclaim. 

A “New Manpower” Symposium will 
present the progress and results of four 
companies’ new manpower plans. Par- 
ticipants in this panel include: Alvin B. 
Dalager, senior vice president, Equitable 
Society; Charles H. Heyl, agency vice 
president, Bankers of Nebraksa; Charles 
H. Schaaff, CLU, vice president, Massa- 
chusetts Mutual; and Harold I. Weir, 
CLU, assistant general manager and su- 
perintendent of agencies, London Life. 

The popular “What’s Hot in Washing- 
ton” forum will again feature Eugene 
M. Thore, general counsel, LIAA, and 
Robert L. Hogg, executive vice president 
and general counsel, ALC, with their im- 
pressions of the situation in the nation’s 
capital. “Let’s Talk Shop” is the title of 
the panel on current problems in the 
market place, directed by Lewis W. S. 
Chapman, CLU, director of company re- 
lations of the LIAMA. 


Increase Capital Stock 

An increase in capital stock from 
90,000 to 225,000 shares was voted by 
United Bankers Life, Dallas, at a special 
meeting. Through a stock split of two 
and a half to one all shareholders of rec- 
ord December 28 will receive one and 
one-half shares for each share now held, 
according to President Don J. Willmon. 

The change in the number of shares 
to be issued will not affect the value of 
individual holdings, Mr. Willmon said, as 
the per share value will automatically 
adjust itself according to the number of 
shares which will be outstanding. 

United Bankers Life was converted to 
an old-line legal reserve capital stock 
company in June, 1950, and recently 
moved into its new home office building 
at 3200 Maple Avenue, on its third anni- 
versary. The company’s premium in- 
come has doubled each year since 1950 

In addition to Mr. Willmon, officers 
of the company are: John Lee Smith, 
Lubbock, vice president and chief legal 
counsel; R. E. Sorrells, vice president; 
E. G. Atkinson, vice president and 
agency secretary; George F. Heath, vice 
president; Armstrong, secretary 
and personnel director; E. B. -Booton, 
assistant secretary. 
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General American Life 


Names District Managers 
Three new production units headed by 
Arthur Babian, Dalton Lee Mullins, and 
George Coury, CLU, as district mana- 
gers, have been established in the De- 
troit agencies of the General American 
As 
“Multiple Agencies” type of opera- 
a was recently established in Detroit 
to render more intensive increased serv- 
ice to policyholders. With four district 
managers functioning out of a central 
office, Detroit is expected to develop into 


one of the largest sales offices of the 
company. , 
Leonard Maender, supervisor of the 


Detroit agencies, stated that each of the 
new district managers are career men 
with outstz anding records of performance 
and experience in the life insurance busi- 
ness, both in personal production and in 


the field of life insurance agency man- 
agement. They join a fourth district 
manager, Edward T. Walling, who has 


been associated with General American 
for several years. 
Careers of New Appointees 


Arthur Babian attended Wayne Uni- 
versity and in 1951 he entered the life 
insurance business with the Fidelity Mu- 
tual Life. In February, 1952, he was 
named agency supervisor for Provident 
Mutual where his duties besides personal 
production were recruiting and training 
of new agents. 

Dalton L. Mullins entered the life in- 
surance business in 1945 with the West- 
ern and Southern Life in Detroit as an 
agent. He was promoted to assistant 
manager in 1949. Previous to his ap- 
pointment as district manager with Gen- 
eral American, Mr. Mullins was an 
agency supervisor for Provident Mutual 
in Detroit. In addition to extensive 


agency management study Mr. Mullins 
has completed both LUTC sections and 
is now studying for his CLU designation. 


George Coury, CLU, entered the serv- 
ice of Metropolitan Life as an agent in 


Detroit in 1946 and was previously asso- 
ciated with the Ford Motor Co. in De- 
troit. He was promoted to assistant 


manager for Metropolitan in 1948 and 
was responsible for rec ruiting, training 
and sales in his unit. 

Mr. Coury, who received his CLU desig- 
nation in the 1953 class at the NALU 
convention in Cleveland this year, at one 
time attended the Business Institute in 
Detroit where he majored in accounting 
and business law. 


Connecticut Mutual Life 


Continues Dividend Scale 

Connecticut Mutual Life has an- 
nounced a continuation of its present 
dividend scale for the coming year. 

A total of $17,450,000 has been set 
aside for 1954 dividends to policyholders 
of the company, President Peter M. 
Fraser said. This is an increase of 
$1,450,000 over the amount set aside for 
dividends in 1953, due to the larger 
amount of life insurance in force. 

Interest rates on optional settlements 
will continue at 3.25% and dividends left 
to accumulate at 3% 


BRANCH OFFICE OPENED 
Insuromedic Life with home offices at 
Bryan and Olive Streets, Dallas, has 
opened a branch office in Fort Worth, 
President Pioneer Fisher said. Office 
quarters for the Fort Worth branch have 


been leased in the Neil P. Anderson 
3uilding. Personnel to staff this office 
will be recruited locally, none being 


transferred from the Dallas office. 





LIAMA Annual Mii Program 


Life Insurance Agency Management 
Association has announced the complete 
program and schedule of events for its 
annual meeting November 9-13 at the 
Edgewater Beach Hotel in Chicago. The 
meeting officially opens at Tuesday, No- 
vember 10, with a fellowship luncheon 
at which Dr. F. Cyril James, principal 
and vice chancellor of McGill University, 
will speak. 

John L. Bennett, CLU, president of 
the Life Underwriters Association of 
Canada, will open the Wednesday morn- 
ing general session, following the Ca- 
nadian Companies’ fellowship -breakfast, 
with a report from the Canadian field 
forces. “The ‘Big Pay-Off” will be the 
topic of Frank B. Maher, vice presi- 
dent, John Hancock and Clifford L. 
Morse, CLU, secretary and director of 
agencies, Phoenix Mutual. 

Dr. S. Rains Wallace, Jr. LIAMA 
director of research, will discuss “Re- 
search and Realism,” giving a picture 
of the current status of the research 
program and pointing the directions it 
will take in the future. W. Rankin 
Furey CLU, vice president, Berkshire 
Life, will preside over this general ses- 
sion. 

The afternoon session on November 
11, will open with an address, “Our Com- 
mon Ground,” by Robert C. Gilmore, Jr., 


president of the National Association 
of Life Underwriters. E. J. Moorhead, 
FSA, associate actuary, New England 


Mutual and chairman of the compensa- 
tion committee, will discuss recent de- 
velopments in agent and managerial 


in his talk “E Pluribus.” 


compensation 


“Is There A Magic Formula?” is the 
title of the talk of James E. Ruther- 
ford, vice president of The Prudential. 


Mr. Rutherford is to discuss the job 
of the agency officer, his duties and 
responsibilities. This session will also 
feature Northwestern Mutual’s widely 
acclaimed dramatic production, “Star- 
~~ dg 

K. Kenny, CLU, assistant general 
Riceitead and director of agencies, Ex- 
celsior Life and chairman of this year’s 
annual meeting committee will preside. 

“New Manpower” symposium will 
oven the final general session Thursday 
morning at which Grant L. Hill, CLU, 
president of LIAMA, will preside. Charles 
J. Zimmerman, CLU, managing director 
of the association, will wind up the 
meeting with “Dear Sir,” an address on 
association activities during the year and 
significant trends in the life insurance 
business. 

Preceding the first general session, 
the public information committee will 
sponsor a forum, “How Advertising Pays 
Of For. Us,” with five top executives 
discussing their company’s advertising 
campaigns. The “What’s Hot in Wash- 
ington” forum will be held again this 
year, also on Tuesdav morning. At the 
general session Tuesday afternoon, 
Grant L. Hill, CLU, vice president and 
superintendent of agencies, Northwest- 
ern Mutual, will deliver his LIAMA 
presidential address, to be followed by 
“Let’s Talk Shop” panel on current prob- 
lems in the business. Lewis W. 
Chapman, CLU, director of Company 
Relations of LIAMA, and his entire 
staff will participate in this popular 
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feature. 

The Compensation 
action immediately following the closing 
general session on Thursday. This will 
include discussion and interpretation of 
recent development in compensation for 


Forum goes jnto 


agents and managers. The Trainer’s 
Conference, under the chairmanship of 
Horace R. Smith, CLU, superintendent 
of agencies, Connecticut Mutual, will be 
held in three sessions: Thursday after- 
noon and evening and Friday morning. 

The Small Companies fellowship din- 
ner will be held Tuesday evening and 
the Combination Companies’ members 
will have their dinner Wednesday eve- 
ning. A luncheon for the ladies and one 
for the speakers and representatives of 
the press will be held Wednesday noon. 


BANKERS OF IOWA SCHOOL 
Twenty-five salesmen from 15 agencies 
of Bankers Life of Des Moines, Ia., at- 
tended a home office school October 26- 
The school is for salesmen who have 


completed their first year of the sales 


training course. 
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State Mutual Issuing 
Sickness & Accident 


WITH NON-CANCELLABLE FORMS 





General Agents and Managers Hail Com- 
pany’s Move at Series of 
Regional Meetings 





President H. Ladd Plumley has an- 
nounced that, effective November 2, 
State Mutual Life of Worcester, Mass., 
has entered the non-cancellable sickness 


and accident field. 
The company is offering a complete 
line of non-cancellable and guaranteed 





H. Ladd Plumley (seated), president of 

State Mutual Life, launched his com- 

pany’s entrance into the non-cancellable 

sickness and accident business on No- 

vember 2 as he purchased policy No. 1 

from Benjamin W. Ayres, general agent 
in Worcester. 


continuable personal sickness and acci- 
dent contracts. An individual hospitaliza- 
tion policy is also available. Plans are 
included for both men and women, pay- 
ing monthly benefits from one to ten 
years for disability from sickness and up 
to lifetime payments for disability re- 
sulting from accidents. All policies are 
participating. 

The new coverages were introduced to 
State Mutual’s general agents and man- 
agers in a series of regional meetings 
under the direction of Robert H. Denny, 
vice president; Joe B. Long, superin- 
tendent of agencies, and Walter I. Wells, 
director, sickness and accident branch. 
These meetings stressed the integration 
of sickness and accident coverages with 
the sale of State Mutual Ordinary and 
Group plans. The complete line of sick- 
ness and accident policies will be made 
available through all State Mutual agents 
and brokers. 


Dr. Shepard’s New Post 
With Metropolitan 


Dr. William P. Shepard, third vice presi- 
dent, health and welfare division, Metro- 
politan Life, for years one of leading citi- 
zens of San Francisco, is now in his new 
post in the health and welfare division 
at the home office. Both his father and 
grandfather were doctors. After practic- 
ing medicine at Le Mars, Ia., he became 
director of Berkeley, Cal., Health Center, 
and health director of public schools there. 
He taught in Stanford University School 
of Medicine for 20 years. His association 
on the Coast with Metropolitan has been 
distinguished. Dr. Shepard has held some 
position in practically every public health 
organization of major importance. In 
1951 the Regents of his alma mater Uni- 
versity of Minnesota presented him 
the Outstanding Achievement Award 
of the university. He was guest of honor 
at two dinners in San Francisco before 
leaving the Coast for New York. 


Robert N. Houser Made an 
Officer of Bankers of Iowa 


Robert N. Houser has been made an 
officer of Bankers Life of Des Moines, 
Ta., with the title of assistant actuary. 
He has been supervisor of the actuarial 
department since 1950. 

Born in Bloomfield, Ia. he attended 
East high school in Des Moines and was 
graduated in 1936. Shortly after his 
graduation he joined Bankers Life in 
direct mail advertising where he worked 
until he entered the University of Iowa 


in 1938. After two years there he re- 
turned to Bankers Life and worked two 


years in policy loan. 

Entering the Army Air Corps in Janu- 
ary, 1943, Mr. Houser served as a navi- 
gator until the fall of 1945 when he was 
discharged as a first lieutenant. He re- 
turned to Bankers Life after his Army 
service and worked until February, 1946, 
when he returned to the University of 
Iowa. He majored in mathematics there 
and was graduated with a B.A. degree 
in June, 1947. 

He returned to the company after his 
graduation and worked in the actuarial 
department until he was recalled to serv- 
ice in October, 1951. He was released 
from service and returned to the com- 
pany in July, 1952. 

He is a member of Phi Beta Kappa 
and a Fellow of the Society of Actuaries. 





Home Life’s 20 Years 
Of “Planned Estates” 


The twentieth anniversary of “Planned 
Estates” was marked this week in a spe- 
cial issue of Home Life magazine, pub- 
lication of Home Life, New York. Con- 
tained in the special edition are articles 
tracing the development of the com- 
pany’s sales plan. In a message by chair- 
man of the board, William J. Cameron, 
he pays tribute to President William P. 
Worthington, who in 1933 initiated the 
plan and had since guided its develop- 
ment. There is also a statement by Mr. 
Worthington. 
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Nat'l] H. & W. Retirement 
Ass’n Trustees Meet 


HENRY BRUERE -E IS CHAIRMAN 
Association, Pinied in 1945, Has 2,300 
Non-Profit Organizations in Member- 
ship; Pension Benefit Figures 


The National Health and Welfare Re 
tirement Association, Inc., held its an- 
nual meeting of trustees at Waldorf- 
Astoria, October 30. Officers elected 
were these: 
chairman ; 
chairman; Milton H. 
Glover, vice chairman; Ralph Blanchard, 
president; W. J. Flather, Jr., Washing- 
ton; John O. Stubbs, Boston, and Mrs. 
Hibben Ziesing, vice presidents. Hobart 
M. McPherson was elected vice presi- 
dent and treasurer, and Dr. Anthony J. 
J. Rourke, assistant treasurer. 

Staff officers are Homer Wickenden, 
vice president and secretary; Paul E. 
Mais, vice president and comptroller; 
and Samuel H. Ourbacker, vice president 
and field director 

Chairman Bruere said that more than 
$42,000,000 was contributed for pension 
benefits by employers and employes in 
the first eight months of oper ition of the 
NHWRA. The association is now paying 
more than $400,000 a year in pensions to 
1,452 retired workers in the hospital and 
welfare field. The association, estab- 
lished in 1945, has a membership of 
nearly 2,300 non-profit organizations. 
Also, it represents American Hospital 
Association in its retirement program. 
Transferability of ek benefits be- 
tween member organizations throughout 
the country is possible through the 


NHWRA 


Gerard Swope, honorary 


Henry Bruere, 


Magazine Men on Program 


For LAA Editorial Workshop 


Gordon Hull, chairman of the editorial 
workshop, to be held November 30 
through December 4 at the Hotel S: 
Moritz, New York City, under the spon- 
sorship of the Life Advertisers A ssocia- 
tion, announces that Vernon C. Myers, 
nublisher of Look magazine, and Henrv 
Wolf, editor of Esquire magazine, will 
be members of the teaching staff. Now 
a ene of the board of directors of 
Cowles Magazines, inc., Mr. Myers will 
have charge ‘of a seminar on picture 
stories. Mr. Wolf, will have charge of 
a session on art and layout. 

The workshop will be manned by per- 
sonnel from LAA member companies and 
will deal with such subjects as “blue- 
printing the publication, “pittonal ob- 
jectives,” “efficient editing,” “preparing 
manuscripts for the printer, “production 

ollow throug h,” “promoting the publica- 
tions 
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Rexall Drug Group by 
John Hancock Mutual 


John Hancock Mutual Life has written 
a Group policy covering 40,000 pro- 
prietors, pharmacists and full-time em- 
playes of Rexall drug stores over the 
country. It was initiated by the Rexall 
Co. through O’Brion Russell & Co., in- 
surance brokers, and includes life, acci- 
dental death and dismemberment insur- 
ance as well as employe and dependent 
coverage for hospital, surgical and polio- 
myelitis expenses. Maternity-obstetrical 
benefits are included. 

Under the plan, life insurance is issued 
to proprietors and pharmacists in the 
amount of $5,000, and to their full-time 
employes in the amount of $1,000. The 
same amounts apply to the accidental 
death and dismemberment coverage. The 
plan provides for hospital board and 
room benefits up toa maximum of $10 
daily, payable up to a maximum of $310 
Benefits for other hospital charges are 
payable up to a maximum of $200, and 
for surgeon’s fees up to a maximum of 
$200. The policy also covers the expenses 
of poliomyelitis up to a maximum of 
$5,000. 


National Life of Vermont 


To Increase Dividends 

The largest dividend increase in the 
103-year-old history of National Life of 
Vermont was announced by Deane C. 
Davis, company president. 

Total dividends apportioned for 1954 
will exceed the 1953 total by 28%, he 
said. 

“Although National Life is known al- 
ready for the low costs of life insurance 
to its policyholders, this new dividend 
scale which has been adopted for 1954 
will definitely enhance the place of the 
company among the foremost of life in- 
surance companies in the country in the 
Mr. Davis said. 
“The new scale reflects continued im- 


field of low net cost,” 


provement in the trend of mortality sav- 
ings and gains from interest, together 
with a reallocation of expenses in the 
light of current conditions,” he added. 
The company’s sales of new life in- 
surance from January 1 to September 
30 totaled $112,841,000, an increase of 
13.4% compared to the corresponding 
period last year. Insurance in force on 
October 1 spiraled to $1,379,006,000,, a 
gain of 74% compared to a year ago. 
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‘Increase ! 


The Hospital Servic 
Jersey has advised s 


ae 
rates will increase UP to 50%. 


Now, Mr. Agent, is the time 
for you to offer these business 
owner clients a plan of hospi- 
tal-surgical-medical coverage 
for employees that offers: 

1. Freedom from periodic 
premium increases. 

2. Broad coverage with no 
illness or accident exclusion 
and with no pre-existing ill- 
ness exclusion. 

3. Close, friendly cooperation 
with hospitals and doctors. 





NJ. So-Called 
Non-Profit Plan | Why 


es Rate 
Announce ai Wait 


e Plan of New 
ubscribers that 


Plenty of companies write the larger 
groups and permit Agents and Brokers 
fo earn commissions. 


AMERICAN HEALTH COMPETES WITH 
“NON-PROFIT” PLANS AMONG SMALLER 
AND MEDIUM SIZE GROUPS 


Write E. D. Lister, Manager, New Jersey State Office, 
Military Park Bldg., Newark 2, or call MArket 2-2888. 


AMERICAN HEALTH INSURANCE CORP. 


BALTIMORE 2, MARYLAND 


bi 


| any 
| longer? 


4. Prompt claim settlements 
directly from the New Jersey 
State Office. 


5. Recognition of the agent 
or broker as an important in- 
termediary in the client-com- 
pany relationship. 

You and your clients get all 
these advantages when you 
deal with American Health. 
We make it possible for you 
to compete with so-called non- 
profit plans. 














W. F. Oberholtzer Named 





W. F. OBERHOLTZER 


William F, Oberholtzer has been ap- 
pointed regional assistant of the eastern 
district office of Franklin Life of Spring- 
field, Ill., according to an announcement 
by Claude L. Freed, regional 
rector in Philadelphia. 

Mr. Oberholtzer was formerly associ- 
ated with the Equitable Life of New 
York in Allentown, Pa. 
of service with the Navy he spent two 
years in the coaching field, and in 1948 
entered the life insurance business full 
time with the Equitable Life Assurance 
Society in Reading. He was promoted to 
field assistant, and in 1949 was appointed 
district manager for Equitable in Easton. 
In 1951 he transferred his field of opera- 
tions to Allentown as district manager 
for Equitable there. Mr. Oberholtzer had 
completed all the company training 


courses through the advanced managers 
school. He is a National Quality Award 
winner, and a member of the Life Un- 
derwriters Association. 

In his new association with the Frank- 
lin Life, Mr. Oberholtzer will move to 
Philadelphia and make his headquarters 
at the Franklin eastern district office 
there. 


sales di- 


After four years 


HEADS TORONTO BRANCH 
Walter Wilkinson has been appointed 
manager of the Toronto branch of 
Montreal Life. 


N. Y. STATE EXAMS 


NEW YORK e JAMAICA 


132 Nassau St. 148-15 Archer Ave. 


INSURANCE.COURSE 


Starts Wednesday, Dec. 2, for 

Brokers’ Examination on March 18, 1954 

AMERICA’S LARGEST INSURANCE 
& REAL ESTATE BROKERAGE SCHOOL 

Write, phone or call for Booklet 

INSTITUTE OF 

INSURANCE 

132 Nassau Street 

Near City Hali — 

COrtlandt % 7318 
HERBERT J. POHS, Founder-Director 











“Where Business is Appreciated” 


CARL E. HAAS, C.L.U. 


General Agent 


Continental Assurance Company 
Chicago, Ill. 

32 Court Street Brooklyn 2, N. Y. 

TRiangle 5-7362 
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Michigan State Sales Caravan 


Upwards of 1,000 agents attended 
meetings of the third annual “sales cara- 
yan” sponsored by the Michigan State 
Life Underwriters Association recently, 
one of the most successful events of its 
type ever staged in the state. 

Robert W. Harper, Denver, Minnesota 
Mutual Life, life member of the Million- 
Dollar Round Table, and Frank O. 
Mayer, Detroit, regional supervisor, John 
Hancock, were the main speakers at all 
of the sales rallies. They started at De- 
troit with a breakfast session and con- 
tinued for three days, with similar pro- 
grams at five other points throughout the 


state. 

Mr. Harper, who doubles as a radio, 
television and record star under the 
name of Warren Roberts and who pro- 
vided solo numbers prior to his address, 
talked on “See the People.” He stressed 
the advisability of taking advantage of 
“changing life situations” in order to 
make sales with a minimum of resistance 
on the part of the prospect. Every suc- 
cessful underwriter, he said, should be 
alert to such happenings as births, mar- 
riages, promotions and new jobs among 
his prospects and should turn these 
events to his advantage. “Pick up the 
change on the table,” he urged, explain- 
ing that a life salesman should never 
close an interview without obtaining 
from the client all possible information 
regarding changing life situations of the 
client’s acquaintances. ; i 

Mr. Mayer emphasized the six major 
points for sales success as follows: en- 
thusiasm, self-motivation, sincerity, per- 
severance, planning of work, and service. 

Touring with the speakers were Ernes1 
Tonkel, CLU, general agent at Grand 
Rapids for Ohio National Life, and presi- 
dent of the Michigan Association and 
Roy Mathews, Flint, assistant state man- 
ager, Wisconsin National Life, associa- 
tion vice president. Several other state 
officers participated at various points, 
including Vice Presidents Shirley Way- 
burn, New York Life, who introduced 
the speakers at Detroit, and Elwyn Reed, 
Battle Creek, National Life of Vermont, 
who served as chairman at the Kala- 
mazoo meeting. Harold C. Brogan, 
Lansing, district manager, Ohio National 
Life, attended both the Jackson and 
Lansing meetings. 

The rallies, after Detroit, where the 
attendance approximated 300, were: a 
luncheon at Frankenmuth, attended by 
200 agents from Saginaw, Bay City, 
Flint, Port Huron, and Midland; a morn- 
ing breakfast at Jackson, attended also 
by 100 agents from Ann Arbor, and the 


Postal’s New Policy 

Postal Life, New York, announced a 
new five-year renewable and convertible 
policy this month, the sixth new policy 
it has issued this year. 

The new convertible term is renewable 
to age 65 with expiry ages to 66-70, is 
issued between ages 20-55, has a mini- 
mum of $10,000, and is written substand- 
ard to Class C (175%). It is convertible 
at any time while the policy or any re- 
newal is in force, right up to the last ex- 
piry date. 

The gross premiums are low partici- 
pating rates and the illustrative dividend 
scale projects a very low net cost. An- 
nual premiums per $1,000 for ages 20, 30, 
40, and 50 are $6.778, $8.21, $11.56, and 
$21.86. The waiver of premium benefit is 
available at a small additional premium. 
In the event of permanent and total dis- 
ability, the benefit waives the Term pre- 
miums to age 65 and then the plan auto- 
matically converts to an Ordinary life 
plan with the premiums continuing to be 
Waived. 





Lenawee-Hillsdale Association; luncheon 
at Lansing, with 100 in attendance, in- 
cluding agents from Owosso; a morning 
breakfast at Kalamazoo, attracting 100 
agents, including delegations from Battle 
Creek and Benton Harbor-St. Joseph, 
and a concluding luncheon at Grand 
Rapids, drawing 150 agents, some of 
whom were from Muskegon and Tra- 
verse City. 


Has New Des Moines Agency 

Bankers Life Co., Des Moines, has 
launched a new Des Moines sales unit 
in the home office under the supervision 
of the agency department. Joseph B. 
Ryan, who has been assistant manager 
of the Des Moines agency will be the 
unit manager. 

The Des Moines agency operations, 
under W. K. Niemann as agency mana- 
ger, will continue on the same basis as 
they have for many years. 


To Visit United Nations 


For its November meeting, the League 
of Life Insurance Women of New York 
will attend a session of the General As- 
sembly of the United Nations. Anyone 
interested is invited to join the group at 
10:30 am. on Friday, November 13, in 
the entrance hall, and be guided to the 
proper room. Luncheon may be secured 
in the delegates dining room. A tour of 
the building will be possible in the after- 
noon at a fee of one dollar each. 











**Your handwriting shows dynamic energy... 


““ 


still take care of the exceptions. 


Certainly the best preparation is life insurance— AS 


THE UNION CENTRAL 


. . » with more than a trace of youthful ex- 
uberance. In the slant of your upstrokes and the 
slashing cross of t’s, your dynamism is apparent. 
You will be at your best in the field of international 
law.” But the only laws familiar to him are the ones 
his wife lays down. Some predicting: 

Plain fact, as every life insurance agent knows, is 
that you can’t predict the future. The Union Central 
agent also knows that you can prepare for the future 
on the basis of what happens to most people and 






CINCINNATI, OHIO 


Union Central life insurance with its policies and 
combinations of policies to meet every life insur- 
ance need from birth to age 70. 

And the Union Central agent is also an up-to-the- 
minute insurance man. The best policy of twenty 
years ago isn’t necessarily the best policy today. 
Times change. The needs of people change. An alert, 
cooperative Home Office keeps all Union Central 
agents fully informed, helps them with the proper 
sales tools to make Union Central life insurance 

“; serve people best in terms of today’s needs—pro- 
jected reasonably and logically into the future. 


LIFE INSURANCE COMPANY 
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WILLIAM H. RIDEOUT 


William H. Rideout and John G. Ewen 
have been appointed special representa- 
tives in Hartford, for Franklin Life of 
Springfield, Ill, according to an an- 
nouncement by Albert Mehrbach, Jr., 
Franklin vice president in charge of New 
England. 

A native of Boston, William H. Ride- 
out attended Boston University School 
of Business Administration and Massa- 
chusetts Institute of Technology’s Lowell 
Institute. From 1934 until 1940 he oper- 
ated his own engineering office, and in 




























JOHN G. EWEN 


1941 became a member of the faculty of 
Pratt & Whitney Aircraft Training 
School. In 1946 he was named assistant 
chief draftsman for Pratt & Whitney. 
Born in Kent, England, John G. Ewen 
received his education in West Hartford., 
Conn., and is a veteran of four years 
with the Army during World War II. 


He entered the life insurance business 
three and one-half years ago with Manu- 
facturers Life. 

Rideout and Ewen will be associated 
with Francis T. O’Loughlin, Franklin 
general agent in the Hartford area. 





C. W. Wiley Joins Sullivan 
Agency, N. Y. as Supervisor 


As another step in its development 
program the Arthur Sullivan Agency, 
Fidelity Mutual Life in New York, has 
appointed Charles W. Wiley as super- 
visor, effective November 2. He will spe- 
cialize in brokerage work. 

Mr. Wiley joins the Sullivan agency 
after two years in the Guardian Life 
home office as an underwriter. He is now 
attending New York University evening 
classes and working toward his B.S. de- 
gree. His background includes World 
War II service for two years in the 
U. S. Navy and 13 years’ experience in 
show business. 

Mr. Wiley acted in two Pulitzer prize 
plays, “Our Town” and “The Old Maid,” 
and also traveled with the USO during 
1942 as a member of the cast of “Junior 
Miss” which toured 38 states and gave 
performances at army camps, naval and 
air bases. This was a broadening ex- 
perience for him. 

Now 26 years old, he is married and 
has one child. 





Curry Agency Leads Penn 

The Forrest J. Curry agency, Penn 
Mutual Life, San Francisco, is leading 
the entire field force of the company. 
Tts goal for the year is $30,000,000. Since 
Mr. Curry was appointed general agent 
in San Francisco in 1935, its insurance in 
force has increased from $25,000,000 to 
approximately $128,000,000. Karl Bach, 
agency’s leading producer, expects to 
have a $3,000,000 year. He paid for $2,- 
000,000 first six months. Four in the 
agency are producing more than $1,000,- 
000 annually. Shortly after his gradua- 
tion from University of Washington in 
1929 Mr. Curry joined Penn Mutual as 
an agent and after 13 months became 
general agent in Spokane. Four vears 
later he was transferred to San Fran- 
cisco. 


HONOR E. K. McKINNEY 

Tefferson National Life’s sales cam- 
naign honoring President E. Kirk Mc- 
Kinney during October, his birthday 
month, has pushed that company’s year- 
to-date life insurance sales volume past 
the amount produced all last year, ac- 
cording to R. E. Main, agency director. 





New England Mutual Raises 
Dividend Scale for 1954 


New England Mutual Life has in- 
creased its dividend scale for 1954 it 
was announced by President O. Kelley 
Anderson. 

The new scale provides for a record 
distribution to policyholders of $21.3 mil- 
lions, which is $3 millions or 16% more 
than last year. In total, this increase is 
twice as large as the normal vearly in- 
crease which would have been distributed 








under the old scale, a company state. 
ment says. The additional amount wif} 
be equitably divided between holders of 
CSO policies and American Experience 
policies, with the shorter limited-pay-life 
policies getting an especially generous 
boost. 

Income and settlement options and 
dividends on deposit will continue to re- 
ceive the 3% rate, which will also be ap- 
plied to the Agents’ Retirement Plan 
Supplementary funds accumulated for 
pension trust conversions will receive 3% 
interest instead of the present rate of 
2.75%. 














HARRY R. KENDALL 


In honor of our Co-Chair- 
man of the Board who is cele- 
brating 60 years of service to 
the insurance business, all de- 
partments of the Company are 
dedicating two months of ef- 
fort to honor Mr. Kendall on 
his Diamond Jubilee Anniver- 


sary. 


60 YEARS OF SERVICE 





f 
é 


To The Life Insurance Business y 


1893 —1953 











stay 





























Washington National 


EVANSTON, ILLINOIS 
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October Was A Banner Month 


On this day, thanks to the ability, zeal 
oe] and enthusiasm of our field associates, 

the Company reached $250 million of 
insurance in force. 


BANKERS NATIONAL LIFE INSURANCE CO. 


Montclair, New Jersey 


October 2 











October Was A 






Banner Month 


October 6 


Twenty-six years ago today 


menced business. Our first quarter century has included 





Bankers National Life com- 


a major depression, a major war, and period of extraordi- 
nary inflation. Through it all the company has prospered. 





BANKERS NATIONAL LIFE INSURANCE CO. 





Montclair, New Jersey 
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Mutual’s Richmond Manager 





CLARKE H. WILLIAMS 


Clarke H. Williams has been appointed 
to succeed Eldon D. Wilson as manager 
of the Richmond, Va., agency of Mutual 
Life of New York. Formerly a member 
of the field training staff at the home 
office, he has been with MONY since 
January, 1947, 

Mr. Wilson, veteran of 36 years serv- 
ice with MONY and 17 years as Rich- 
mond agency manager, is relinquishing 
his managerial duties under the terms of 
the company’s security plan for em- 
ployes. He will continue to represent the 
Richmond agency as a field representa- 
tive. 

The outgoing manager joined MONY 
in 1917. Except for relatively brief serv- 
ice at Denver, Colo., and Wheeling, 
W. Va., he has spent his entire life 
insurance career in the Richmond area. 
He has been manager there since 1936 
and developed the agency into one of 
the company’s most important units 
throughout the country. 

Mr. Williams, the new manager, is 35 
years old and entered the life insurance 
field early in 1947 after six years of duty 
with the Marines during World War II. 
Qualifying consistently for the National 
Field Club and est ablishing himself as 
one of the company’s top-ranking field 
representatives, he was advanced in 1949 
to assistant manager of the Richmond 
agency. In April, 1952, he was promoted 
to his most recent post at the home 
othe. 


Union Central Gains 


For the first nine months of 1953 

Union Central Life production showed 

an increase off 35% over 1952 first nine 

months. During 1952 the company had 

_ _—— of 19% in production over 
" 


Douglas Weir President of 
Canadian H. O. Underwriters 


The fall meeting of the Canadian 
Home Office Life Underwriters Associa- 
tion was held at the Manufacturers Life 
on Wednesday, October 21. There were 
113 members registered representing 35 
life companies and three inspection agen- 
cies. This meeting was devoted to an 
informal discussion of current underwrit- 
ing problems and practices. 

The association activities have been 
directed this year by Armand Manness, 
assistant secretary of Northern Life As- 
surance as president, and James D. Rid- 
dle, underwriting secretary of Excelsior 
Life as secretary. Officers elected for the 
year 1954 are president, Douglas T. Weir, 
associate actuary of North American 
Life, Toronto, and secretary, Donald G. 
Predmore, underwriting consultant of 
Prudential of America, Toronto. 


Ohio State Life Appoints 
Montgomery Agency Asst. 


Appointment of Boyd Montgomery of 
Mansfield to the position of agency as- 
sistant for Ohio State Life, was an- 
nounced by Frank L. Barnes, vice presi- 
dent and director of agencies for the 
company. In this position Mr. Mont- 
gomery will visit agencies of the com- 
pany throughout the United States, as- 
sisting general agents in their problems 
of training and supervision. 

Mr. Montgomery has been associated 
with Ohio State Life more than eight 
years and has just rounded out two and 
a half years as supervisor in the Mans- 
field agency, which is one of the com- 
pany’s leading agencies. He recently 
completed the advanced course in life 
insurance at Purdue University. 

A former resident of Wheeling, W. 
Va., Mr. Montgomery joined the AAF in 
1942 and was discharged with the rank 
of lieutenant. As an officer of the AAF 
he served considerable time as an in- 
structor for Chinese cadets. 


Life of Ga. Appointments 

Life of Georgia has appointed two dis- 
trict managers from its staff manager 
ranks: Hubert L. Clements of Florence, 
Ala., taking over the district at Natchez, 
Miss., and O. R. Booker, Jr., moving 
from "Middlesboro, Ky., to Paducah, Ky. 
Mr. Clements has been associated with 
the company 11 years, Mr. Booker eight. 


Cashiers Visit Bean Agency 

On October 20 the Life Agency Cash- 
iers Association of Chicago, headed by 
Elmer Anderson, its president, made an 
inspection tour of the new offices of 
Ferrel M. Bean, John Hancock general 
agent there. In arrangement of its of- 
fices, in equipment, and many other de- 
tails the Bean agency is one of the most 
modern in the country. John J. Sutter 
is office manager of the Bean agency. 


Conducts Brokers’ Clinic 


Edward C. Jahn, general agent for 
Connecticut Mutual Life at Newark, had 
an all-day Brokers’ Clinic for general in- 
surance men, October 28, at the Down- 
town Club, Newark. 

Opportunities in the life insurance 
field for general insurance men were dis- 
cussed. Sales demonstrations on various 
life insurance needs, including business 
insurance, were a feature of the session. 

Ewart G. Walls, Jr., assistant super- 
intendent of agencies from the Connecti- 
cut Mutual’s home office, conducted the 
meeting. Also taking part was James N. 
Fitzgerald, brokerage supervisor for the 
Jahn Agency. 





Dr. J. T. Montgomery 


Moves to Texas 


Dr. James T. Montgomery, having 
reached retirement age, has retired under 
the North American Reassurance Co.’s 
pension plan and has moved to Texas. 
He will continue to be associated with 
the North American Reassurance Co. as 
special representative, contacting com- 
panies in the southwestern territory. 

Dr. Montgomery has been succeeded 
as medical director by Dr. Eugene V. 
Higgins who has been with the North 
American since September 1, 1951, first 
as assistant medical director, and since 
March 1953 as associate medical director. 








THIS MAN IS 


IN THE DARK 


. .. because he doesn’t know that selling Union Mutual’s Non- 
cancellable Guaranteed Renewable Disability Income Protection 


means extra “ Money IN His PocKET” 


- nor does the poor lad 


know that this protection is considered the best sickness and ac- 
cident coverage on the market ae by leading life underwriters. 


But most ve are the extra p 
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us values with a Union Mut- 


If total disablii iity lasts 90 ders or more, all premiums 
falling due from date of disability are waived .. . Lib- 





eral interpretation of the term “Total Disability”. . . 
Partial disability benefits for sickness and accident fol- 
lowing total disability ... Number of claims unlimited 
and no average earnings clause. 

Last but by no means least, a merchandising plan second to none, 
including ‘sales talk, direct mail, and local advertising. 


Plus income from Plus sales with Plus values! 
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October Was A Banner Month 


October 14 


In Chicago the Company’s founder-president, Ralph R. 


Lounsbury, was installed as president of the American 
Life Convention for 1953-1954. 


BANKERS NATIONAL LIFE INSURANCE Co. 


Montclait, New Jersey 





October Was A Banner Month 


October 30 


A look at the past twelve months—the 
first year of our second quarter century 
—shows life business booming, an aver- 
age new policy size of $6,554, and new 
Accident, Health and Hospital premiums 


up 45% over last year. 





BANKERS NATIONAL LIFE INSURANCE Co. 


Montclair, New Jersey 
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Underwriting Trends 


(Continued from Page 6) 
groups, with perhaps some exceptions. 
There is even some likelihood that im- 
provement may have been greater in 
the substandard groups because there is 
more room for improvement. Witness 
the ever narrowing gap between indus- 
trial insurance mortality on the one 
hand and that of the general population 
or of ordinary insurance policyholders. 
The latest available information shows 
industrial mortality is now down to the 
level of that of the general population. 
For those interested in more detail, I re- 
fer you to another discussion before the 
Society of Actuaries, September, 1951, 
meeting, specifically the paper on Health 
Progress Among Industrial Policyholders 
by Dr. Dublin and Mr. Spiegelman and 
the subsequent discussion by Mr. Jen- 
kins. Greater improvement may have oc- 
curred particularly in those groups 
wherein extra mortality in the past has 
resulted from poor economic status, with 
its limitations on living conditions. The 
general economic improvement has fa- 
vored these classes above others, rela- 
tively. 

“My own company made some exten- 
sive changes in its underwriting of occu- 
pations about two years ago. The revi- 
sion was prompted by the general con- 
siderations just outlined and supported 
by a study of our own experience by 
occupational extra premium classes. It 
was impractical to study specific occupa- 
tional groupings at this time. The finan- 
cial results in each extra premium class 
showed the rates to be more than ade- 
quate in the aggregate and thus the 
study supported downward revision. We 
understand that some other companies 
have found similar favorable results in 
studying their respective experiences. 
About the time our own revisions were 
made, and since then, a number of other 
companies have modified occupation 
schedules in the direction of more liberal 
treatment. The discussion of specific 
occupations is outside the scope of this 
paper. But you may be interested in 
some of the general characteristics of our 
revised underwriting practices. 

Uninsurable Occupations 


“Over the years the list of uninsurable 
occupations has gradually been whittled 
away to the vanishing point. The Mutual 
of New York lists only marine divers as 
uninsurable. I have noted that a number 
of other companies whose revised sched- 
ules have appeared recently also list 
this occupation uninsurable, in addition 
to a few others. May | suggest that the 
underwriter place high on his list of 
priorities for study the remaining few 
uninsurable occupations. No individ- 
ual should be unable to secure life 
insurance solely because of occupation, 
with the possible exception of some ille- 
gal pursuits wherein serious moral and 
violence hazards exist. There is today a 
much more realistic attitude among un- 
derwriters in that they do not scare so 
easily at adverse information. From the 
insurance standpoint, it should be a mat- 
ter of proper pricing of our product for 
the risk, even for the undesirable risk. 


Maximum and Minimum Ratings 


“We have reduced the number of our 
substandard classes used for occupational 
underwriting from seven to five and the 
range now is from $2 per $1,000 mini- 
mum to $10 maximum as compared with 
former limits of $2.50 and $15, respec- 
tively. These ratings do not apply to 
aviation risks for whom a special sched- 
ule of aviation extras is used. The 
changes are in line with our thinking 
that because of the. decreased level of 
mortality both for Standard and Sub- 
standard risks, lower extras are now ade- 
quate to cover extra mortality. 

“The question has been raised as to 
whether or not it is practical to charge 
occupational extras under $5, because of 
the extra underwriting and administra- 
tion expense. This was discussed by the 
Actuaries at a recent meeting (Trans- 
actions of the Society of Actuaries— 


March, 1950), but without reaching defi- 
nite conclusions. Some opinion supported 
eliminating such extras. In this connec- 
tion, | should like to point out that we 
must not overlook the fact that, while 
occupation extras apply generally to 
smaller amount cases, these cases show 
a tendency to increase in amount with 
economic improvement among industrial 
workers. The point is important in 
weighing the costs of underwriting and 
of collecting the lower extra premiums. 

“According to a 1952 report of the In- 
stitute of Life Insurance on ‘Standard 
and Extra Risk Life Insurance,’ 89% of 
the total Ordinary life insurance policies 
issued were at standard rates and 8% 
substandard, with the remaining 3% de- 
clined. Occupation was the reason for 
the extra rating in one-fifth of the sub- 
standard issues or about 14% of the 
total issues. This compares with a figure 
of almost 4% for the year 1950 and the 
reduction since then no doubt reflects 
the recent revisions whereby some occu- 
pations formerly charged extra premiums 
are now accepted at standard rates. 


Non-Medical 

“For companies writing some of their 
business without medical examination, a 
logical basis for underwriting substand- 
ard occupations is to require medical 
examination when the hazard is entirely 
or predominantly one of health and to 
accept non-medical applications when ac- 
cident is the chief or sole hazard. We 
tried this method and, for the guidance 
of our sales force, distributed a list of 
occupations requiring medical examina- 
tion. It did not work too well because 
the examination requirement was over- 
looked in too many instances. We then 
adopted, as a practical measure, the hard 
and fast rule that medical examinations 
are required whenever the extra pre- 
mium exceeds $3.50 per $1,000 of insur- 
ance, regardless of whether the reason 
for the rating is health or accident. This 
may not be as logical as our earlier rule, 
but has worked well in practice, and we 
have continued it for many years now, 
except for changing the upper limit for 
non-medical to extras of $5 per $1,000 
believe that other compa- 


insurance. | V ) 
have found this procedure 


nies, too, 
preferable. 
Extras on Endowment Plans 

“It is more or less general practice to 
modify extra premiums for occupation 
on endowment plans of insurance. This 
usually is applicable to endowments not 
exceeding 20 or 25 year periods. One 
method used is to reduce the amount of 
the extra payable either by one rating 
class, by a specified percentage, or to 
some lower amount. The Canadian com- 
panies have adopted a scheme of charg- 
ing the full basic extra for three-fifths 
of the endowment period. We at the 
Mutual are following a procedure of 
charging the full extra for a period five 
years less than the endowment period. 
”" “Not too long ago the practice was 
common to refuse term plans of insur- 
ance to other than standard risks, and 
this applied as well to risks substandard 
for occupation. Today term insurance 
is usually issued in the lower substand- 
ard classifications. In cases rated-up for 
occupation, Mutual will issue term plans 
when the extra premium does not exceed 
$5 per $1,000 of insurance. Decreasing 
term riders in conjunction with basic 
policies of permanent plan insurance are 
issued by us up to and including occu- 
pation extras of $7.50. 
Double Indemnity, Waiver of Premium 

“New occupation schedules of several 
other companies that have come to my 
attention seem to have retained the same 
top ratings for these benefit provisions, 
generally two for waiver of premium 
and three for double indemnity. Two 
companies, to my knowledge, go as high 
as four and five for the double indem- 
nity and are, therefore, willing to issue 
the benefit to such occupations as min- 
ers, loggers and explosives handlers. Our 
own limits in the Mutual are two and 
three for waiver of premium and double 
indemnity, respectively. 

“Underwriting these benefit provisions 


Underwriters Procedures and Cost 


Committee Reports on Year’s Work 


At the meeting of the Institute of 
Home Office Underwriters, Chicago, Wil- 
liam H. Bush, chairman, Underwriting 
Procedures Cost Committee, re- 
ported on activity of the committee since 


and 


its appointment a year ago for the pur- 
pose of reviewing underwriting proce- 
dures having as a goal improved service 
and reduced 

The functions of 


costs. 
the committee were 
outlined as follows: 

1. Keep abreast of industry changes 
and improvements reported. 

2. Make studies of specific procedural 
and/or cost problems suggested by indi- 
vidual companies. 

3. Publish procedural 
manuals as reference material for mem- 
ber companies. 


generalized 


4. Pass on to membership information 
of changes made by member companies 
which proved of value. 

9. Prepare regular newsletter to mem- 
bership making available the above as 
well as other material falling within the 
scope and purpose of the committee. 

» « 

6. Prepare an annual report. 

At a second committee meeting the 
committee decided upon the first major 
study after getting the first question- 
naires back with a total of 27 different 
Suggestions. Some of these are as fol- 
lows: A standardized medical history 
questionnaire, a cost study of processing 
applications from time of receipt to ap- 
proval, a procedure for speeding up the 
underwriting and issue of applications, a 
study of certain industries and occupa- 


can be on either a selective or auto- 
matic basis, that is, the rating for each 
benefit is determined independently of 
the life insurance rating or may follow 
a definite relationship to the life rating 
according to a set schedule. Where this 
automatic relationship is followed, stand- 
ard life insurance may automatically 
qualify a risk for standard waiver of 
premium and double indemnity ; rated-up 
life insurance usually means rated-up 
benefits in the lower substandard clas- 
sifications and refusal of benefits for the 
higher substandard risks. On the other 
hand, a company that underwrites the 
special benefit provisions independently 
May issue standard life insurance with 
rated-up waiver of premium or double 
indemnity or substandard life insurance 
with one or the other of the benefits at 
standard rates. 


Change of Occupation 


“Like other companies, we will reduce 
occupation extras in the event the in- 
sured changes to an occupation with a 
lower rating, but our procedure may be 
different in some particulars. We re- 
quire a period of a year in the new 
occupation before making the reduction 
unless there is acceptable evidence of 
permanency of change, such as a pro- 
motion, for example. If an adjustment of 
premium is approved, it is made retro- 
active to the date of change of occupa- 
tion with a refund of excess extra pre- 
miums paid since that date. Refunds are 
limited to a maximum of five years. Some 
limitation is necessary, we feel, because 
of the practical difficulty of checking on 
claims of changes made many years 
prior. Five years is a liberal allowance, 
In Our Opinion, 

“A simple request form for reduction 
of extra premium in which we ask for 
details of the new occupation and date 
of change is usually all that we require. 
We have reserved the right to call for 
additional evidence of insurability, like a 
medical examination, but this is rarely 
done.” 


tions in which medical examinations are 
requested because of health hazards a 
suggestion made by several companies 
for a study of the preparation of files 
for underwriting was decided upon as 
the first major study. 

This study of preparations of files for 
underwriting has not yet been com- 
pleted. Survey indicates that basically 
companies follow the same procedure in 
this. The difference in systems is in 
procedural practices. In selecting the 
companies included in the survey, classi- 
fication was made through the first ques- 
tionnaire. 

Complete results of the study on “The 
Preparation of Files for Underwriting” 
will be given within the next few weeks. 

First year committee members have 
been Clyde R. deHaas, Equitable Life, 
Washington, D. C.; Edward A. Watson, 
Independent Order of Foresters, Tor- 
onto; Charles A. Will, Guardian Life of 
America, New York City, and William 
a 3ush, State Farm Life, Bloomington, 
ll. 


Report on Examinations 


By Chairman Caplinger 
Members of the Institute of Home 
Office Underwriters were given the re- 
port of the Joint Education and Exam- 
ination Committee, by Robert B. Cap- 
linger, vice president and chief under- 
writer Southland Life, chairman, at the 
meeting in Chicago this week. 

The Joint Committee has just com- 
pleted its fifth year and is already mak- 
ing plans for the new year’s work. Of 
major interest are the examinations held 
in May of each year. Part I of the ex- 
amination deals with general underwrit- 
ing matters such as the home office 
underwriter’s relation to his company, 
the field force, policyholders, substand- 
and insurance and interpretation of mor- 
tality statistics. 

Part II has emphasis on medical un- 
derwriting. The plan of the examination 
is to test not only the underwriter’s 
technical knowledge but also to deter- 
mine his capacity to reason toward con- 
clusions. Certificates as a qualified Home 
Office Underwriter are awarded to those 
persons having passed both parts oi the 
examination. 

This year’s figures show 75 candidates 
taking Part I with 54 passing and 78 
taking Part II with 54 passing. A total 
of 289 have passed Part I and 221 have 
passed Part II. Certificates were awarded 
to 49 persons this year bringing the total 
number of certificates awarded to 210. 

Committeemen who assisted in_ this 
year’s work are the following: Ward 
Beall of North American Life & Casu- 
alty; Boyd Coarsey of Gulf Life; Tom 
Reed of Continental American Life, and 
Harold Munson of Guarantee Mutual. 
Home Office Life Underwriters Associa- 
tion is represented by David Cartwright, 
Minnesota Mutual; H. E. Harding, North 
American Life Assurance; Russell Wag- 
ner, National Life & Accident, and Rob- 
ert H. Woodford, State Mutual Life. 


Harmelin Agency Course 

The 82nd class of the MHarmelin 
Agency of Columbian National Life to 
prepare brokers for the New York State 
Life Agents’ examination will begin on 
November 9. 

The course consists of five lectures 
and is conducted at 50 Church Street, 
New York. Instruction will be given by 
David R. Harmelin and William 
Harmelin. A limited number of applica- 
tions will be accepted and part time 
agents are eligible. There is no charge 
for the instruction. 

Cince its inception, 98% of the students 
taking this course have passed the New 
York State Life Agents’ examination, 
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Northwestern Mutual’s 
Sales at $385 Million 


EDMUND FITZGERALD’S REPORT 


Another All-Time » Record Year Is Indi- 
cated by the Company’s Third 
Quarter Report 


With sales to date totaling $385 mil- 
lion, another all-time record year is 
indicated by the third quarter report for 
the 95-year-old Northwestern Mutual 
Life of Milwaukee. The total insurance 
in force ieached $7,142,492,000 on 1,504,- 
893 policies. 

“Sales of new policies by our agency 
force throughout the country in 19 of 
the last 20 months have shown increases 
over the corresponding months of the 
previous year,” said Edmund Fitzgerald, 
president, at the meeting of the board 
of trustees this week at the home office 
in Milwaukee. “Our agents report that 
people continue to be deeply interested 
in making long range personal financial 
plans. The nine-month paid-for business 
was $21 million ahead of 1952.” | : 

Leading the 90 general agencies in 
sales were C. R. Eckert, Detroit; W. L. 
Momsen and J. L. Craig, both of Mil- 
waukee; Jamison & Phelps, Chicago; A. 
Cc. F. Finkbiner, Philadelphia; B. J. 
Stumm, Aurora, Ill.; J. R. Mage, Los 
Angeles; M. A. Carroll, Oshkosh, Wis.; 
F. R Horner, Madison, Wis., and P. T. 
Allen, Buffalo, N Y. 


Assets Exceed Three Billion 


Total assets off the Northwestern Mu- 
tual Life went over the $3 billion mark 
in the third quarter. Included in the in- 
vestment portfolio were bonds of $2,- 
(68,733,000; preferred stocks, $43,138,000; 
mortgage loans, $684,705,000; Real estate 
investments, farms, land contracts and 
home office property, $53,883,000; policy 
loans, $89,062,000 and, among other items, 
cash of $20,273,804. 

“Our investment departments are con- 
tinuing very active,” Mr. Fitzgerald said. 
“We have experienced no drop in de- 
mand for money. Mortgage activities in- 
creased during the first three quarters, 
particularly in residence lending. We in- 
vested $105 million in new mortgages in 
this period, an increase of 43% over the 
amount invested in mortgages during the 
same period last year. 

“The payment record on our loans is 
good, with the year to date showing a 
decline of 16% in the number of loans 
presenting collection problems. Our 
mortgage account now stands at $0684 
million, invested in 62,000 loans.” 


Financial Operations Active 


Total income of the Northwestern Mu- 
tual Life in the first three quarters this 
year was $317,955,000, made up princi- 
pally of $190,438,000 in premiums, and 
$77,215,000 in interest and other earnings 
on investments. 

Payments totaling $123,744,000 were 
made to living policyholders and surviv- 
ing beneficiaries in the nine-month pe- 
riod this year. In addition the sum of 
$36,053,000 was distributed from funds 
left with the company to be paid out un- 
der income plans of settlement. All dis- 
bursements of the company totaled $201,- 
464,000 and included, among other items, 
taxes of $9,310,000; dividends to policy- 
holders, $32,167,000, and death benefits, 
$53,776,000. 





UTICA ASSOCIATION SPEAKER 

William H. Harrison, Binghamton, 
N. Y., was guest speaker at a recent 
meeting of the Utica Life Underwriters 
Association. Mr. Harrison has charge of 
underwriting for the Security Mutual 
Life of Binghamton and is president of 
the Institute of Home Office Under- 
writers. 

Mr. Harrison discussed: “How to Get 
the Best Consideration for Your Appli- 
cant.” Lester Greene, president of the 
Utica Association, presided. 


Iowa Assn. Sales Caravan 

The Iowa Association of Life Under- 
writers will stage a traveling sales cara- 
van, visiting eight sections of the state 
during November, it was announced by 
Fred H. Haskins, president of the asso- 
ciation, 

The itinerary will include Clinton, Burl- 
ington, Ottumwa, Marshalltown, Ames, 
Fort Dodge, Spencer and Atlantic. Exact 
dates for the meetings will be announced 
later. 

President Haskins will headline the 
speaking program, giving an up-to-date 
report on the state and national asso- 
ciation activities and the five regional 
vice presidents will form a sales panel 
at each stop in the caravan. 

President Haskins also announced the 
annual convention and sales congress of 
the state association will be held next 
spring at Waterloo, Ia., on May 7 and 8. 

N. Caines, general agent for Equi- 
table of lowa, at Waterloo, and R. K. 
Manbeck, general agent for Massachu- 
setts Mutual, Des Moines, have been 
appointed as co-chairmen for the event. 

Mrs. Irene Roggensack of Des Moines 
has been named as corresponding secre- 
tary of the state association, succeeding 
Mrs. Dee Boicourt, who resigned re- 
cently. 

The Northwest Iowa Life Underwrit- 
ers Association has been organized in 
the state, bringing to 16 the total num- 
ber of local associations in Iowa. The 
group will include underwriters from 
Spencer, Storm Lake, Spirit Lake, Es- 
therville, Rembrandt and other towns in 
the area. 

Elected as officers at the organization 
meeting included C. R. Johnson, district 
manager for Equitable of Iowa, presi- 
dent; Gordon G. Norvell, district agent 
for Bankers Life of Nebraska, vice presi- 
dent, and Don K. Evans, general agent 
of Lincoln Mutual, secretary-treasurer. 
All are of Spencer, Ia. 


Awarded Scholarship 


At a joint meeting of the Philadel- 
phia Association of Life Underwriters 
and the Philadelphia Chapter of Char- 
tered Life Underwriters held recently, 
Frederic C. Wheeler, vice president, 
Fidelity-Philadelphia Trust Company, 
awarded the first annual Fidelity-Phila- 
delphia Trust Company Chartered Life 
Underwriters Scholarship to Thomas F. 
Hills, Philadelphia. 

The scholarship provides for four 
years of study at the Wharton School 
of the University of Pennsylvania. The 
scholarship is to be awarded annually 
to an underwriter in the greater Phila- 
delphia area who has proved outstand- 
ing in his profession and who has dis- 
plaved exceptional future potential. 

The 1953 winner, Thomas F. Hills, 
was chosen from underwriters in the 
greater Philadelphia area. The scholar- 
ship selection committee is composed 
of G. W. Haines, president, Philadelphia 
Association of Life Underwriters; L. A. 
Hauslein, first vice president, Philadel- 
phia Association of Life U nderwriters; 
J. J. Diamond, chairman of the Life 
Underwriters Training Council; N. C. 
Barr, president, Philadelphia Chapter 
Chartered Life Underwriters, and F. G 
Rogers, assistant secretary, Fidelity- 
Philadelphia Trust Company. 

Mr. Hills has been an underwriter 
for the John Hancock Mutual for 4% 
vears. He is a graduate of Northeast 
Catholic High and the Life Underwrit- 
ers Training Council. He was chief 
quartermaster with the Seventh Fleet 
in the Southwest Pacific Theatre during 
World War II. 


DAYTON ASS’N MEETING 
Karl H. Schmidt, Akron, O., special 
agent for National Life of Vermont, was 
guest speaker at a luncheon meeting of 
the Dayton Association of Life Under- 
writers. His subject was “The Life Un- 
derwriter as an Executive.” 
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Actuarial Club of Pacific states will 
hold its fall meeting at Del Monte Lodge, 
Pebble November 12-13. 
Subjects to be discussed are uniform 


Beach, Cal., 


allocation of expense; fund accounting; 
contingency of reserves; Social Security 
and retirement plans; investment of life 
insurance funds and Federal tax prob- 
lems; and credit insurance. Twenty-five 
actuaries will take part in the discus- 
sions. 


In’ a statement to policyholders of 
Union Central Life President W. How- 
ard Cox of that company says: “The 
time is not far distant when the mutuali- 
zation of the Union Central will be 
consummated. The policyholders will 
then meet at the company’s home office 
on the third Friday of May each year to 
elect directors and transact other busi- 
ness. As a member of the company, you 
will be entitled to attend. 

“The enclosed proxy is for your conve 
nience. Please sign and mail it to the 
company so that your vote may be cast 
at these meetings. The proxy committee 
is composed of the same men who were 
appointed by the Superintendent of In- 
surance of the state of Ohio to act for 
the policyholders during the period of 
mutualization.” 


In a printed form letter carrying the 
illustration of a wife standing in the 
kitchen of her home with children and 
which is being used by the Wm. J. Duns- 
more agency, Equitable Society, 120 
Broadway, New York, the following 
statement is made to the prospect: 

In the event of your wife’s death, 
if you have dependent children, it 
would cost you about $5,000 a year to 
secure household help that would be 
able to do all the jobs she does. 


* * * 


Your wife is worth the following 
amounts in income tax deductions: 
Taxable income $12,000—$ 764 per year 
Taxable income 20,000— 2,204 per year 
Taxable income 50,000— 6,244 per year 


Lincoin National Life has designated 
November as Cross Month in honor of 
Cecil F. Cross, vice president. Slogan of 
this sales campaign will be “Put It 


Across for Cross.” 





Boston Mutual Promotions 

Boston Mutual Life announces several 
recent promotions from its agency field 
force to the position of assistant district 
manager: 

Robert E. Flagg, Springfleld; Rodney 
\. Karlson, Fitchburg; Carroll L. Guest 
and Armand Levesque, Fall River; John 
Baronian, Waltham; Robert A. Du- 
Fresne and William J. O’Brien, Haver- 
hill; and John F. Wilcox, Manchester, 
N. H. 

All of the new assistant managers 
have assumed staff leadership in the 
same district offices where they were 
successful agents except Carroll L. Guest 
who transferred from the Portland, Me., 
district to Fall River. 


MARKS 20TH ANNIVERSARY 

John L. Watts, Jr., Chicago general 
agent of Pacific Mutual Life observed 
his twentieth anniversary of service with 
that company recently, 

He began his career in Pacific Mu- 
tual’s Chicago claim office, became gen- 
eral agent in partnership with his father, 
the late. John L. Watts, in 1936, and on 
his father’s retirement in 1951 took over 
the full responsibility of the agency. 








A new folder, “Life Insurance Pre- 


mium Billing and Accounting,” published 


by International Business Machines 
Corp., describes briefly the IBM ac- 
counting principle and tells how it is 
applied to premium and commission ac- 
counting. 

With the IBM method, information 
from original records is transcribed to 
IBM master premium accounting cards 
in the form of punched holes. The cards 
then are processed by electronic and 
electric accounting machines, which per- 
form automatically many premium billing 
and accounting operations. ; 

The folder por ae several phases ol 
life insurance accounting that can be 
handled by IBM equipment and _ illus- 
trates some of the forms and reports 
that can be produced. 


William Edgar Reeve of the Seaboard 
branch of Few ‘York Life is still an ac- 
tive agent after 65 years of service wit 
the company. He is one of the well 
known life insurance agents of New 
York City. 


Canada House Organ Panel 

The importance of house organs as 
morele builders in life insurance sales 
organizations was discussed at a meet- 
ing of the Agency Association of Tor- 
onto, October 19. Among the speakers: 
W. R. Parr, supervisor of sales educa- 
tion, Manufacturers Life, moderator; 
Norm McKee, editor of Canada Life’s 
‘Life’; P. I. Murray, editor Confedera- 
tion Life’s Bulletin; H. G. Westcott, as- 
sociate editor, Manufacturers  Life’s 
News Letter. 

Mr. McKee said Life confined itself 
to recognition of production achieve- 
ments, anniversaries and other field force 
personalities. Mr. Westbrook said News 
Letter was considered as integral part of 
his company’s program of sales educa- 
tion. Mr. Murray found claim stories 
particularly popular with the Bulletin 
readers and that wives of agents thought 
the women’s page useful, thus enhancing 
readership in the home. 


HEAR F. B. NORTHRUP, JR. 

Frederick B. Northrup, Jr., a member 
of the Million Dollar Round Table, 
spoke on “Insurance Programs for the 
Young Man of Today” at a meeting of 
Alpha Kappa Psi, Syracuse University 
professions il business administration fra- 
ternity, in Syracuse, N. Y 
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Denver General Agent 


E. DEE GRAY 


Fidelity Mutual Life of Philadelphia 
announces the appointment of E. Dee 
Gray as general agent in charge of its 
newly established Denver agency. 

Mr. Gray is a graduate of the Uni- 
versity of Idaho, class of 1949; he is a 
veteran of World War II having served 
nearly three years with the Navy in the 
Asiatic-Pacific theatre. Following gradu- 
ation he entered life insurance sales 
work in Denver; has had managerial 
experience there and during the past 
year in his native state of Idaho. 

Mr. Gray was active in the Denver 
Association of Life Underwriters and, 
while in Idaho, in the Pocatella Associa- 
tion. He belongs to the Lions Club and 
the Episcopal 


is an active member of 


Church 


Middle Atlantic Actuaries 

At its recent fall meeting in Baltimore 
the Middle Atlantic Actuarial Club heard 
Insurance Commissioner Charles S. Jack- 
son of Maryland. Others who spoke 
were James A. Hamilton, Wyatt Co., who 


reviewed current pension and insurance 
tax problems, and R. L. Glazier, Life In- 
surance Co. of Virginia, who led a panel 
on expense allocation. 


Equitable of Iowa School 

Twenty-six field underwriters from 20 
agencies of Equitable Life of Iowa at- 
tended the 39th semi-annual home office 
school of instruction and review in Des 


Moines recently. The school was under 
the general supervision of Earl E. Smith, 
assistant agency vice president, and Wil- 
son L. Forker, CLU, field training su- 
pervisor, with instructors made up of 
members of the home office staff. 


Massachusetts Mutual Has 
Large Gain in 9 Months 


At the quarterly meeting of directors 
October 28, President Leland J. Kalm- 
bach of Massachusetts Mutual Life re- 
ported a substantial increase in the com- 
pany’s volume of new business for the 
first nine months of 1953. The total of 
new Ordinary and Group business was 
$371,754,190, an increase of $78,598,538 
and 26.8% over the same period last year. 

New Ordinary sales of $283,912,595 
were $41,347,183 ahead of last year’s nine 
months’ figure. New Group insurance 
sales of $87,841,595, representing a 73.6% 
gain, were also well above the national 
average in percentage of increase. 

The Los Angeles Agency, headed by 
John W. Yates and Robert L. Woods, 
CLU, led the company’s 89 agencies in 
new Ordinary insurance sold and showed 
the greatest gain in new business and 
volume in force. The Simon Agency of 
New York remained the company’s larg- 
est agency with over $171,000,000 of 
Ordinary insurance in force. 

Seventy-two agencies delivered more 
business than for the same period last 
year, and 88 showed a gain in insurance 
in force. Mr. Kalmbach stated that the 
company’s production in seven of the 
nine months was over $30 million per 
month and that new all-time high month- 
ly production records were established in 
seven of those months. 


Prudential Anniversaries 

Five managers of district offices in 
The Prudential Insurance Co.’s field or- 
ganization celebrated anniversaries of 
long service with the company in Octo- 
ber. 

Holder of the longest service record 
was George C. Lewis, manager at Logans- 
port, Ind., who has completed 45 years 
with the company. 

Two other Midwestern managers— 
Fred L. Bailey of Rockford, Ill., and 
Alfred J. Kaser of L afayette, Ind.— 
celebrated their 30th anniversaries with 
Prudential during the month. 

\ quarter century of service was ob- 
served by William H. Cameron, Pruden- 
tial manager at Perth Amboy, N. J., and 
Curtis K. O’Dell, manager of the Pat- 
terson Park district at Dayton, Ohio. 


SCRANTON ASS’N DIRECTOR 
Lester H. Schwartz, special agent for 
New York Life, was elected to fill the 
unexpired term of Ramon A. Connor on 
the board of directors of the Scranton 
Association of Life Underwriters. 





Northwestern Mutual’s Largest Career School 


Milwaukee—The 23rd Career School of 
the Northwestern Mutual Life closed Oc- 
tober 30 with a record of 45 agents at- 
tending, the largest group to take the 
two-week course since January of 1947. 

The school, organized in 1945 and 
headed by Harold W. Gardiner, educa- 


tional director, is part of the company’s 
program to prepare agents for career life 
underwriting. Agents attending are se- 
lected on the basis of previous training, 
experience and sales records. The North- 
western Mutual conducts two career 
schools annually, plus refresher courses. 
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Franklin General Agent 


CLEMENT M. ANDREWS 


Clement M. Andrews has been ap- 
pointed associate general agent in Beaver 
Falls, Pa., for the Franklin Life of 
Springfield, Ill, according to an ‘an- 
nouncement by Regional Sales Director 
Mitchell T. Melham, Pittsburgh. 

Mr. Andrews entered the life insur- 
ance business 16 years ago with the 
Metropolitan as an agent. He was sub- 
sequently promoted to the position of 
assistant manager for the Metropolitan. 

In his new position with the Franklin, 
Mr. Andrews will combine personal pro- 
duction with agency development in the 
Beaver Falls area. 


Franklin Life Appoints 


Cosper in San Francisco 

L. W. Cosper has been appointed 
manager in San Francisco, for Franklin 
Life of Springfield, Ill. Mr. Cosper is a 
graduate of University of Washington. 
He received his CPA in 1937 and later 
attended Harvard Graduate School of 
Business Administration, With five years 
of duty in the U. S. Navy he holds the 
rank of commander in the reserve. 

Mr. Cosper entered the life insurance 
business in 1946 and qualified for the 
MDRT the following year. He has re- 
peatedly won the National Quality 
Award. Active in civic affairs, he is a 
director of the San Francisco Life Un- 
derwriters Association, member of the 
General Agents and Managers Associa- 
tion and the Economic Round Table of 
San Francisco. 


Confidence 


FRANK C. STIVERS, Los Angeles, 
Calif., led all first-year agents of 
Pacific Mutual in 1952 produc- 
tion. “What helped me most; 
says Frank, ‘was confidence; the 
confidence I gained when 
| ee-Vos be Commiy Gtbaer 0 Mme ouces GetettCaareye 
Tests showed me I really had the 
qualifications to succeed in life 
insurance — even after 12 years 


in banking.’ 
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400 at Housewarming 
Of Fluegelman Agency 


INCLUDE OFFICERS OF NALU 





Agency Formed 40 Years Ago; Harry 
F. Gray, Lond Head of Agency, 
Among Guests 





Approximately 400 persons attended 
the recent housewarming of the David 
B. Fluegelman agency, Connecticut Mu- 
tual Life, 6 East Forty-fifth Street, 
New York. They were there to extend 
good luck and warm greetings to the 
former president of National Association 
of Life Underwriters and long a mem- 
ber of Million Dollar Round Table. 
From NALU came his successor as 
NALU president, Robert E. Gilmore, 
Ir, an agent of Bridgeport, Conn., Max 
Hoffman, Wilfrid E. Jones, Eleanor 
Dowling and Larry Jackson of the exec- 
utive staff; and Robert Walker. Orlando, 
Florida, vice president of NALU. An- 
other former president of NALU present 
was Julian S. Myrick, chairman, Ameri- 
can College of Life Underwriters. 

Those from home office of Connecticut 
Mutual Life were Vincent B. Coffin, 
senior vice president; Ray Simpkin, su- 
perintendent of agencies; and Ernest 
Wall, assistant superintendent of agen- 
cies. 


Some Others at Housewarming 


Among others at housewarming were 
the presidents of Mid-Town Managers 
Association of New York (John E. 
Spence) and Life Supervisors Associa- 
tion (Frank McCaffrey). Among general 
agents in attendance were John M. 
Fraser and Halsey C. Josephson, Con- 
necticut Mutual; and Harry Krueger of 
Krueger & Davidson, Northwestern Mu- 
tual Life with which agency Mr. Fluegel- 
man was formerly associated. Life Un- 
derwriters Association of City of New 
York was represented by Jack Manning, 
executive manager. 

The agency headed now by Mr. 
Fluegelman is 40 years old. Harry F. 
Gray, who established it, was at the 
Fluegelman housewarming. 

The staff of Fluegelman agency fol- 
lows: supervisor of the agency is Charles 
Eaton, a Dartmouth man who entered 
life insurance after being in the packing 
and steel barrel business. Office manager 
is Charles E. Hover who came with the 
agency in 1925. Esther Stoopeck is cash- 
ier and Peggy Curley is in charge of 
accounting. 

Among the agents are two who are 
among the best known in the city: Louis 
Fink, often a leader of the company and 
also a noted violinist although not on the 
concert platform; and Julio Ponetcarvo. 


BMA Honors W. T. Grant 


The fieldmen of the Business Men’s 
Assurance Co. have just received a com- 
plete set of the material for Grant 
Month 1953. 

Since 1920 the company’s November 

sales have been dedicated to W. T. 
Grant, chairman and founder of the 
company, and without exception, Novem- 
ber has been a month of record produc- 
tion. 
_ November 1952 was the largest month 
in the company’s entire history, and 
normally about 14% of its total A. & H. 
and life insurance business is produced 
during the month. 

Again this year the leading salesman 
will be presented the Grant Month 
plaque. The winner in 1952 was Myles W. 
Romney of Pocatello, Idaho. 


JOINS SOUTHLAND LIFE 

O. J. Wright will serve as manager of 
the newly opened branch of the South- 
land Life at El Paso, Ben H. Carpenter, 
executive vice president announced. The 
branch office will serve a part of west 
Texas and southern New Mexico. Mr. 
Wright entered the life insurance busi- 
ness as an agent for Paul Revere Life 
at El Paso in 1950. He was appointed 
district manager in 1951 and goes to 
Southland from that position. 


Conn. Gen. Loans $6,750,000 
On Park Ave. Skyscraper 


Connecticut General Life has made a 
$6,750,000 first mortgage loan to Webb 
& Knapp, Inc., New York City. The loan 
is on the 28-story No. 2 Park Avenue 
office building in New York which was 
purchased early this year by Webb & 
Knapp, which is headed by the famous 
real estate developer William Zecken- 
dorf. Braislin, Porter & Wheelock, Inc., 
loan correspondent of Connecticut Gen- 
eral, negotiated the loan. Attorney Al- 
fred W. Roberts of Kelley, Drye, New- 


hall & Maginnes represented the insur- 
ance company. 


RICHMOND CLU OFFICERS 

Meade J. McMillen, general agent of 
Mutual Benefit Life, Richmond, has been 
elected president of the Chartered Life 
Underwriters chapter of Richmond. 
Other officers named by the group are 
Ranson L. Hassell, manager of The Pru- 
dential, vice president; John Padco, dis- 
trict manager for Equitable Society, sec- 
retary and treasurer, and James D. Haw- 
kins, cashier of Provident Mutual, execu- 
tive secretary. 
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Huppeler Agency Supervisor 


es 





WARREN L. JOHNSON 


Warren L. Johnson has been appoint- 


ed agency supervisor in the Lambert M 
Huppeler New York Agency of New 
England Mutual Mutual Life. The Hup 
peler Agency has been the top pro 
ducing agency of the New England 
Mutual during the past five years and 
Mr. Johnson will direct the indoctrina- 
tion and training of all new agents. He 
has recently returned to the agency 
after having been on military leave since 
1950. 

Mr. Johnson is a Lt. Colonel in the 
active Air Force Reserve and has just 
returned from a tour of duty in Korea 
where he was director of Public Infor- 
mation for the Fifth Air Force then 
under the command of Lt. General Glen 
O. Barcus. He is a graduate of the Uni- 
versity of New Mexico and was origin- 
ally commissioned in 1941. During World 
War II Mr. Johnson flew heavy bomber 
missions and was also Base Commander 
of the Galapagos Islands. 


JOSEPH J. MULROONEY DEAD 

Joseph J. Mulrooney, 41, district man- 
ager of the Farm Bureau Mutual Life in 
Syracuse, N. Y., died recently. He had 
resided in Syracuse for five years. His 
wife, three sons and a daughter survive 
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"I had never sold anything 
in my life—" 


Mr. F. J. O’Brien, Vice President 
The Franklin Life Insurance Company 


Eight years ago today I entered the radio field as News Editor for a Kansas City station. It 
was nice work—a paycheck every two weeks—same amount, month in and out. That went 
along for six years. Then I heard the Franklin story but was just a bit skeptical of what 
I heard and still more skeptical of my ability to sell. The fact is I had never sold anything 
in my life, but I was willing to try and started on a part-time basis. The months went by 
and my enthusiasm mounted as I learned how easy it was to interest prospects in the Frank- 
lin Insured Savings Plans. On May 1 of this year I decided to devote my full time to selling 
the Franklin plans. The results of that decision are best told in the following facts and 


In my first 90 days of full time effort I obtained 99 applications for a total 
volume of $246,430 (Face Amount), which will earn over $8,000 in first year 
commissions. Needless to say, this is many times greater than my earnings 
would have been in my former occupation. Undoubtedly, O’B, the fact that 87 
of the 99 sales were all on Franklin’s exclusive plans conclusively demon- 
strates the unusual appeal of our merchandise. 


_ The above results were obtained, I repeat, with no previous sales experience. This is con- 
vincing proof that the combination of Franklin’s attractive unusual plans and the powerful 
Home Office sales aids are an unbeatable combination. 


My only regret is that I didn’t join the F. riendly Franklin family eight years ago today. 
Sincerely yours, 


Eric Tainter 
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are among those 
discontinued. The 


without 


pensation 


COMMISSION ON INTER-GOVERN- 
MENT RELATIONS 


programs 


which can be states 


would continue them, but Fed- 


Chamber of Commerce of the United 


eral aid. 

In place of payments for old age as- 
the Federal Government would 
the So- 
system to all retired aged 
fur- 


has an important new Commis- 


Inter-Governmental 


States 
Relations 
study of Federal- 
headed by Dr. 


sion on ; 
x 4 . sistance, 
which is making a . i % 
; ears : extend immediate benefits under 
State relations, and is 


Manion. 


believes there 


i cial Security 
Clarence 3 
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dangerous trend 


persons which would eliminate any 
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Federal 


The Chamber’s 


. ther justification for grants to 
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local government responsibility; that the 

unemployment 
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Federal Government has been given in- 


enable states to retain all 
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tion would 


programs for 
works 


activities. To 


creasing authority in . : 
health, education, welfare, public proceeds of payroll tax, paid en- 


tirely by employers, which finance this 


and numerous other pay 


program. The Federal Government now 


its share of the cost of these programs 


takes a big slice of this tax and uses 


the Federal Government is competing 


the state adminis- 
The 


used in any 


part of it to pay for 


with state and local government for tax 


tration of programs. remainder is 


The Chamber thinks this surren- 
Washington has 
that it is jeopardizing the 


dollars 


. aoe profit and can be way the 
der of responsibility to z é d iiniae 
Federal Governmennt sees fit. Elimina- 
gone so tar . - 7 . 

: : tion of Federal aid to these two pro- 
future of representative government. e 
ae eee tine : ; : grams alone would reduce Federal pay- 
rhe relationship between Federal and . 
; : ments to states and local governments by 
state governments started to become an ee J 
almost a billion dollars a year, or almost 


urgent problem during the depression of 
the ’30s and again after World War II. 
When the 
local 


than 


half the amount spent for all Federal aid 
programs in 1952 


depression began, state and 


governments needed more money Ree oat 
Inez Robb, one of the most widely 
read and brilliant daily newspaper col- 
umnists in the United States, and wife 
of J. Addison Robb, manager, informa- 
tion service, The Prudential, has severed 
her connection with the Hearst organi 
zation and become affiliated with the 
Scripps-Howard Newspapers. Her col- 
umn, which will appear in all of those 
papers, will also be syndicated nationally 
At the end of World War II pent by the United Features Syndicate. She 
2 began newspaper work when a_ high 
services — school student in Boise, Idaho; attended 
Fed- University of Missouri School of Jour- 
the nalism; was a reporter in Tulsa, Okla.; 
then joined Chicago Tribune. She was 
on New York Daily News for 12 years 
most of which time writing the Nancy 
Randolph society column. In 1938 she 
joined International News Service since 
which time she has traveled intermit- 
ently in some 40 foreign countries as a 
correspondent, her recently important 
the assignment covering Coronation — of 
That was equal to about Queen Elizabeth, TI. 


More eA Ls 


Thomas E. Braniff, president 
International Airways, and also very 
much in insurance field in Texas, has 
been named general chairman of Broth- 
erhood Week which will be observed 
nationally February 21-28 next, under 
the sponsorship of National Conference 
of Christians and Jews. He has served 
as the Catholic national co-chairman of 
the Conference since 1945. 


they could raise for their swiftly 
growing relief and other emergency pro 


As the 


far stronger 


Federal Government was 
than the 
they turned to 
1935 


grams. 
States 
Wash 
emergency 
given by the Govern- 
reached a total of more than $10 


financially 
and communities 
ngton for help. By 
grants of money 
ment 
billion. 
goods and 


up demands for 


brought peak prosperity, but new 


eral aid programs appeared just 
same. This money was used for airports, 


hospitals and other projects. 
The 
support, 


Federal Government now helps 


and in varying degree controls, 
more than 40 different programs carried 
1952 


reached 


on in states and communities. In 


the Federal share of cost 
$2,300,000,000. 
24% of all 
than 75% of all 
health, 


Some of this aid is imperative, but the 


State tax revenues. 


Branift 


Federal aid centers in 
education and welfare programs. 


Chamber thinks others can be reduced or 


completely eliminated. The Chamber has 
proposed that Federal payments to the 


old 


administration of 


states for age assistance and for 


unemployment com- 


HELEN V. GRAY 


ELMER W. EARL, JR. 


Elmer W. Earl, Jr., and Helen V. Gray have been appointed assistant secretaries 


of Life Office Management Association, 


Rowland. 


managing director of 
Mr. Earl joined the association, 
University he began his business career as an agent. 
with National Industrial Conference Board as a senior research specialist. He 


which is Frank L. 
1953. A graduate of Rutgers 
Before joining LOMA he was 
will 


August 1, 


serve as secretary of LOMA personal administration committee and editor of a 


new publication, 


“Life Office Personnel Quarterly.’ 
Richmond Hill High School and did adv: inced study at Columbia University. 


Helen Gray is a graduate of 
Before 


joining LOMA in 1946 she was associated with National Retail Dry Goods Associa- 


tion. Her first with 


responsibilities 


assignment 


LOMA 
and she was made an officer with the title of office supervisor. 


was in connection with administrative 





H. T. Chester, Jr., associated with 
Chubb & Son since 1941, joined the New 
York office of Marsh & McLennan, Inc., 
on November 1. His insurance experience 
includes fidelity and surety underwriting, 
inland marine underwriting and brokers 
and agents production. Mr. Chester pre- 
pared at St. George’s School, Newport, 
R. J., and graduated from Princeton 
University in 1941 with an A.B. degree. 
He served in the U.S. Navy from 1942-45 
on destroyers in the Pacific with rank 
of heutenant at separation. 


* * 


Emil S. Tachau, Louisville, Ky., founder 
of the E. S. Tachau agency, and also of 
the Louisville Fire & Marine Insurance 
Co. was honored October 23, when he and 
three others of the original founders of 
the Louisville Community Chest were 
presented with Good Citizenship awards, 
in the form of bronze plaques in recog- 
nition of “unselfish service to the Com- 
munity Chest of Louisville & Jefferson 
County.” 

k «x 


William A. Moffat has been elected 
a vice president of John C. Paige & Co., 
Inc., New York insurance brokers. Mr. 
Moffat, who joined the Paige organiza- 
tion in 1944, will remain in charge of the 

casualty department. He formerly was 
y Ree chief examiner of the Corps of 
Army Engineers, Columbus, Ohio. 


Ue eee 


John Cashmore, Brooklyn Borough 
President, will be guest speaker at the 
4lst annual dinner-dance of the Brook- 
lvn Insurance Brokers Association on 
Thursday, November 12, at the Hotel 
st. George. 

* * x 


Miss Helen Peckingham presented a 
program on hobbies at the October 
meeting of the New Haven Association 
of Insurance Women. The meeting was 
held Tuesday evening, October 20. 


ROY O’CONNOR 

Roy F. O’Connor, the former secretary 
of Excess Insurance Co., who has been 
appointed an assistant secretary of Gen- 
eral Reinsurance Corp., will make his 
home in Kansas City. A native of Bar- 
ing, Mo., Mr. O’Connor was educated at 
Loyola and Fordham Universities. He is 
a member of the Drug and Chemical 
Club and the Casualty and Surety Club 
of New York. He has a six-year-old son, 
Roy, Jr. 

* * 2k 

W. Harold Leonhart, president of 
Leonhart & Co. Inc., Baltimore, has 
been named chairman of the newly 
activated mental health committee of 
Civitan International in which organiza- 
tion he has been active for some years. 
Under Mr. Leonhart’s direction the com- 
mittee will render helpful assistance to 
mentally retarted children and the physi- 
cally handicapped. 
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Honor Dr. H. J. Stack 


Dr. Herbert J. Stack, 
NYU’s Center for Safety Education was 
honored on the completion of 25 years of 
highway safety and driver education 
work by the National Safety Council at 
a reception during the recent National 


director of 


Safety Congress in Chicago. 


* * * 
New York Times Editorial Pays 
Tribute to Men of the Sea 


One of the pages of the New York 
Times to which many of its reader turn and 
read with considerable stimulus, inspiration 
and satisfaction is its great editorial page, 
noted in the newspaper profession for its 
literary quality and wide scope of subjects 
covered. This made possible through a large 
staff of talented editorial writers. Among 
those closely following the editorial page 
each day are editors of newspapers through- 
out the world as the Times has a con- 
siderable international circulation. Editor 
of the New York Times is Charles Mers. 

An editorial run in the Times on October 
10, under the headline, “Men of the Sea” 
and of particular interest to marine imsur- 
ance men follows: 

It has become the fashion to derogate 
modern men of the sea. Those who 
lament the day of the “blue-nose” skip- 
pers and bucko mates may well pause 
and consider the skill with which present- 
day shipmasters and their crews have 
plied their profession in recent weeks. 
For in this period the men, whose ships 
are incalculably larger and more cumber- 
some than their forebears of 50 years 
ago, have come through in the finest 
tradition of the sea in exploits that 
should excite the admiration of Snug 
Harbor’s most venerable residents. 

rhe first incident was the rescue of 
“ditched” American airmen by the Italian 
crew of the Panamanian liner Nassau, 
which diverted from her course to pluck 
them from the tiny platform that was 
no bigger than a speck in the limitless 
ocean, 

Hard upon this the Liberian freighter 
Greenville, lashed by an ocean gale, 
began to founder in mid-Atlantic. Her 
master summoned aid, which arrived in 
short order in the form of the huge 
French liner Ie de France. Even then 
the battered freighter’s crewmen fought 
to save their ship despite the nearness 
of aid. All their efforts, the tireless 
pumping and trimming, came to naught 
and they surrendered their vessel when 
it became apparent that she could no 
longer hold out. The seamen from the 
lle de France displayed no hesitation in 
manning their small lifeboats and plow- 
ing through the storm-tossed waters to 
bring the freighter’s people to safety. 
High winds and waves made the job a 











difficult one, but well done it was. 

If these feats were in the ancient 
maritime spirit, the job of docking the 
huge liners in this strikebound port 
has no parallel in the marine history 
of years ago. The task of bringing 


thousands of tons of heavy metal 
gently to rest without aid alongside a 
pier it is able to demolish easily is 
something different. The North River, 
with its currents and tides, is not an 
easy body of water to negotiate in any 
docking maneuver, and the fact that this 
operation has become almost routine on 
our waterfront reflects great honors on 
the skippers in charge of it. 

Seafaring is by no means the same 
as it was years ago. The food, the pay, 
the quarters are better today. The tips 
are faster, the schedules tighter, the 
cargoes bigger and the passengers 
more. In this way the responsibilities 
have also grown, for seaman as well 
as master. Whatever their deficiencies, 
they are the same as those of the 
mariners of years ago. The best evidence 
of their ability is that the ships are still 
moving. 

x * x 


Show New Business Machines 


In the exhibit of International Busi- 
ness Machines Corp. at the National 
Business Show last month in Grand Cen- 
tral Palace, New York, was the first 
public unveiling of the IBM Electronic 
Calculator, Type 607, a triple-unit com- 
puter capable of performing and check- 
ing as many as 14,000 computing opera- 
tions a minute. Because of its increased 
computing ability and its expanded 
“memory” capacity over other commer- 
cial calculators, the 607 can handle most 
business calculations in one swift and 
accurate operation where several ma- 
chine operations previously have been 
required, 

The IBM’s new Typewriter Tape 
Punch and its companion Tape-to-Card 
Punch also were shown publicly for the 
first time. The demonstration of these 
advanced units featured the writing of 
complex invoices. 

A public utility billing operation was 
demonstrated on the company’s new 
Accumulating Reproducer, which now 
combines in one unit accounting func- 
tions hitherto requiring several ma- 
chines. In the demonstration, the ma- 
chine will accumulate gas, water and 
electricity credits and debits, as well as 
amounts due for merchandise. The total 
amount due is punched into a postcard 
bill. 

Other accounting machine demonstra- 
tions included the preparation of a gen- 
eral ledger, payroll register, payroll 
check and stub, as well as a_ billing 
operation, on the Type 407 accounting 
machine. The Type 407 lists 150 lines of 
information a minute from IBM cards 
or accumulates information from IBM 
cards at the rate of 150 cards a minute. 

Also on view was the IBM Card Punch 
equipped with a self-checking number 
device, This device makes possible the 
simultaneous card punching and verify- 


ing of a number of any length by the 
use of a “check digit” which is added 
to the number. 

The Remington Rand Co. is showing 
a new electronic device called “Speed 
Tally.” Housed in a small cabinet, about 
seven feet long and six feet high, with 
ten keyboard devices that look like add- 
ing machines and feed information into 
the system, Speed Tally receives inven- 
tory items through the keyboards, and 
within four-tenths of a second it has 
added the new item to the existing total 
in its proper catalogue classification and 
registered the new total. It can handle 
13,000 items in each three categories. 


* * * 


Join N. Y. Chamber of Commerce 


Insurance men who are newly elected 
members of Chamber of Commerce of 
State of New York are J. A. Munro, 
president, Prudential Insurance Co. of 
Great Britain; James R. Hillas, manager, 
metropolitan bond department, Fidelity 
& Casualty; Richard N. McFadden, man- 
ager, Prudential Insurance Co. of Amer- 
ica; Lyman L. Loveland, Jr., Seaboard 
branch, New York Life. 


* * * 
Standard Accident Choral Group 


The Standard Singers, a choral group 
sponsored by Standard Accident of De- 
troit and its affiliate, the Planet Insur- 
ance Co., will open their fourth consecu- 
tive season with two holiday perform- 
ances. The group will sing at two em- 
ploye functions, the Thanksgiving party 
of the Standard Ten-Year Club, Novem- 
ber 4, and again in December for the 
employes’ annual Christmas party. 

Organized in 1950 the choral group is 
composed of 35 Standard-Planet home 
office employes. Present officers of the 
Standard Singers group are Burns 
Ridgeway, president; John Elder, vice 
president; Mary Gray, secretary; Bert 
Eyre, treasurer, and Florence Wilson, 
librarian. Harold Koch is director and 
Maureen Brennan accompanist. Weekly 
rehearsals now underway indicate this 
season may well be the most successful 
so far. 

The Standard Singers have regularly 
been invited by the Detroit Council of 
Churches to participate in several of the 
noon-day Lenten services each spring. 


* * * 


Fortune’s Article on Biggest 
Industrial Fire 


The Octeber issue of Fortune prints 
a long article on the General Motors $35 
million transmission factory fire where 
there was a coverage of $28-million in- 
surance. It leads with this paragraph: 

“General Motors’ $35-million transmis- 
sion factory, made of brick, steel and 
glass, was the factory that couldn’t burn. 
After the burning, industri: ilists every- 
where were asking anxious questions of 
their staff. How well protected were key 
plants in their production systems—and 
what did protection mean it. 2 thing 
like this could happen in the country’s 
No. 1 manufacturer in one of its newest 
and most modern factories ? 

“Not all the answers are in yet. But 
industrialists and underwriters may dis- 
cover many fire prevention lessons that 
can be applied immediately by studying 
this uniquely comprehensive — report, 
which follows the absorbing drama of 
the fire from its start at 3:50 p.m. on 
August 12 until the flames died at 4 
a.m. the next day. Equally dramatic is 
the story of G.M.’s race to get back 
to full production in a little more than 
four months from the day of the biggest 
industrial fire ever.” 


* * * 
Jobless Pay Tax for Servants 


A man’s home may well be his castle, 
but when that castle is staffed by at 
least four persons it’s also a place of 
employment and unemployment insur- 
ance taxes must be paid for the house- 
hold personnel. 

This reminder from Milton O. Loysen, 
executive director, New York State 








HERBERT J. STACK 


Labor Department’s division of employ- 
ment, comes because the division was 
compelled recently to assess one em- 
ployer $500 for six years of back taxes 
and interest he didn’t know he owed 
The law allows no compromise of back 
taxes. 

Mr. Loysen offered this clarifying 
note: “If in New York State you em- 
ploy four or more persons in your home 
or homes on 15 days in a calendar year, 
you become liable for unemployment in- 
surance taxes as of the first of those 
15 days. Liability continues until a full 
calendar year has elapsed without em- 
ployment of four persons on 15 days, 
and formal permission to cease tax pay- 
ments has been secured.” 


* * * 


Hartford’s Blood Donors Honored 
by President 


The 34 home office staff members who 
comprise the Two Hartfords’ Gallon Club 
were cited October 14 by their employers, 
the Hartford Fire and the Hartford 
cident & Indemnity. 
atic of blood donations totaling eight or 


Gold pins emblem- 


more pints to the American Red Cross 
and hospitals, were presented to Gallon 
Club members by Wilson C. Jainsen, 
president of the Hartford Accident, on 
behalf of both companies 

Hartfords’ blood 
donors received congratulations from 
Charles T. Van Vliet, 
Two Hartfords’ Blood Bank committee 


Top-ranking Two 
director of the 


They are Henry G. Roessler, Ralph G 
Adcock, Catherine Mann, Mabel Hughes 
and Ralph B. Lamenzo. 

Gallon Club 
D’Amato, 


Cecilia 


Other Two Hartfords’ 
members are Archangelo 
Daniel Devine, W. F. 
Anderson, W. T. Bissell, Katherine Gal 
lagher, Arthur W. 


Downs, 


Gregory, Jr. Ed 
Madigan, Stephen R. Phillmore, Joseph 
S. Stickney, Walter Bilecki, Oscar An 
derson, J. L. Barter, A. J. Bedlow, Jack 
Cheney, Barbara Clark, Gertrude D. Con- 
roy, George W. Davis, Ray H. Dexter, 
Millard Fillmore, E. W. Ginn, A. A. 
Hansen, Paul C. Leining, Richard Mc- 
Gann, Myran A. Snell, Andrew C. Sturm, 
Harry V. Williams, Margaret Dame and 
William S. Hood. 

Assisting Mr. Van Vliet as members 
of the Two Hartfords’ Blood Bank com- 
mittee are Tom Ritchie, Pau! Rucci, 
Mary Crane, Mrs. C. D. Erskine, Miss 
Pat Williams, Ralph  B. 
Richard Baldauf, Claire Cardines, 


Mack and William S. Hood. 


Lamenzo, 
Bertha 
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Jefferson of New York 
Enlarges Its Capital 


TO ENTER NEW STATES IN 1954 


Increases Approved by Stockholders and 
Directors Give Company Combined 
Capital-Surplus of $1,600,000 


The stockholders and board of direct- 
Insurance Co. of 
meetings 


ors of the Jefferson 
New York at their October 
authorized an increase in the company’s 
paid-in capital from $500,000 to $700,000, 
contribution to the 


These additional au- 


and an additional 
surplus of $280,000. 





Matar 
MAX WOLLNER 
thorizations have increased the capital 
and surplus of the Jefferson to approxi- 
mately $1,600,000. 

Since commencing business on June 15, 
1950, the Jefferson has specialized in 
ocean marine direct business and fire re- 
insurance. In 1952 its total premiums 


produced in these lines were $645,970 of 
which $387,351 was the net retained. 

As part of its 1954 program of activity 
the company plans to enter a number of 
additional states—now being licensed 
only in New York—and also contem- 
plates the writing of inland marine busi- 
ness. 

The Jefferson has 
gressively conservative attitude in the 
development of ocean marine business 
and with complete cooperation with the 
American marine market. Max Wollner 
is the board chairman and treasurer of 
the company and is an internationally 
known executive who has had many 
years’ experience both in Europe and in 
the United States. Associated with him 
are James Mather and Philip H. Colgan, 
respectively president and vice president 
of the Jefferson. 

Mr. Mather’s entire career has been 
spent in the ocean marine field, serving 
the Phoenix-London Group and Norwich 
Union Fire in executive capacities prior 
to joining the Jefferson. Mr. Colgan was 
associated for 17 years wtih Appleton & 
Cox in its underwriting department and 
later was with the American Interna- 
tional Marine Agency, New York, as as- 
sistant to the president. 


maintained a pro- 


Political Rate-Making 
Scored by H. S. Moser 


IN TALK TO GENERAL BROKERS 


Cites Mass. Experience Under Compul- 
sory Law; Restrictive Market Seen 
If New York Enacts Legislation 


Henry S. Moser, vice president and 
general counsel, Allstate Insurance Co., 
minced no words in expressing his views 
in opposition to compulsory automobile 
insurance legislation at the annual dinner 
October 28 of the General Insurance 
Brokers’ Association at Hotel Astor, 
New York. Many of those who heard his 
address felt that one of his strongest 
points was that “such legislation in- 
evitably leads to political rate- making.” 

Giving the Massachusetts experience 
as an example to prove his point, Mr. 
Moser emphasized that political pressure 
on rates in that state has been constant 
and unrelenting. He brought out: 

“If the Massachusetts rate hearings 
this year had been televised, and if the 
New York legislature had been privileged 
to see that disgraceful performance; if 
the legislature had been exposed to days 
and weeks of Massahcusetts headlines 
and the many columns of recitation of 
political hogwash, and if they had heard 
the suggestion made in open hearing by 
politicians—that Governor Herter and 
Commissioner of Insurance Humphrey 
should be impeached, I am convinced 
that they would make short shrift of any 
compulsory bill in the Empire State. 

“Do you know what the fight was 
about in Massachusetts this year? In 
addition to the over-all rate structure, it 
centered about the audacious suggestion 
that the youthful drivers be required to 
pay a rate more commensurate with their 
loss experience, and that the rates for 
adult drivers be correspondingly re- 
duced.” 


Answers “It Can’t Happen Here” 
Argument 


In response to the proponents of the 
compulsory law who say, “It can’t hap- 
pen here,” Mr. Moser asked: “Tf 9% 
of the cars have been insured in Massa- 
chusetts during the last few years, why 
has political pressure in that state al- 
ways been present, constant and unre- 
lenting?” In his opinion the answer to 
this question is that “it is not the per- 
centage of insured cars (such as the 
96% insured in New York) that accounts 
for the presence or absence of political 

(Continoed on Page 33) 


Seymour Urges Better 
Fire Rating Methods 


CITES COMPETITORS’ INROADS 
NAIA President Feels More Accurate 
Rating Would Not Leave Margin for 
Cut Rating by Some Insurers 


Leadership in this country is fast being 
taken away from bureau insurance com- 
panies as a result of inadequate rate re- 
search. This was the opinion voiced by 
President E. J. Seymour of the National 
Association of Insurance Agents in a 
talk before the Pacific Fire Rating Bu- 
reau, at Phoenix, Ariz. He added that 
it is possible that this is caused by the 
companies’ desire to make their rating 
bureau operations simple and economi- 
cal. “Yet I do know that independents 
usually take up their study of rates and 
experience where the rating bureaus 
leave off.’ 

Mr. Seymour pointed out that with the 
knowledge of what your competitor can 
do, it takes but little ability “to raid 
the most profitable classes” and write 
the better risks at less than bureau 
rates, and still make more than average 
profits. Although he agreed that this 
practice can never be eliminated, he as- 
serted that better rating methods which 
produce rates which accurately reflect 
the hazard and the experience, can re- 
duce such practices to a point where it 
will be inconsequential. 

“T firmly believe that rating bureaus 
can do this job,” Mr. Seymour stated, 
adding that they have the benefit of 
much more information accumulated 
from many sources. 


Research Necessary 


He went on to say that with new 
electronic equipment, much more infor- 
mation may be available in the future. 
The combined experience of bureau com- 
panies should put them in a better posi- 
tion to make accurate rates than any in- 
dependent. 

“However,” he said, “this cannot be 
done on the basis of spending the mini- 
mum and eliminating research. On the 
contrary it seems to me that it is a false 
economy to produce rates which can be 
used by many non-bureau members to 
skim the cream and leave the bureau 
members the thin whey on which to 
survive. As the condition exists today, 
highly selective underwriting becomes 
ever more attractive.” 

Mr. Seymour questioned whether too 
highly selective underwriting was in the 
public interest. Aliso, he granted that in 
most states both agency companies and 
direct writers follow this practice and 
depend upon higher commissions’ or 
lower costs to get the business. 

He predicted that state funds would be 
the answer if companies which have 
sought to write a general class of busi- 
ness find that because of unrealistic rates 
they cannot compete for preferred busi- 
ness and cannot write remainder at profit. 
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To Receive Plaque for 
Outstanding Service 





Joseph Merante 


A. MERANTE 


CHARLES 


Brooklyn’s top insurance award will 
be presented this year by the Brooklyn 
Insurance Brokers Association to one 
of its own members, Charles A. Merante, 
a past president who served from 1948 to 
1950. Max Klotz, chairman of the asso- 
ciation’s selection committee, states that 
the award will be made at the forth- 
coming dinner-dance next Thursday eve- 
ning, November 12, at the Hotel St. 
George. This award goes to Mr. Meran- 
te for “outstanding service for many 
years without proper acknowledgment 
from those who have directly benefitted 
from this service.’ 

Presentation of the award will be 
made by New York State Senator Mario 
DeOptatis. Mr. Merante has been in 
insurance since 1919 and has had offices 
at 6817 Bay Parkway, Brooklyn, since 
1927. He is now president of the Bay 
Parkway Board of Trade and the Boro- 
Wide Property Owners Association. 


Brokers’ Forum to Discuss 
BI Forms on November 18 


Business interruption forms and rules 
will be the subject of the November 
forum of the Greater New York Insur- 
ance Brokers’ Association, it was an- 
nounced this week by Armand Lowell, 
chairman of the associations’ forum com- 
mittee. 

To be held on Wednesday evening, 
November 18, in the New England Room 
of the Hotel Prince George, the forum 
will be addressed by Kingsley Van Wag- 
ner, assistant manager of the Home’s 
metropolitan department, and by Jerome 
S. Miller, president of the Greater New 
York Brokers’ Association. 

In addition to covering forms and 
rules, the speakers will discuss their ap- 
plication to specific risks; methods of 
company acceptance and "selling ideas. 
The meeting will start at 8:00 P.M. 
There will be a question and answer 
period following presentations of the 
speakers. 


Northern Insurance 
Plans Stock Dividend 


The Northern of New York announces 
that directors have proposed a_ stock 
dividend of 10%, subject to approval by 
stockholders at the annual meeting on 
February 1, 1954. Proposed distribution, 
if approved at the rate of one share for 
each ten held, will also be made in Feb- 
ruary. The company anticipates that a 
dividend at the present annual rate of 
$2.50 a share will be continued on the 
increased number of shares. 
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Auto Rate Revisions 
Filed in Maryland 


AN INCREASE OF ABOUT $540,000 





Comprehensive Rates Up Around 3% and 
Collision Rates Up 7%; New Col- 
lision Rating Plan Adopted 





Revisions in rates and rules have been 
filed in Maryland by the National Auto- 
mobile Underwriters Association on be- 
half of its member and subscriber com- 
panies and approved by Charles S. Jack- 
son, Commissioner of Insurance, for use 
effective November 9. The new rates and 
premiums for automobile material dam- 
age coverages result in an estimated an- 
nual increase of about $540,000. 

Private passenger automobile fire and 
theft and comprehensive rates have been 
increased with a net change for the en- 
tire state approximating an increase of 
3%. 

Private passenger collision premiums 
have been increased and the over-all ef- 
fect for the entire state is an increase of 
approximately 7%. This revision incor- 
porates a change in the age group classi- 
fications which have been realigned so 
that there will be minor additional 
changes in individual premiums. 


New Collision Rate Plan 


In addition to the above changes a new 
private passenger automobile collision 
rating plan has been adopted. The pres- 
ent two classes for private passenger 
automobile collision rating have been in- 
creased to three classes by subdividing 
Class 2 into a new Class 3 and a Class 
3; the new Class 2 being business and 
non-business use—operator under age 
25; while Class 3 is business and non- 
business use, individually owned—no op- 
erator under age 25, or private passenger 
automobiles owned by corporations, co- 
partnerships or by unincorporated asso- 
ciations. 

Collision premiums for Class 1 are re- 
duced by approximately 11%; collision 
premiums for the new Class 2 are in- 
creased by 15%; and collision premiums 
for Class 3 remain the same as for the 
present Class 2—in other words, are un- 
changed. These changes are justified by 
the collision experience. 

Commercial local hauling fire and 
theft and comprehensive rates have been 
changed which will produce an estimated 
premium reduction of approximately 
10%. Commercial local hauling collision 
premiums have been reduced about 10% 
because of favorable experience. A new 
“light commercial” classification for com- 
mercial vehicles with a load capacity of 
1,500 pounds or less has been established 
entitling risks of this type to local haul- 
ing rates and premiums regardless of 
the distance of operation. 

Commercial intermediate and long dis- 
tance hauling automobile fire and theft 
and comprehensive rates have been 
changed to produce an estimated pre- 
mium reduction of approximately 25%. 
Some increases and decreases have been 
made in commercial intermediate and 
long distance hauling collision but the 
total premium income for these cover- 
ages is affected only slightly. 





Jaffe Agency, N. Y., Issuing 


News Bulletin for Brokers 
Jaffe Agency, Inc., 45 John Street, 
New York City, has launched a new 
monthly bulletin called “Points and 
Viewpoints,” which will be devoted to 
matters of interest to the insurance 
broker. 

By way of introduction the first issue 
states the new publication will strive to 
be helpful, informative and informal. 
““Points’ will be concise items of gen- 
eral interest including recent develop- 
ments, trends and the like; up-to-date 
information for the busy broker. ” “ “View- 
points’” will be ideas coming from the 
Jaffe Agency itself covering selling hints, 
Promotional ideas, answers to technical 
questions, etc. The bulletin will be sent 
to all who are interested. 


Insurance Club of Pittsburgh 
Elects Officers at Annual Meeting 





The 28th annual meeting of the Insur- 
ance Club of Pittsburgh was held Octo- 
ber 26 in the Sheraton Hotel. The newly 
elected official family was inducted into 
office at the banquet by Artemas C. Les- 
lie, Insurance Commissioner. Ralph H. 
Alexander, Deputy Commissioner, pre- 
sented a gift on behalf of the insurance 
club to Horace T. Cator, retiring presi- 
dent. 

David H. Blayney was installed as the 
club’s new president. He is secretary of 
the Clarence V. Watkins Co. Succeeding 
Frank W. Wentworth to the vice presi- 
dency was William MacLean, vice presi- 


Associated Photographer 
Right to left are William MacLean, vice president; Robert A. Beck, secretary; 
David H. Blayney, president, and J. E. Hartmann, treasurer. 


dent, National Union Companies. 

Robert A. Beck, partner, John G. Beck 
Agency, was reelected secretary. J. 
Hartmann, partner, Patterson Insurance 
Agency, became treasurer, succeeding 
Walter H. Bendick. 

Elected directors to serve until Octo- 
ber, 1956, were Paul C. Cost, Sr., Indus- 
trial Appraisal Co.; Hayes W. Goetze, 
U. S. Fidelty & Guaranty; Homer P. 
Kinast, Hoover & Diggs Co.; James BR. 
Langhart, Langhart, Daelhousen & May; 
Robert Reynolds, Ocean Accident & 
Guarantee; Gordon C. Waters, Agricul- 
tural. 





NEW STEVENS PLAN ISSUED 





Banks May Finance Term Fire Policies 
at Same Charges as Under Install- 
ment Premium Risks 

A new plan, by which banks, nation- 
wide, may finance term fire insurance 
premiums at the same charge to insureds 
as is presently made under the install- 
ment premium endorsement (78% of an- 
nual premium), has been created by 
Allan C. Stevens of White Plains, N. Y., 
originator of the Stevens Plan. 

Under the new plan, using a $400 five- 
year premium as an illustration, an in- 
sured pays the bank $100, the annual 
premium, and signs a special form of 
note, payable to the bank, for $300, and 
thereafter makes four annual payments 
to the bank of $78 each, the same pay- 
ment as would be made if the install- 
ment premium endorsement were at- 
tached to the policy. The additional $12 
charge for four annual installments is 
equal to 1.60% interest. 

Inasmuch as the full premium, less the 
agent’s commission, invested at 2%% 
(interest compounded annually) will 
vield $37.84 in this example, the insur- 
ance company, when receiving the $400 
directly from the bank, accepts a dis- 
count of 3% of the premium from the 
bank, which then receives $12 from the 
insurance company in addition to the 
$12 it receives from the insured. This 
total of $24 yields approximately 3.50% 
interest on the loan as illustrated. 

Some banks may not consider 3.50% 
interest adequate for these loans, par- 
ticularly the smaller loans. Therefore, 
agents may be required to pay their lo- 
cal banks a service charge of 1% of the 
premium with a minimum of $4 for five- 
year policies and $2 for three-year poli- 
cies. This service charge of $4 (1% of 
$400), in this example will yield approxi- 
mately 4.20% interest to the bank for 
premiums of $400 or more. 

All premiums financed under this new 
plan would be paid directly to insurance 
companies by the banks. The insurance 
agents to receive full commission, would 
include the full premiums in the monthly 


Massachusetts Brokers 
Elect Gove President 


At the annual meeting in Boston of 
the Insurance Brokers Association of 
Massachusetts Herbert L. Gove was 
elected president succeeding Fred H. 
Hitchcock, president for two vears. Mer 
lin J. Ladd. Lawrence P. Damon and 
William C. Field were elected vice presi- 
dents, and Charles H. Weever, Jr., treas- 
urer. Elected to the executive committee 
were Fred H. Hitchcock, J. Lawrence 
Kellv, Thomas M. O’Neil. Robert T. 
Rawley and Harriman A. Reardon. Ex- 
Governor Harold G. Hoffman and Sena- 
tor Silvio O. Conte of Pittsfield, chair- 
man of the Massachusetts Legislative 
Committee on Insurance, were guest 
speakers at the luncheon. 


Benjamin B. Weaver Dies 

Benjamin Blount Weaver, New York 
insurance executive, died in a hospital 
at Lynchburg, Va., on November 4, after 
a brief illness. He was 65 years old. A 
resident of Bronxville, N. Y.. Mr. Weaver 
had been a patient in the hospital since 
October 27. 

He was assistant United States man- 
ager of the Pearl Assurance and vice 
president of the Etreka-Security Fire 
and Marine of New York. 





account to each i insurance company. and 
then deduct the full premiums from the 
balance due the company in that account. 

Since this new plan, as stated. is an 
alternate to the installment premium en- 
dorsement, it will only be available to 
banks in those states where the use of 
this endorsement is permitted. In the 
event State Insurance Departments with- 
draw this endorsement, this new plan 
will likewise be withdrawn from those 
states. 

This new plan has been made available 
to agents of the Great Eastern Fire, of 
which Mr. Stevens is president, and 
Great Eastern term premiums may now 
be financed under this new plan through 
the County Trust Co. of White Plains. 

































GOOD POLICY 


...to continue “‘going to 
school”’ all your life— 
through reading, attending 
association meetings, ex- 
changing information. No- 
body ever lived long enough 
to learn all there is to know 
about the complex, ever- 
changing insurance business! 



















One of a series of Helpful Hints 
from Successful Agents. Watch 
this column for more. 












and it’s a 
GOOD POLICY 
that bears this seal 
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nancial stability, nationally- 
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Cites Industrial Fire 
Protection Weaknesses 


FAILURE TO SUBDIVIDE AREAS 


Babcock of NFPA also Lists Partial 
Sprinkler Protection, Lack of Dip 
Tanks Protection, Fire Brigades 
There was nothing particularly new 
about factors responsible for the multi- 
million General Motors fire in August, 
according to Chester I. Babcock, mana 
ger of the fire record department of the 

National Fire Protection Association. 

The fire protection weaknesses that 
contributed to the destruction of the 
huge Livonia, Mich., transmission plant 
are well known. “Similar experience has 
shown up year after year,” he said in 
a report on the General Motors fire de 
livered to the opening session of the 
National Fire Protection Association’s 
regional conference at the Sheraton- 
Biltmore Hotel in Providence, R. I., Oc 
tober 29. 

Enumerating the principal fire protec- 
tion weaknesses that combined to cause 
the General Motors fire, Mr. Babcock 
cited examples of the same weaknesses 
in large loss industrial fires of last year: 





Excessive Fire Areas 

Like the 34-acre GM plant, failure to 
subdivide excessive fire area in a news- 
paper plant near Longview, Wash., re- 
sulted in that plant’s $1,800,000 total loss 
by fire in 1952. 

Partial sprinkler protection—less than 
20% in the GM plant—was the factor in 
the $300,000 fire in a Bloomington, IIL, 
mattress factory. “Two areas of the fac- 
tory were sprinklered, but unfortunately 
the fire did not start in either one of 
them,” Mr. Babcock added 

Incomplete protection of dip tanks con- 
taining flammable liquids—the GM fire 
started in an unprotected drip pan—was 
the cause of a $384,000 fire at a brass 
foundry in Oakland, Calif., last year. 

The hazard of steel construction with- 
out fire-resistive protection was pro- 
phetically demonstrated by a $2,500,000 
fire in another Livonia automobile plant 
(not GM) under construction early in 
1952. 

“Use of an oxy-acetylene torch under 
unsafe conditions is about fifth in order 
of importance of the factors” in the 
General Motors fire, he told the confer- 
ence. “And four fires last vear, each in- 
volving a loss of at least $250,000, were 
caused by sparks from cutting or welding 
torches.” 

Industrial Fire Brigade 

Lack of a properly trained industrial 
fire brigade hurt at Livonia; and it was 
also largely responsible for a $275,000 
fire at Keyport, N a in 1952. 

Delayed fire department notification— 
as occurred at the Livonia disaster—put 
a school fire in Elwyn, Pennsylvania, on 
record as one of the largest of 1952. 

Mr. Babcock stressed to the confer- 
ence that the General Motors fire should 
be viewed as “conclusive evidence that 
the NFPA and all others schooled in 
fire behavior and its control have not 
to date presented a convincing case for 
fire protection to those in industry in a 
position to put sound fire protection en- 
gineering principles into action. He 
added: 

“T urge industry to decentralize and 
subdivide its vital processes. I urge fire 
protection engineers to point out the 
vulnerability of vital processes housed in 
large-area buildings. I urge architects 
and building officials to re-evaluate their 
concept of wise and efficient building 
construction in the light of national se- 
curity. 

“And T urge fire department officials 
to explain frankly to plant officials the 
limitations of public fire departments 
when confronted with large-area fires. If 
we will all work together toward the 
elimination of the ‘all eggs in one basket’ 
policv of production,” he concluded, “we 
“ill help to shore up a serious weakness 
im our national security and at the same 
time strengthen industrial fire protection 
for peacetime.” 


MICH. AUTO RATE CHANGES 


Physical Damage Premium Revision to 
Bring Estimated Savings to Policy- 
holders of $483,000 Annually 

Revised rates and rules have been filed 
by the National Automobile Underwrit- 
ers Association on behalf of its member 
and subscriber companies and approved 
effective November 2, in Michigan. The 
changes result in an estimated annual 
savings to Michigan policyholders of 
$483,000. 

Changes are confined primarily to the 
private passenger automobile section of 
the manual. The private passenger $100 
deductible collision premiums have been 
reduced resulting in a premium revenue 
decrease of approximately 04%4% and 
would bring about some reduction in 
higher deductible forms of collision cov- 
erage. 

In addition, a revision in the present 
private passenger automobile collision 
classification rating plan is incorporated. 
The present two classes have been in- 
creased to three by subdividing Class 2 
into a new Class 2 and a Class 3; the 
new Class 2 being business and non- 
business use—operator under age 25; 
while Class 3 is business and non- 
business use, individually-owned—no op- 
erator under age 25, or private passenger 
automobiles owned by corporations, co- 
partnerships or by unincorporated asso- 
ciations. 

Where the level of collision premiums 
in a territory remains unchanged the 
premiums for Class 1 are reduced ap- 





American Opens Field 
Office in Erie, Pa. 


In order to provide increased field 
facilities for agents in northwest Penn- 
sylvania, the American Insurance Co. 
has opened a new field office in the G. 
Daniel Baldwin Building in Erie, with 
Special Agent Raymond D. Beard in 
charge. 

Mr Beard, a native of Harrisburg and 
a graduate of the University of Mary- 
land, has had both field and agency ex- 
perience. He served with the United 
States Navy during World War II. Prior 
to his appointment to the field, he was 
employed in various departments at the 
American’s home office in Newark, N. J. 


proximately 11%; the premiums for the 
new Class 2 are increased by 15%; and 
the premiums for Class 3 remain the 
same as for the present Class 2—in other 
words, they are unchanged. Where the 
level of collision premiums in a territory 
has been altered, such changes are in 
addition to those brought about by the 
revised collision classification plan. 

The commercial section of the automo- 
bile manual is unchanged. In addition to 
these revisions, other minor rate and rule 
changes have been approved by the In- 
surance Department. Included in these 
changes are reductions in the premiums 
for towing and labor costs and for gar- 
age keepers legal liability. 





You can profit by doing 
business with Pearl- 
American. Get to know 
Pearl-American. It pays 
off. 


Behind every Pearl- 
American Broker and 
Agent are the facilities of 
one of the world’s great 
companies, ample assur- 
ance of close support... 
the kind of cooperation 
that helps you make 
more money, 








TO SURVEY THE BENEFITS YOU GET... 





|MERICAN 


Look the field over. 
Discover the ad- 
vantages to you of 
placing your 

. business with 

4 ene company 
or another. 

then COMPARE! 


The security and 
protection of your 
clients depends on 
the company affili- 
ations you make. 
" Joining Pearl-Ameri- 
#1 canidentifies youas the 
progressive guardian 
of your clients’ inter- 
ests. Your reputation 
and earnings depend 
on how well you serve. 
Pearl-American’‘s fast, 
accurate information 
and technical support 
helps you to better 
serve your clients’ and 
your own best inter- 
ests. 
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INSURANCE GROUP 


‘PEARL ASSURANCE COMPANY, 
tTD. 


EUREKA SECURITY FIRE 
& MARINE INSURANCE CO. 


HOME OFFICE: .» RECTOR ST. 
New York 6, N. Y. 

CLEVELAND: 320 Bulkle: — 
PHILADELPHIA: 330 Walnut St. 
SAN FRANCISCO: 369 Pine St. 
NEW YORK: 85 John S:. 
CINCINNATI: 1423-24 Carew Tower 
CHICAGO; 175 W, Jackson Blvd. 












FORESEES BUSINESS DECLINE 


New York University Dean of Business 
School Says Nation Has Not Yet 
Conquered Business Cycle 


This country has not removed the eco- 
nomic cycle and with business now run- 
ning close to 100% of capacity the next 
turn is likely to be downward, Dean G. 
Rowland Collins of the New York Uni- 
versity Schools of Business stated when 
addressing the Investment Bankers of 
America in New York City. Whether 
business activity will pause, recede or 
nosedive in the short-run future depends 
upon governmental expenditures for 
goods and services, private expenditures 
by industry and business on plant and 
equipment, and private expenditures by 
the consumer for goods and services. — 

Dean Collins feels government spending 
will drop in the year ahead and it is 
estimated private spending by industry 
and business for plant and equipment 
has begun to recede. He believes it will 
not be easy to slow the projected decline 
in spending for capital goods and the 
question is whether the decline can be 
offset by increased spending by the con- 
sumer for civilian goods and services. 

Nor will it be easy to step up consumer 
spending significantly, Dean Collins said, 
even though large purchasing power ex- 
ists. Tax reductions, standing by them- 
selves, will not necessarily guarantee a 
sharp upsurge in consumer spending. 
Much depends on the presence or ab- 
sence of effective demand creation and 
on consumer psychology. Moreover, the 
suggestion that the public should buy 
goods and services must compete with 
the desire to save. 

Dean Collins warns that “we are likely 
to see in the short-run future a decline 
in the levels of business activity” which 
might continue down to the levels of 
1950. 

“There are, I think, two things about 
which we can be sure,” concluded Dean 
Collins. “We should stop lulling our- 
selves into complacency with the idea 
that somehow we have already con- 
quered the business cycle. And we should 
stop leaning on the idea that the Fed- 
eral Government, acting alone, can hold 
up the levels of business activity and of 
full employment.” Mr. Collins sees 
long-term economic growth, interrupted 
though it may be in times of readjust- 
ment. 


Legion Post Dance at 
Hotel Roosevelt Tonight 


Insurance Post 1081 of the American 
Legion will hold its 21st annual enter- 
tainment and dance at the Hotel Roose- 
velt, Madison Avenue and 45th Street, 
New York City, this evening at 9 o'clock. 
Dancing will be to the music of Jimmy 
Lanin and his band with entertainment 
being furnished by many well known 
names in the entertainment world. 

Funds from the ball will be used for 
sending children to camp and to Boy’s 
and Girl’s State, plus the many other 
charitable and welfare works of the post. 
James S. Conway, first vice commander 
and chairman of this year’s ball commit- 
tee, expects this dance to be the largest 
in the history of the post. Howard A. 
Kochendorfer is commander. 


TYE ON AGENTS TAX PROBLEMS 

Charles W. Tye, tax counsel, Royal- 
Liverpool Insurance Group, New York, 
addressed the 54th annual conference ot 
the Massachusetts Insurance Agents at 
the Sheraton Plaza Hotel, Boston. His 
subject was agency tax problems, with 
particular emphasis on the tax status of 
commission income. Mr. Tye reviewed 
the problem of agency continuation and 
pointed out numerous tax pitfalls to be 
avoided. , 

He also gave a detailed analysis o! 
the difference between the so-called 
“income” and “purchase” rules in the 
disposition of an agency. He emphasized 
the need for carefully drafted agree- 
ments rather than the use of antiquated 
forms found in any standard form book. 
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Doubt as to Federal Air War Risk 


Insurance Program Being Available 


how ATA could have secured the im- 


Whether a Government air war risk 
insurance program is in the cards for 
the immediate future appears to be the 
subject of some confusion between the 
aviation industry and the Defense Air 
Transport Administration. 

DATA says it is currently in the midst 
of a complete new study about the mat- 
ter. The Air Transport Association, on 
the other hand, is busy 
binder forms which it thinks DATA is 
already commited to approve. 

ATA’s insurance committee met re- 
cently with DATA officials in attend- 
ance. At the meeting the association 
decided to push for two separate air war 
risk programs. The first would involve 
issuance of Government binders, which 
would become insurance when war ex- 
clusions clauses in commercial policies 
take effect. This would cover war in- 
yolving the “big four” powers. 

Basis for ATA Decision 

It is in connection with this program, 
modeled after the marine war risk pro- 
gram, already in operation, that ATA 
thinks it has a DATA commitment. 

The second program would merely call 
for a declaration by the Government 
that upon outbreak of war in other than 
sig Four areas the airlines could ask for 
immediate Government insurance on the 
grounds that the coverage is not available 
in commercial channels. 

DATA officials could not 


working up 


understand 


Holds 5,000,000 Children 
Are in Fire-Trap Schools 


More than 5,000,000 Americé in children 
attend schools that are “fire traps.” R. S. 
Edwards, president of the Edwards Co., 
Inc., Norwalk, Conn., says a fire breaks 
out during each school hour. 

Mr. Edwards addressed a joint meet- 
ing of Fire Prevention Week officials 





and members of the International Asso- 
ciation of Fire Chiefs in Los Angeles 
and presented the annual Edwards 
Award to Los Angeles Fire Captain 


Claude A. Conlin, Jr. 

The Edwards Award was created to 
recognize outstanding public service in 
the field of fire protection. Mr. Conlin 
was cited for organizing Los Angeles’ 
Junior Fire Department program in 
which 43,000 school children participate 
yearly. 

In his speech, Mr. Edwards said “We 
are building schools so they won’t fall 
down but not so that they won’t burn 
down.” Mr. Edwards, whose firm manu- 
factures electric signaling, communica- 
tion and protection devices, said there 
are 2,700 school and college fires every 
year. 

“Only an aroused public opinion can 
bring the right kind of laws requiring 
the right kind of protection and if such 
a program can be started, I believe many 
other organizations representing millions 
of citizens would add their strength to 
it, and I think many prominent. indi- 
viduals would do the same thing.” 


Albany Field Club Meets 


Gladys Putman, immediate past presi- 
dent of the Federation of New York In- 
surance Women’s Clubs, was guest 
speaker at the monthly luncheon meet- 
ing of the Albany Field Club, held in 
lack’s Restaurant, on October 19. Mrs. 
Putman chose as her subject, “Agents 
and an Office Girl’s Viewpoint.” This 
theme was developed from her own ex- 
perience and was a candid and friendly 
expression not only of the good quali- 
ties which she has observed but also of 
the minor faults which may be cor- 
rected. 








pression that a binder 
to be adopted. 

In the light of the end of the Korean 
War and the long lapse of time since the 
availability of war coverage on the com- 
mercial market was last investigated, 
DATA decided a new study was neces- 
sary. It is possible, the officials feel, that 
there have been changes in the situa- 
tion since the last Administration found 
the coverage not available. 

If the coverage is found still to be not 
available, DATA spokesmen said, then 
there would be the question of what to 
do about it. 

The aim would be an effective standby 
program, and it might be summed up as 
a determination that, in the event of 
war, no airplane would be grounded be- 
cause of inability to get war risk in- 
surance. 

The officials pointed out that, although 
there are many similarities between the 
marine war risk legislation and the law 
relation to aviation war risk insurance, 
there are also slight differences. The 
most serious difference, they said, is the 
fact that DATA has no funds on which 
to draw for a program, whereas the 
Maritime Administration did have such 
money. 

What would be the legal position if 
the agency should issue binders, war 
should break out, and claims should oc- 
cur before Congress had time to appro- 
priate the money to pay the claims? The 
officials said this question is being 
studied closely. 

DATA contends that it is not com- 
mitted to the binder form of program, 
or any other type. The study will not 
only take in the availability of commer- 
cial coverage, but will also go into which 
methods or programs would work best. 


program was sure 





Directs British Affiliate 
Of American International 


Conway Studios, Inc. 


W. W. GLASS 
The American International Under- 
writers Corp. has formed an affiliated 


3ritish company, American International 
Underwriters (London), Ltd., which will 
be under the general direction of W. W. 
Glass, vice president of the corporation. 

The new company has taken premises 
at No. 46, Moorgate, E.C. 2, which it 
will occupy when alterations have been 
completed. A. I. U. (London), Ltd. will 
represent the Hanover Fire of New York 
for all classes of business. 

G. W. Addison, W. D. Cregeen and 
R. M. Hutchins, F.C.I.1., have been ap- 
pointed assistant managers. Secretary of 
the company is R. L. Marshall, A.C.A. 
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Close to 600 Attend 
Kansas Agents’ Meeting 


Spurred on by an all-time membership 
high of 567, Kansas agents and com- 
pany registrants, totaling nearly 600, at 
their 33rd annual convention in Wichita, 
at Executive Manager Frank Dunkley’s 
first convention adopted a program of 
increased activity and usefulness. 

Public relations will be expanded 
through more educational meetings. in- 
creased public safety and fire prevention 
efforts, support of a more adequate fi- 
nancial responsibility law, further study 
of agency qualification and added effort 
of the conference committee in their 
work with the companies. 

Annual dues were increased by con- 
stitutional amendment with a minimum 
now of $25 for gross premium up to 
$25,000 and graduated to a maximum of 
$500 for $476,000 and above, giving Ex- 
ecutive Manager Dunkley, who was re- 


named, an increased budget. 
Paul H. Heins, Jr., treasurer the past 
six years, partner in the Hussey Insur- 


ance Agency, Topeka, is president-elect, 
succeeding Robert S. Charlton, the new 
president who, took over from Wm. 
Kline of the Kline Agency, Hutchinson, 
who goes on the executive committee. 
Charles G. Blakely, III, Blakely Co., To- 
peka, was named treasurer and Gilbert 
Henry, Kansas City, succeeds Blakely as 
secretary. 


Russell on Causes and 


Control of Farm Fires 

There are five principal causes of farm 
fires: lightning, defective chimneys and 
flues, spontaneous ignition, defective 
electrical apparatus, and matches and 
smoking. There are just two ways to 
stop farm fires: prevent them from start- 
ing, and if they start, try to control 
them. 

Knowing the causes and better edu- 
cated in prevention and protection, farm 
people have substantially cut the num- 
ber of farm fires and also their serious- 
ness compared with the totals of 30 years 
ago, Howard S. Russell of Wayland. 
Mass.. told the session of the National 
Fire Protection Association’s “Fire Prob- 
lem” conference at the Sheraton-Bilt- 
more Hotel in Providence. R. I. 

A farmer and a farm fire safety ex- 
pert of 30 years’ standing, Mr. Russell 
also is a member of the Massachusetts 
state legislature and manager of the Mu- 
tual Farm Underwriters of Waltham, 
Mass. 

Credit for an improving rural fire 
safety record, Mr. Russell told the con- 
ference, is largely due to the widespread 
and steady program of preventative pub- 
licity and to research and physical in- 
spection for hazards by farm organiza- 
tions, insurance companies and many 
public agencies. 


BUETOW SPECIAL IN MICH. 

Howard E. Buetow has been ap: 
pointed special agent in western Michi 

gan for the National of Hartford Group 
Prisca to joining the group, Mr. Buetow 
was employed by the Illinois Inspection 
Bureau in Chicago for three years as an 
inspector. He will have headquarters 
in the National’s Lansing office, located 
in the Olds Tower Building. 
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Cleveland Board Holds Rules Are In 
Public Interest, Do Not Violate Law 


The Insurance Board of Cleveland, the 
local agents’ organization, has issued a 
statement in reply to Federal allegations 
of violation of anti-trust statutes, holding 
that rules of the board are “strongly in 
the interest of the insurance buying 
public.” The Cleveland Board statement 
to members follows: 

“A motion for summary judgment is 
by no means an unusual method of rais- 
ing the issue to test the legal validity of 
the rules of trade organizations such 
as those of the Insurance Board of 
Cleveland. Such means are provided by 
the Federal Rules of Civil Procedure and 
are frequently employed when there is 
no substantial factual issue as to whether 
the trade organization is employing and 
enforcing such rules. 

“The motion should in no sense be 
considered as forecasting any ruling by 
the court. In fact, the motion has not 
had the attention of the court and will 
not be considered by it until both sides 
have presented their views. 

“In many cases it has been found de- 
sirable and convenient by all parties to 


Justice Department Allegations 


The Federal Justice Department has 
filed in Cleveland, O., motion for sum- 
mary judgment in its anti-trust suits 
against the Insurance Board of Cleve- 
land, which is the local agents’ associa- 
tion. This was reported in these columns 
recently together with a summary of 
the charges against the board. The board 
denies that its rules violate anti-trust 
laws and has been fighting the allega- 
tions of the Justice Department. Fur- 
ther details of the Justice Department 
action are presented this week. 

It is known that the Justice Depart- 
ment is conducting investigations in 
other areas, with initial steps admitted 
by Department spokesmen in Baton 
Rouge, La. The Cleveland case will 
likely set the pattern for other actions. 

3asis for the Government suit lies in 
the so-called “coercion, intimidation or 
boycott” section of Public Law 15, which 
lays down conditions under which the 
Sherman Act is applicable to the insur- 
ance business regardless of state regula- 
tions. 

Government Charges 


The Government has charged that the 
local agents’ association has combined 
and conspired to restrain and monopo- 
lize the business of selling fire insurance 
in Cuyahoga County, which includes 
Cleveland, in violation of sections 1 and 
2 of the Sherman Act. 

The Justice Department moved for 
summary judgment, contending that the 
admitted facts are enough to result in 
such a judgment without the necessity 
for trial. 

The Government says that a trial 
would involve nothing but (1) proof of 
issues already admitted; or (2) proof 
of issues which the Court would not 
take into consideration upon final judg- 
ment, and as to which the Court would 
be justified in denying the admissibility 





Bender Vice President 
Of Nelson & Ward Co. 


Harvey B. Nelson, Sr., president of 
Nelson & Ward Co. of Jersey City, N. J., 
announces election of Edward R. Bender 
as vice president. Mr. Bender, who 
joined the firm in 1952, has had exten- 
sive experience in the insurance field. 
Prior to his association with Nelson & 
Ward Co., he represented the Employers 
Group of Boston as agency superintend- 
ent for the 11 northern counties of New 
Jersey. During World War II, Mr. Ben- 
der served in the European Theatre, first 
in the amphibious forces and later in the 
Inspector General’s department. 

Mr. Bender, who was born in New 
York City, is now a resident of Dumont, 
J. He attended Fordham University 
and is a member of the Elks, Kiwanis 
and the New Jersey Association of In- 
surance Agents. He is an authority on 
special hazards and commercial insurance 
problems and in his new capacity he will 
act as consultant to general industry in 
northern New Jersey. 


Z 


present the legal question to the court 
in this manner without the necessity for 
a long and expensive trial on the facts. 

“No hasty action by the court should 
be anticipated and ample time will be 
permitted by the court for the board to 
present its views and its reasons for be- 
lieving that the board’s rules are in the 
public interest and are not in violation of 
the Sherman Act. 

“The board and its counsel are present- 
ly giving attention to the means of pre- 
senting its views to the court, and it is 
expected that some considerable time will 
elapse before the court will have full 
presentation of the reasons justifying the 
board’s rules and a still further time 
will elapse before the court will have 
opportunity, after careful study, to con- 
sider and decide whether these rules in 
any way contravene the Sherman Act. 

“The board is confident that the rules 
under attack are strongly in the interest 
of the insurance buying public and is 
likewise confident that its views in the 
matter will have careful study by the 
court before any decision is rendered. 


Furlong Agency Manager 
Of Agency in Syracuse 


The Clark Agency, Inc., insurance 
agents in Syracuse, N. Y., since 1910, 
announce appointment of Robert J. Fur- 
long as agency manager. A newcomer to 
Syracuse he has been associated for 
several years with a large insurance 
brokerage firm in New York City. Prior 
to that, he was employed as an under- 
writer with the Continental Casualty in 
its New York office. 


Baltimore Local Board 


Reorganization Starts 
The Association of Insurance Under- 
writers of Baltimore City, Md., is re- 
organizing to take jurisdiction over all 
types of insurance other than life, credit, 
accident and health and ocean marine. 
The reorganization committee was ap- 
pointed and approved by the executive 
committtee. The members are: William 
B. Athey, Charles H. Cover, F. Addison 
Fowler, Joseph C. Hlavin, Robert J. 
Thome, Alva P. Weaver and President 
Frank A. Doyle, ex-officio, of the execu- 
tive committee; Ralph G. Bittle, F. Dew 
Claybrook, Howard W. Jackson, Charles 
V. Simpson and Guy T. Warfield of the 
constitution, by-laws and rules committee 
and the following members at large: 
Presley D. Bowen, Harry Cohen, W. K. 
Crosby, Daniel A. Ford, Jr., Harry F. 
Klinefelter, Albert H. Michaels, J. Ross 


of evidence, 

There is no real dispute of fact on the 
issue of applicability of the Sherman 
\ct, the Government brief contends. 
Facts relating to the manner in which 
business is done and the incidents of the 
business which have a bearing upon the 
interstate commerce question are undis- 
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NEW JERSEY COMMITTEES 





Agents Association Names Personnel of 
Numerous Committees to Serve 
Until Fall of 1954 
Appointment of committees for the 
1953-54 year is announced by the New 
Jersey Association of Insurance Agents, 
The committees, with their members and 

the counties they represent, follow: 

Accident prevention: Joel L. Harrison, 
Hudson County, chairman. 

Agents qualification: Charles H. Fran- 
kenbach, Union County, chairman; John 
C. Conklin, Sr., Bergen; Sol S. Holland, 
Hudson; Harry G. Mather, Mercer; Rus- 
sell E. Stevens, Essex. 

Casualty automobile and allied line: 
Roy H. MacBean, Union County, chair- 
man; Milton Grannatt, Jr., Mercer; Sol 
S. Holland, Hudson; John S. Sheiry, 
Cumberland; Russell E. Stevens, Essex; 
FE. F. Walton, Mercer; Allen H. Miller, 
sergen. 

Catastrophe: Wm. H. Paul, Camden, 
chairman. 

Educational: Emile Karan, Essex, 
chairman; Robert D. McKee, Monmouth, 

Fire and allied lines: Sol S. Holland, 
Hudson, chairman; Phillip Exton, Hun- 
terdon; Roy H. MacBean, Union; Frank 
J. Siracusa, Atlantic; Arthur L. Zimmer- 
man, Essex. 

Finance: Samuel R. Worthington, 
Camden, chairman; Henry A. Franz, 
Passaic; Arthur L. Zimmerman, Essex. 

Fire prevention: Harold L. Neumann, 
Hudson, chairman; Wm. Collier, Bur- 
lington. 

Legislative: Bertram S. _ Reitman, 
Union, chairman; Wm. Penn, Essex; Al- 
bert J. Benninger, Union; John C. Conk- 
lin, Sr., Bergen; Edgar H. Ellis, Pas- 
saic; Joseph P. Fleming, Mercer; 
Robert Hutchinson, Cumberland; Trevor 
Matthews, Camden; Stacey C. Ober- 
man, Essex. 

Membership: W. Cecil Evans, Camden, 
co-chairman; Raymond R. Kravitz, Hud- 
son. 

Publicity: John S. Sheiry, Cumberland, 
chairman; Robert W. Coburn, Passaic; 
Milton Grannatt, Jr., Mercer. 

Workmen’s compensation: Herbert L. 

3rooks, Essex, chairman; John C. Conk- 
lin, Sr., Bergen; E. F. Walton, Mercer; 
Russell E. Stevens, Essex; W. Burton 
Salisburry, Middlesex; Sol S. Holland, 
Hudson. 





O’Neill, E. Stuart Windsor and James 
A. Griffin, Jr. 

The committee met at the Emerson 
Hotel on October 5, and elected Charles 
V. Simpson to be chairman and J. Ross 
O'Neill and Charles H. Cover to be co- 
chairmen. Three sub-committees are con- 
sidering questions of stock company rep- 
resentation, the reciprocity rules and 
non-regulation of coverage, rates and 
commissions. 


Fleming Joins Insurance 


Faculty, Brooklyn College 

J. Raymond Fleming, vice president of 
White & Camby, Inc., has joined the 
instructional staff of the insurance brok- 
er’s courses given under the auspices of 
Adult Education at Brooklyn College. 
Mr. Fleming, who will teach public 
liability, has been with White & Camby, 
Inc., for 18 years and has also had con- 
siderable experience in insurance teach- 
ing. 

The course, which is under the direc- 
tion of Philip Gordis, offers complete 
preparation for the insurance broker's 
license examination. Tuition is $50 and 
registration is now going on at the Adult 
Education office, Room 1150, Boylan 
Hall, Brooklyn College, Brooklyn. 


SYRACUSE WOMEN’S COURSE 

The initial session of the fire insur- 
ance course being conducted for mem- 
bers of the Syracuse Insurance Womens 
Association was held Monday evening, 
October 26, in the offices of the New York 
Fire Insurance Rating Organization. 
Henry L. Betts, district secretary of the 
rating organization, and John Van Brunt 
of the Home Insurance Company pre- 
sented the over-all picture of “Time 
Element Insurance.” 
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Cleveland Board 


(Continued from Page 28) 


puted. Only the ultimate conclusion re- 
mains to be drawn. 

The Cleveland Board includes 452 
agents, representing 175 different stock 
companies, with the members doing 
about 85% of all the fire insurance busi- 
ness in the county with collections of 
$10,300,000 in fire premiums during 1948, 
according to the brief. 

The complaint filed in February, 1951 
charges the board with combining and 
conspiring to restrain and monopolize 
the business of selling and writing fire 
insurance, with the conspiracy embodied 
in board regulations. 

According to the Justice Department, 
the Board answer of April 5, 1951, “a 
mits all of the subsidiary facts relating 
to the nature of trade and commerce,” 
but denies the Board or its members are 
“engaged in interstate commerce or that 
the sale of fire insurance is essential to 
or affects the flow of interstate com- 
merce.” 

Agents Deny Changes 


The answer further admits the sub- 
stance of all restrictions on which the 
complaint is premised, according to the 
brief, but denies the “effects” alleged 
in the complaint and seeks to justify the 
challenged restraints. 

The complaint charges that the com- 
bination and conspiracy and attempt to 
monopolize have consisted of a continu- 
ing agreement and concert of action “to 
prevent hinder and discourage the sell- 
ing and writing of fire insurance in 
Cuyahoga County, Ohio, through outlets 
other than those of the co-conspirators 
and except on terms and conditions im- 
posed by the defendant and co-conspira- 
tors,” and lists 10 substantial terms of 
the peg noee 

The Government argues that although 
the Board answer denies these allega- 


tions. .. . “there is no genuine dispute 
of fact concerning any one of the ten 
‘substantial terms’... the admitted facts 


establish each and every term of the 
conspiracy.” 
In and Out Rule 

Justice listed among the “ten facets 
of the conspiracy aera 

1. The “In and Out Rule.” The com- 
plaint charges the Board agreed to boy- 
cott and not to represent companies 
which appoint non-board agents, and 
Justice says the answer admits to be 
eligible for membership an agent can 
represent only companies which place 
their agencies exclusively with the 
Board. 

“The impact of the I & O Rule as- 
sumes even greater significance when it 
is considered that the rule follows both 
agent and company throughout their ex- 
istence in the business . . . consequences 
of the I & O Rule are independent of 
those which flow from other provisions 
of the Board’s rules . . . it adds strength 
and ‘concerted action’ to the other regu- 
lations (of the Board), but it is itself a 
restraint . . . similarly the other regula- 
tions rely upon concerted action and are 
independently restrictive. . . .” 


Non-Intercourse Rule 


2. The “Reciprocity or Non-Inter- 
course Rule. = ae complaint charges 
that the “co-conspirators” agreed to 
boycott agents who are not members of 
the Board and the Justice Department 
argues that the Board answer admits an 
agreement to give first offer on surplus 
business to fellow Board members. The 
answer is further quoted as saying that 
if surplus business is beyond the ca- 
pacity of Board agents it may be placed 
by Board members with non-Board 
agents other than agents for mutual 
companies, 

Justice says that the exceptions are 
rigidly defined with conditions imposed 
under which such surplus business may 
be the subject of transactions between 
members and non-members. Even with 
these exceptions which have been added 
to the regulations, the brief charges, “it 
is obvious that substantial restraints are 
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still incorporated in the rule,” which 
sets up a “rigid preferential pattern” in- 
cluding absolute prohibition of exchange 
business involving relatively small lines 
of risks, and mutual agents and compa- 
nies, 


Branch Offices 


3. Agreement not to represent compa- 
nies utilizing branch offices. The com- 
plaint charges agreement to boycott and 
not to represent companies which solicit 
fire insurance directly with policyholders, 
and the answer according to Justice ad- 
mits that any agent of a company with 
a branch office in the county is barred 
from membership. This, Justice says, 
will pave the way to successful “regula- 
tion and eventual elimination” of branch 
offices in the county. 

4. Elimination of branch offices. Ac- 
cording to the brief, the answer to this 
complaint denies the charge that this 
is a Board aim “but their denial raises 
no genuine issue,” and “admitted facts” 
establish that the Board has adopted 
regulations designed to make branch 
offices unprofitable to the companies. 

5. The agreement not to represent 
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mutual companies and “dividend paying 
complaint charges 
committed to the stock company method 
of doing business and agree to boycott 
and not 3 saps other types of com- 


and Zs not hanes to promote the more 
socialized and cooperative plan of 
surance with the profit motive eliminated 
as proposed and presented” 


Deviating Companies 


for membership, 
Board rules require an agent to repre- 
sent only stock companies. i 
that the Board answer 


To be eligible 
admits the alle- 


s, and Justice argues that 
establish that the Board 
members have agreed not to represent a 
deviating company, even though the de- 
viating rates are approved by the Super- 
intendent of Insurance of f 


3oard, argues Jus- 


The purpose of the 
i to protect the public 





from unreliable insurers, but to “protect 
its members from competition.’ 

The Government contends _ ille; _ 
while the defendant objects to the Gov- 
ernment’s characterization of the re- 
straints as “boycotting,” and defends the 
practices, according to the brief. 

Says the brief, whether the character- 
ization is correct is a conclusion to be 
drawn from the admitted facts. Whether 
the alleged motives exist in fact is 
irrelevant, since the admitted restraints 
are not subject to justification under the 
law. 

Interdependence 


The facts show an “extreme degree of 
interdependence between the companies 
and agents,” and “establish the signifi- 
cance to the company of its choice of 
agents and the significance to the agent 
of his choice of companies. 

“Imposed upon the sensitive and in- 
terdependent relationship between com- 
panies and their agents are the rigid 
rules of the Insurance Board of Cleve- 
land. These rules restrict the free access 
of company to agent, of agent to com- 
pany, and of agent to agent. 

“In addition, the Board utilizes these 
restrictions so as to restrain the compa- 
nies in the exercise of their commercial 
discretion as to whether to establish 
branch offices or solicit customers di- 
rectly, or to establish ‘cut-rate’ pre- 
miums.” 

The ¢ sovernment cited the SEUA case 
as significant in showing the applicability 
of the Sherman Act to this case. The 
Supreme Court held the business of fire 
insurance, when conducted across state 
lines, is interstate commerce within the 
meaning of the Sherman Act, it was ar- 
gued. 

The SEUA case established the law 
with respect to this particular business 
in all its aspects as far as the interstate 
commerce issue is concerned, it was 
argued further. In the present case 
“parallel practices are conducted with 
the same effect upon commerce, although 
the defendant's activities might be con- 
ceptually described as ‘local.’” 

The brief said that the McCarran Act 
gat provides that after June 30, 
1948, the Sherman Act shall be applicable 
to the business of insurance to the ex- 
tent that such business is not regulated 
by state law. The act also provides spe- 
cifically that “nothing contained in this 
chapter” shall render the Sherman Act 
inapplicable to “any agreement to boy- 
cott, coerce, or intimidate, or act of 
boycott, coercion, or intimidation.” 
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Urges Fire Safety to 
Cut Industrial Losses 


LOSS POTENTIAL TREMENDOUS 





National Board Calls Sustained Preven- 
tion Program Necessary to Safe- 
guard Hazardous Operations 





In development of vital fire safety 
measures and a continuously sustained 
Sre prevention and protection program 
lie answers to today’s ever-present threat 
of fire. That, in effect, is what Mathew 
M. Braidech, research director of the 
National Board of Fire Underwriters, 
told delegates to the 41st National Safety 
Congress and Exposition of the N:z ational 
Safety Council in Chicago, pointing out 
that destruction of nearly 200 manufac- 
turing and mercantile establishments per 
day warrants greater attention to fire by 
everyone interested in the nation’s well- 
being. 

Structural Bigness 

Speaking on the topic, “New Ap- 
proaches in Safeguarding Against Fire 
and Explosion Hazards,” Mr. Braidech 
outlined present day advancements in 
fire extinguishing efficiency and empha- 
sized the need for long-range planning 
by management to meet the trend to- 
ward structural “bigness” as well as in- 
creased concentration of values to be 
safeguarded, and advised that advance 
thought be given to the problem of main- 
tenance of industrial production under 
considerations of direct military action. 

Mr. Braidech observed that the na- 
tion’s rapidly advancing technology has 
been accompanied by conditions which 
tend to multiply the risk of hazard and 
also promote the severity of fire and 
gross destruction. This, he said, has 
been brought about by extraordinary ex- 
pansion and heavier fire loading in terms 
of larger building units with greatly ex- 
panded areas and high concentration of 
costly manufacturing equipment and 
stock inventories. 

“Full gravity of the loss potential ac- 
companying our expanding industrial es- 
tablishments is not ordinarily appreci- 
ated,” Mr. Braidech declared, “and the 
cardinal importance of suitable fire pre- 
vention programs and adequate fire pro- 
tection facilities may thereby be over- 
looked.” 

A case in point, he noted, was the re- 
cent multi-million dollar fire at the 
General Motors Hydramatic Transmis- 
sion Plant, the loss of which exceeded 
$50 million—more than the total for 80 
largest industrial fires and explosions 
experienced in 1952. 

‘Such catastrophic damage should,” he 
said, “impel those in administrative and 
directive control to develop a fuller real- 
ization of the insidious nature of fires 
and explosions and their large-scale de- 
structiveness.” 

No Two Fires Are Alike 

Factors to be considered in establish- 
ing a proper perspective to fire’s de- 
structiveness are these: 

1. No two fires are alike—a thousand 
different situations of fire and explosions 
have been found involving ordinary com- 
bustible and flammable liquids and their 
vapors, gases and dusts, including pres- 
sure rupture and vacuum collapse of 
equipment. 

2. A single fire, if not quickly de- 
tected and promptly controlled or ex- 
tinguished, may destroy in a few minutes 
what will require months and years to 
restore or rebuild. 

3. The damageability of fires is not 
limited alone to burning: other equally 
serious destructive effects may be asso- 
ciated, such as smoke and water damage, 
spoilage by contamination and exposure, 
breakage due to falling debris and struc- 
tural collapse, thermal deformation and 
distortion of precision machinery, re- 
flecting a loss of man-hours of produc- 
tive effort. 


Business Interruption Losses Law 
In addition to those factors, Mr. 


Braidech added the loss of vital business 
records, engineering data, dislocation and 
transfer of skill and trained workers, 


and such indirect losses as trained work- 
ers, good-will and sales prestige in a 
competitive market, and the inconven- 
ience of rebuilding and obtaining ma- 
chinery for replacement. 

In conclusion Mr. Braidech urged that 
every attempt be made to provide, as 
far as possible, the necessary preven- 
tive and protective engineering at the 
blue-print stage to minimize and control 
the danger potentials. In addition, he 
urged greater alertness to new hazards 
and increased attention to the growing 
dimensions of the more common hazards 
of fire and the development of special 
training programs to meet situations 
presenting unusually high hazards. 

“Present day advancements in fire ex- 
tinguishing efficiency,” Mr. Braidech 
concluded, “make it readily apparent that 
there is presently a sufficiency of equip- 
ment and techniques available to provide 
adequate safeguards for practically all 
existing hazardous operations.” 


Coleman Maine Special 


For Great American 
The Great American has appointed 
Edwin B. Coleman, Jr., as special agent 
in Maine to assist Nelson P. Gamage. 
Mr. Coleman is a native of Massachu- 
setts and was formerly with the New 
England Fire Insurance Rating Asso- 
ciation handling rating and inspection 
work out of the Springfield, Mass., of- 
fice. Mr. Coleman will have headquarters 
with Mr. Gamage at 40 Exchange Street, 
Portland. 


Zeller Article 


(Continued from Page 31) 


ments on hulls, Mr. Zeller cites the prac- 
tice in the American market of keeping 
track of even minor casualties thus en- 
abling the market to be reserved ade- 
quately at all times avoiding the absence 
of the “long tail” on claims. 

Mr. Zeller devotes considerable at- 
tention to the question of country dam- 
age on cotton which subject has received 
prominence in many parts of the world 
particularly due to the problems arising 
as the aftermath of the 1951-52 season. 
While many writers on this subject have 
taken the position that underwriters are 
not liable for losses that occur before 
tke insurance attaches the American 
maiket holds firmly to the viewpoint that 
cottcn represents the exception which 
proves the rule. 

The writer points out country damage 
on American cotton has been insured in 
the American market since before the 
turn of the century and during that en- 
tire period the recognized American 
practice has been that when underwrit- 
ers insure country damage under a ma- 
rine policy they pay any resultant coun- 
try damage loss, subject, of course, to the 
customs and usage and method of settle- 
ment at the port of destination, and do 
not raise the question as to whether the 
damage occurred before the attachment 
of their insurance. 
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¥ A strong mutual company offering 
many forms of participating contracts. 


v A sound stock company with the same management ex- 
perience, writing a general business on a non-participat- 


VA year tradition of claim settlements designed to 
produce satisfied clients for both company and producer. 


¥ A consistent program of nation-wide advertising—featur- 
ing our belief that the public is best served through the 
competent, independent agent or broker. 


v 22 branch or service offices from coast to coast, adminis- 
tered through three fully-staffed divisional headquarters. 


HOME OFFICE DIVISION 
Head Office - 49 Wall Street 


New Haven ~. Newark 
Syracuse - Pittsburgh + Richmond 


MIDWEST DIVISION 
141 Jackson Boulevard 


PACIFIC DIVISION 
361 California Street - 


Business Established 1842 


THE ATLANTIC COMPANIES 


ATLANTIC MUTUAL - 
Home Office: 49 Wall Street, New York 5 


Marine, Fire and Casualty Insurance 
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25 Binders in Quarter by 
Govt. War Risk Program 


Only 25 binders were issued during 
July-September, 1953, under the Standby 
U. S. government marine war risk insur- 
ance program, according to the Maritime 
Administration report covering the third 
quarter. 

The program went into effect on Sep- 
tember 16, 1952, under a law authorizing 
the Secretary of Commerce to provide 
war risk coverage for ships, cargoes and 
crews if such insurance is not available 
under reasonable terms and conditions in 
the commercial insurance market, provid- 
ing the finding is approved by the Presi- 
dent. 

The record of binder sales shows a 
continuing downtrend, reflecting satura- 
tion of the market. In the last 1952 
quarter 1,552 binders were sold, and 
binder fees totaled $101,800. In January- 
March, 1953, 230 binders were sold with 
fees dow n to $12,575. In the second 1953 
quarter it was 95 binders and $6,250 in 
fees. 

The 25 binders sold in the third quarter 
resulted in collection of $1,700. 

During the 12 months the total of 
$122,325 in binder fees on 1,902 binders 
was diminished by payment of $34,256 in 
commissions to the American War Risk 
Agency, a syndicate formed by the 
marine insurance companies to act as 
agents for the government in sale of the 
binders. 


North Carolina Names 
C. F. Gold Commissioner 


Charles F. Gold, attorney of Ruther- 
fordton, N. C., has been appointed In- 
surance Commissioner of North Carolina 
to succeed Waldo C. Cheek, who re- 
signed October 15 to become a consultant 
with the Independence Life of Charlotte. 
Mr. Gold will take office November 16 
and meantime Charles A. Hostetler con- 
tinues as acting Commissioner. 

Mr. Gold, who is 41 years old, entered 
the law field in 1937 after he had re- 
ceived his law degree from the Univer- 
sity of North Carolina. He served as 
judge of the Rutherford County re- 
corder’s court and was secretary to the 
late Congressman A. L. Bulwinkle for 
several years. He served in the state 
Senate in 1951 and was a member of 
the Insurance Committee. 


Dixie Chapter of CPCU 


Elects 1954 Officers 

The Dixie Chapter of CPCU’s has 
elected an all-Atlanta slate of officers 
for the coming year. New president of 
the chapter is John S. Greenfield of 
Haas & Dodd agency, succeeding Frank 
W. Divine, bonding superintendent in 
American Surety’s southern office. Ed- 
ward M. Sanders, chief underwriter of 
the Georgia Casualty & Surety Co., was 
elected vice president and W. Horace 
McEver of Spratlin, Harrington & Co., 
will serve as secretary-treasurer. In ad- 
dition to these officers the board of 
directors will consist of Mr. Devine, 
retiring president, and Fred Lagerquist 
of Lagerquist, Inc. 

The Dixie Chapter is co-sponsor of a 
large class of prospective designees be- 
ing held at the Atlanta division, Univer- 
sity of Georgia. 


Canadian Lobster Risks 


The Canadian Government altered its 
lobster trip insurance program to pro- 
vide East Coast fishermen with low cost 
insurance on their traps based on the 
value of the gear. The changes were 
announced by Robert Winters, Acting 
Fisheries Minister. 

The original insurance program, in- 
troduced in the Northumberland Strait 
area this spring, provided a low recov- 
ery rate. Winters said the new plan 
will be introduced in the lobster areas 
of the Bay if Fundy and in southwestern 
Nova Scotia this fall. 
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Tuttle on History of 
Marine Definition 


NOW APPROVED IN NEW YORK 


Atlantic Mutual Chairman See Defects 
But Holds It Has Been Satisfactory 
in Gaining Stability 


Views on the much-debated nationwide 
definition of inland marine underwriting 
powers, which last week was approved 
by the New York Insurance Depart- 
ment, are presented by Franklin B. Tut- 
tle, chairman of the board of the Atlantic 
Mutual, in a lecture he gave October 
27 before examiners of the New York 
Department. New York Insurance Su- 
perintendent Alfred J. Bohlinger also an- 
nounces that the Department has ap- 
proved the plan for the industry com- 
mittee on interpretation of the new defi- 
nition. 

Mr. Tuttle’s lecture was first of a 
series of 30 lectures to be presented in 
the second year of the department’s in- 
service training program. He traced the 
broad influences that have shaped inland 
marine insurance. He discussed such 
forms as jeweler’s block insurance, the 
theatrical floater, truckmen’s cargo lia- 
bility and the personal property floater 
describing the role that each played in 
the genealogy of the business. He also 
reviewed the nationwide marine defini- 
tion, internal regulation and problems of 
fire and casualty insurance as they bear 
on inland marine coverages. 


Other Lectures Announced 
Deputy Superintendent Adelbert G. 
Straub, Jr., has announced the full calen- 
dar year’s lectures which includes a 
forthcoming talk on non-profit and hos- 
pitalization and medical indemnity insur- 
ance by Harry Sosan, vice president, 
Associated Hospital Service of New 
York; group insurance, retirement and 
employe welfare plans, by Charles A. 
Siegfried, Metropolitan Life; reinsurance 
in fire and allied lines, Robert G. Hod- 
son of G. L. Hodson & Son; and loss 
accounting by Dudley Pruitt, General 
Accident. 

In the section of his lecture devoted 
to the marine definition Mr. Tuttle de- 
scribes events leading to adoption of the 
original definition in 1932 and reviews 
its terms and how it has operated. Sum- 
marizing his views of the definition he 
stated: 

“The term ‘one-way street,’ which has 
been applied to the nationwide defini- 
tion, may indicate its basic defect. In 
addition, there are a few other points 
to be considered. The first point is the 
interpretative machinery provided in the 
nationwide agreement. Its function is 
Strictly one of interpretation, and insur- 
ance problems are not considered de 
novo. 

“The definition is now over 20 years 
old, and there have been many fresh 
problems in business and consequently in 
insurance during those years. Where is 
the elbow room that even statutory regu- 
lation provides ? 

Underwriting Powers 

“The second point revolves around the 
generally agreed-upon assumption that 
the definition shortens statutory under- 
writing powers. Insurers may be justi- 
fed in agreeing among themselves not 
to exercise their full underwriting powers 
and in binding themselves not to take 
a dispute in such matters to adjudica- 
tion. In either case they have the bless- 
ing of the state Insurance Departments. 
“What about a non-subscriber who 
Wishes to exercise his full statutory un- 
derwriting powers? At that point the 
Msurance supervisory authority has to 
decide whether or not to restrain the 
insurer, The implications of this prob- 





Matar 


FRANKLIN B. TUTTLE 


lem are awkward. How far is change 
justified and how necessary is it to pre- 
serve the old order ? 

“Despite its defects, the nationwide 
definition has, on the whole, given a 
satisfactory account of itself for the past 
two decades. Any serious threat of fur- 
ther inroads by marine and inland ma- 
rine insurance into fire insurance and 
casualty insurance has been eliminated. 
Inland marine insurance also benefited in 
the sense that it gained stability. Its 
growth over a number of years was ex- 
plosive and a breathing spell was in or- 
der. The Nationwide Definition may 
prove to be a trial run on the under- 
writing powers of all types of insurers 
and may lay the basis for a more com- 
prehensive treatment of the entire prob- 
lem. 

“The inherited characteristics of inland 
marine insurance, its flexibility and a 
competitive way of thinking about in 
surance problems, have been modified by 
the operation of two forces, the IMUA 
and the nationwide definition. The for- 
mer led toward competitive equality 
based on uniform and rigid rates, forms, 
and commissions. The latter restricted 
flexibility by a conservative definition of 
underwriting powers. To some extent 
the traditional way of thinking in inland 
marine insurance was replaced by the 
outlook of the fire insurance  busi- 
ness, * * * 


Future of Inland Marine Insurance 


“What of the future of inland marine 
insurance? It can be stated with con- 
siderable assurance that its growth will 
keep pace with the increase of wealth in 
the United States. The great popularity 
of such features as all-risk terms, valued 
conditions, and the floater principle make 
it probable that the growth of inland 
marine insurance should be somewhat 
better than the rate of increases in 
wealth. 

“As to the future general pattern of 
the business, prophecy is a risky matter. 
It is estimated that there are about seven 
chances in ten that the inland marine 
business will eventually conform to the 
fire insurance pattern with filed rates 
and forms, rating organizations, and, 
ultimately, a uniform product. In effect, 
the probability is that it will become a 
fire sideline. 

“Perhaps there are two chances in ten 
that the area now under rate and form 
filings will become a fire sideline, and 
the area closest to transportation insur- 
ance will remain unregulated, following 

















SILAS R. FRANZ CO. | 
Inland Marine Reports 


wv 


96 Fulton St., New York 38 - 


WoOrth 4-6141 











Zeller Reviews Marine Problems 
In U.S. for “Fairplay” of England 


Events, problems and trends of marine 
insurance in the U. S. are summarized 
in an article in “Fairplay,” weekly 
British shipping journal. The author is 
Frank B. Zeller, president of the Ameri- 
can institute of Marine Underwriters, 
and United States marine manager of 
companies in the Royal-Liverpool Insur- 
ance Group. 

In calling attention to possible decline 
in the world trade of the U. S. for the 
year 1953 as compared with 1952, Mr. 
Zeller points out that the gap between 
exports and imports for the first six 
months of the year is approximately two 
and one half billion dollars, but that 
an analysis of figures by eliminating mili- 
tary shipments from the export total in- 
dicates a trend towards the narrowing or 
elimination of the so-called “dollar gap.” 

This, as Mr. Zeller says, could ac- 
count in large measure for the sub- 
stantial transfers of gold for foreign ac- 
count which has taken place in recent 
months. A decline in premium income 
from the present major source, i.e. the 
American foreign trade, perhaps points 
to the need for the accelerated fulfill- 
ment of the American market’s aspira- 
tion to become more of a world market. 


Oceans Premiums in 1953 


As to the volume of ocean marine 
premiums for 1953, it appears that the 
decline in premium volume which first 
became evident in 1952 will continue and 
a further drop of at least 10% is antici- 
pated, due to a combination of declining 
volume and continuing competitive pres- 
sures, which latter have caused further 
cargo rate reductions. Commenting on 
the general underwriting picture, Mr. 
Zeller declares the level of rates has be- 
come so low that only the greatest of 
good fortune in the way of avoidance of 
losses can lead to an underwriting profit. 
Major losses have been occurring with 
disturbing frequency, so that it appears 
that marine cargo underwriting in the 
American markets in 1953 probably will 
have been conducted on an uneconomic 
basis. 

As to cargo, among adverse conditions 
affecting American marine insurance, is 
the extent of the risk after discharge 
through the operation of the marine ex- 
tension clauses without adequate or com- 
pensating premium considerations; also 
the fact that some underwriters in com- 
peting markets seemingly disregard the 
purposes for which war rates are charged 





the marine pattern. We would not give 
more than a half a chance in ten to the 
proposition that the trend toward the 
fire pattern will reverse and the business 
will revert to its early days of flexibility 
and competition. Its future course, in this 
respect, will lie in great part with the 
insurers and to a lesser extent with in- 
surance supervisory authorities. 

“From the standpoint of the insurance 
business generally, it would seem wise 
to preserve an area of innovation and 
experimentation that has characterized 
much of the inland marine insurance 
business in the past. Whatever occurs, 
inland marine insurance, within its limi- 
tations, is pretty sure to continue as a 
dynamic part of the insurance business 
for many years to come.” 





FRANK B. ZELLER 


and use them to bolster inadequate ma- 
rine rates. 

On war risks insurance on cargo Mr. 
Zeller comments on the American Cargo 
War Risk Reinsurance Exchange whose 
membership comprises more than 90% 
of the companies transacting marine in- 
surance in the U. S. which organization 
has the object of furnishing, for all 
practical purposes, what amounts to an 
unlimited war risk market as stable rates. 


Hull Experience 


Referring to hulls, the pattern of un- 
derwriting experience in the American 
market in 1953 follows the adverse trend 
which first manifested itself in 1951 and 
continued through 1952. These adverse 
results are largely due to three important 
factors; (1) abnormal increase in total 
loss (2) continuing rise in the cost of 
repairs (3) pressures of international 
competition. Mr. Zeller also points out 
the problems with regard to “super- 
tankers” and the element of total loss 
without adequate premium consideration, 
was one of the factors in the American 
market avoiding participation in the dual 
and unusual loss of the tankers “Pan,” 
“Massachusetts,” and “Phoenix,” both of 
the same ownership. Continuing his com- 

(Turn Back to Page 30) 


Gourley Resolute Special 

The Resolute Insurance Co. of Hart- 
ford, announces appointment of W. J. 
Gourley as special agent in northern 
Ohio. The Resolute specializes in auto- 
mombile physical damage insurance for 
cars financed by loan and discount com- 
panies and banks. 

Mr. Gourley entered insurance in 1952, 
establishing the W. J. Gourley Insurance 
agency in the Finance Building, special- 
izing in automobile insurance for finance 
companies. Prior to 1952, he spent 18 
years in the finance field with American 
Investment Co. of Illinois in various ca- 
pacities until 1945. 
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Mass. to Rate Auto 
On Age and Use Plan 


COMM. HUMPHREYS ANNOUNCES 
Plan Is Same as Tentatively Announced 
in September; Uses Three Classes; 
Over-all Increase of 9.4% 
Massachusetts Commissioner Joseph A 
Humphreys has officially promulgated 
the 1954 auto liability insurance rates, 
including an age and use classific ation 
plan, for use under the state’s compul- 
sory automobile liability insurance law. 
The rates, as announced by the Com- 
missioner, follow the plan he tentatively 

proposed last September. 

The new plan calls for an over-all 
rate increase of about 9.4% as compared 
to an increase of nearly 20% which had 
been asked for by the insurance compa- 
nies writing liability business in Massa- 
chusetts. It is reported that the differ- 
ence in the two figures is accounted for 
by a difference in opinion as to the 
proper “trend factor” to be used in the 
1954 rates. 

Classification Plan 


The new plan employs three classifica- 


tion groups based on the age of the 
drivers and the use of the car. Class 1, 
estimated to include 70% of the drivers 


in the state, include all vehicles not used 
in business and not driven by persons 
under 25; class 2 cars with drivers un- 
der age 25, and, class 3, cars used in a 
business. There has been set up 
a class 2-A to permit a rating advantage 
for those cars where all drivers under 25 
have completed an approved course in 
driver education and have not previously 
been involved in any accident. 

Owners of class 1 cars, under the new 
plan, will receive a slight reduction from 
the 1953 rates. Class 2 owners will pay 


also 


60% more than in 1953, with class 3 
owners paying an increase of 27.5% 
Class 2A will be charged 15% less than 


the straight class 2 rate. 


NBCU PLAN IN ALABAMA 

William Leslie, general manager of 
the National Bureau of Casualty Under- 
writers announces that 7 bureau's 
classification plan for auto B. I. and P. D. 
liability rates is in effect in Alabama. 
Mr. Leslie estimated that at least 50% 
of the car owners of Alabama will bene- 
fit in lower rates as a result of the new 
plan. 


bec Made Comptroller 

W. L. (Roy) Walker has been made 
comptroller of the Old American Insur- 
ance Co., Kansas City, Mo., effective No- 
vember 1. 

Before joining the Old 
was treasurer of Alaska 
Seattle. He formerly was treasurer of 
Mid-Continent Airlines, which merged 
with Braniff, August 16, 1952. Mr. 
Walker then became director of eco- 
nomic controls for Braniff in Dallas. For 
12 years prior to 1947 he was assistant 
comptroller of Trans World Airlines in 
Kansas City. 

Mr. Walker is the past president of the 
Airline Conference of the Air Transport 
Association of America. 


American he 
Airlines, Inc., 


MICHIGAN ASSN. APPOINTMENT 

The executive board of the Surety 
Association of Michigan has appointed 
Carrington W. Howell secretary of the 
association. Mr. Howell is fidelity and 


surety special agent in the Detroit office 
of Hartford A. & I 


C. & S. Assn. Wins Scroll 
For Help on Speed Control 


Wilmington, Del., Nov. 5—Governor 
J. Caleb Boggs of Delaware, acting on 
behalf of the Northeastern State Safety 
Coordinators, in two-day session here, 
presented to Manning W. Heard, presi- 
dent, Association of Casualty & Surety 
Companies, today an illuminated scroll 
honoring that organization for its con- 
tributions to the success of the nation’s 
first regional cooperative speed control 
This was conducted last sum- 


program. 
11 states from Maryland to 


mer by the 


Maine. 

The presentation ceremony was also 
attended by J. Dewey Dorsett, the asso- 
ciation’s general manager, and T. N. 
Boate, accident prevention department 
manager. It was good news for them 
to hear Gov. Boggs say that “the asso- 
ciation’s active assistance had greatly 


stimulated increased 
safety promotion effort 
ing the scroll Mr. Heard, 
dent’s first vice president, warned that 
“the American mania speed must be 
tempered” and speeders curbed every- 
where . before the present high acci- 
dent toll can be reduced. 


inter-state traffic 
5 cin TOReRCCeDE- 
Hartford Acci- 


Robinson to Louisville 

Due to illness, Frank Alexander, Ken- 
tucky state manager for the REMA 
agencies of United Insurance Co., Chi- 
cago, will take an extended leave of 
absence. His post will be taken over 
on November 15 by Bruce Robinson, vice 
president and director of REMA agen- 


cies, now operating in Cleveland. 


Dinner Honors Lafrentzes 
For 100 Years of Service 


A century of combined service by 
Ferdinand W. Lafrentz with 60 years, 
and his son, Arthur F. Lafrentz, with 
40 years, chairman and president, re- 
spectively, of American Surety Co. of 
New York, was celebrated at a dinner 
given by the company at the Waldorf- 
Astoria on November 2. Among those in 
attendance were trustees, officers, resi 
dent vice presidents, branch office man- 
agers and department heads of the 
American Surety Co., directors and of- 
ficers of its Canadian and Mexican af- 
filiates, the Canadian Surety Co. and the 
Compania Mexicana de Garantias, S.A., 
and the Honorable Alfred J. Bohlinger, 
Superintendent of Insurance of the State 
of New York 

Commemorative gold medallions, with 
bas relief portraits of the two executives 
and an inscription on the reverse side 
noting 100 years of service with the 
company, were presented to these two 
officers. Jeremiah Milbank, a long-time 
member of the company’s board of trus- 
tees, presented the medallion to the 
chairman, while Albert I. Zimmerman 
of Los Angeles, Cal., senior branch office 
manager, made the presentation to the 


president. William E. McKell, first vice 
president of American Surety Co., pre- 
sided at the dinner. Replicas of the 


medallions were presented to each of 
the other guests. 

F. W. Lafrentz began his career with 
the company as an accountant and ad- 
vanced successively through the offices 
of chief accountant, comptroller and vice 
president. He was elected president in 
1912, Fourteen years later he became 
chairman of the board, the position he 
now holds 

Arthur F. Lafrentz joined the com- 
pany as a deputy comptroller. He prog- 
ressed through the positions of comp- 
troller, vice president, second vice presi- 
dent and first vice president until 1932 
when he was elected president. 
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Bank Fidelity Loss 
Ratios Have Improved 


TREND REVEALED BY THE ABA 


Insurance Chairman Harrington Hopefyl 
of Reversal This Year of 7-Year 
Upward Climb in Losses 


That a trend in the direction of im- 
proved bank fidelity loss experience js 
in the making this year is revealed in 
the recent annual report of the insurance 
and protective committee of American 
Bankers Association, headed by Harry 
F. Harrington, who is vice president of 
the Boatmen’s National Bank, St. Louis, 

Calling attention to studies made by 
the Surety Association of America which 
substantiate ABA's Own opinion Mr, 
Harrington says: “The report of the 
Surety Association on losses sustained 
by banks through dishonesty of their 
officers and employes in the years 1952 
and 1953 is not complete, but there are 
some indications of a favorable down- 
ward trend. Optimism in this direction 
may not be justified by final returns, but 
our tabulation of embezzlements re- 
ported in the daily ‘press indicates better 
experience in 1953 than in 1952.” 

Mr. Harrington then notes that the 
Surety Association’s report on fidelity 
experience in all lines of business in- 
cluding banking, during the 12 months 
ended June 30, 1953, reveals an improve- 
ment in the situation. “In other words,” 
he says, “if the complete story on bank 
fidelity experience matches or betters the 
favorable downward trend reported in all 
lines, we may anticipate a reversal of 
the seven years’ upward trend in ratios 
of losses to premiums reported from 1945 
through 1951.” 


Excess Blanket Fidelity Bond 


In this connection Mr. Harrington calls 
attention to the study being made by the 
Surety Association as to the issuance by 
domestic bonding companies of a form 
of excess blanket fidelity bond written 
on a discovery basis. The advantages of 
having such a bond available from Amer- 
ican companies was suggested by ABA’s 
insurance and protective committee when 
it became known a year ago that the 
Surety Association was considering an 
increase in premium rates on_ bankers 
blanket bonds because of rising loss 
ratios. According to Mr. Harrington’s 
report, “the executive committee of the 
Surety Association is expected to reach 
a decision in the near future” as to any 
action that its member companies may 
take in issuing the desired excess blanket 
fidelity bond. 


Safe Depository Liability Rates Lowered 


Mr. Harrington also points to an im- 
proved form of safe deposit box burglary 
and robbery policy, put into effect by 
the National Bureau of Casualty Under- 
writers, and the further action by this 
bureau in combining into one contract 
optional clauses to provide the protection 
furnished by the comprehensive safe de- 
pository liability policy and the improved 
burglary and robbery policy. He then 
reports: 

“Upon recommendation of ABA’s com- 
mittee, the casualty companies will revise 
downward the premium rates charged 
for safe depository liability insurance 
which will mean savings to banks of 
from $60,000 to $70,000 annually. If this 
cut seems small in contrast with the 
much larger amounts of reductions al- 
lowed on blanket bond and registered 
mail insurance rates since 1936, it is due 
to the comparatively small amount of 
total premium—about $600,000 annually 





ance. 

“The improved contract and lower 
rates have been filed with the insurance 
supervisory authorities in all states and 
they are expected to become effective 
early in December.” 

As to ABA’s current table of suggested 
minimum amounts of blanket bond cov- 
erage for banks of different sizes, which 


(Continued on Page 33) 
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Political Rate-Making 


(Continued from Page 24) 


repercussions. Such repercussions are a 
result of the compulsory feature of the 
legislation, and that alone.” 

Questions “Superb Draftsmanship of 

New York Bill” 

The speaker then answered the argu- 
ment of proponents of a compulsory law 
that “we have safeguarded against 
political pressures in New York by our 
superb draftsmanship of the proposed 
New York law. We have left the rate- 
making process in the hands of the com- 
panies as at present; we have not made 
any provision for state-made rates as in 
Massachusetts.” Said Mr. Moser: 

“That warrants an E for effort, but 
I submit that it is an attempt to build on 
a foundation of sand. The structure can- 
not stand. Under any compulsory system 
of insurance, rate-making will not be left 
in the hands of private industry. I do 
not question the sincerity of the drafters, 
but if this superb draftsmanship were to 
become law, I venture to say that before 
the ink on the governor’s signature dries, 
many demagogues would argue that since 
the state requires all its motor vehicle 
owners to purchase insrance, it is the 
duty of the state to see that these 
owners be protected from the greedy 
corporations which make the rates. How 
best to protect them? Only one way, 
of course—having the state itself fix the 
rates. 
“Although the threat of political pres- 
sures on rate-making is now belittled by 
the proponents and by the Superin- 
tendent of Insurance, a comment in the 
Kline-Pearson report made before any- 


Bank Fidelity 


(Continued from Page 32) 
was last revised in June, 1950, Mr. Har- 
rington says: 

“Reports of loss experience available 
since 1950 indicate no need for any 
change in this table of suggested mini- 
mum amounts. In 1951, 61% of the banks 
carried coverage within the ABA sug- 
gested ranges; 27% carried higher 
amounts, and only 12% carried lesser 
amounts. Statistics for 1952... are ex- 
pected to show that less than 8% of the 
banks may be considered under-insured 
in the amounts of their blanket bonds.” 


Bank Robberies Continue to Increase 


The ABA annual report indicated that 
crimes of violence against banks, re- 
ported during the fiscal year ended Au- 
gust 31, register the ninth consecutive 
increase. Pointing to the figures, Mr. 
Harrington said: 

“This year’s total of 269 burglary and 
holdup attacks is a 35% increase over the 
195 similar raids reported in 1951-1952 
which, in turn, was a 35% increase over 
the 144 attacks reported during 1950. 

“The 269 crimes of violence comprise 
25 attempted burglaries and 47 burgla- 
ries; 51 frustrated holdups and 137 hold- 
ups; also five attempted night depository 
burglaries and two night depository 
burglaries, and two attempted night de- 
pository thefts. 

“The initial ‘take’ of burglars and 
bandits was reported as $1,721,919, but 
early recoveries of $437,262 brought down 
those losses to a total of $1,284,657 taken 
from 123 member banks of the ABA and 
63 non-members during the fiscal year. 
A breakdown shows that burglaries net- 
ted $157,127, holdups $1,098,530, and night 
depository burglaries $29,000. 

One-Man Banditry Too Popular 

“In this comparison of statistics, the 
monetary loss in 1953, greater than the 
1952 figure by more than $582,000, is 
doubtless the more noticeable factor. 
Worthy of note also is the spread of 
these crimes in both years over more 
than 40 states. Attacks waged year after 
year over so wide an area by bank 
burglars and bandits appear to bear out 
the contention that these crimes are born 
of the knowledge that many are success- 
ful, also of the belief that success de- 
pends almost wholly upon those willing 
to take the risk.” 








one knew which way the wind was going 
to blow, if you know what I mean, is 
significant. In that report appears the 
following: ‘The Massachusetts experience 
also seems to indicate the fear of politics 
in the rate-making process is well 
founded.’ 

“Was the Insurance Department right 
then, or is it right now? 

“T also call your attention to the fact 
that state-made rates are not the real 
cause of the political difficulties in 
Massachusetts. In Texas and Louisiana 
where automobile insurance is voluntary, 
there are state-made rates. In neither of 
those states is there the political activity 
concerning insurance rates which obtains 
in Massachusetts.” 

Sees State Fund Inevitable 

The speaker was positive in his belief 
that under a compulsory law fewer in- 
surers will find it profitable or possible 
to write business. “After this becomes 
progressively the case,” he said, “the 
market for insurance becomes _ pro- 
gressively restricted. It becomes more 
difficult to find a company which will 
write a risk. A state fund becomes in- 
evitable. 

“This was recognized by Superintend- 
ent Bohlinger himself in a speech on 
the recent Greater New York Insurance 
Day when he said: ‘I can see the threat 
of a state fund only within the environ- 
ment of a situation wherein the insur- 
ance industry is not making reasonably 
available to the public the product which 
they are in business to distribute. The 
failure to supply the coverage creates 
the threat—not the system which makes 
the coverage necessary or desirable.’ But 
I say to the Superintendent most em- 
phatically that where the system which 
makes the coverage necessary, carries 
within it the very forces which must re- 
sult in a restricted market, then the 
system cannot help but result in a state 
fund. 

“The creation of a state fund was 
recognized as a danger in the Kline- 
Pearson report: ‘A compulsory form of 
insurance which continues to be written 

(Continued on Page 38) 





Henning Heads Illinois Federation 


Annual Luncheon Nov. 3 Marked Retirement of Lillian 
Herring Fuller as Exec. Sec.; Harry Fuller Elected Board 


Chairman; Director of Insurance Barrett Speaker 


The Insurance Federation of Illinois 
at its annual luncheon and election of 
officers November 3 at the Palmer 
House, Chicago, paid tribute to Mrs. 
Harry H. Fuller, the former Lillian L. 


5 as 


MRS. HARRY H. FULLER 


Herring, who is retiring from active 
business after nearly 20 years of service 
to the federation, the Insurance Advisory 
Council and the Illinois Association of 
Insurance Agents. 





























Find out what others 
(like yourself) think 


Should you, as a general insurance man, write life insurance? 
Would you like to know what other general-lines men think about 
it? Then ask for a copy of a new brochure: “Should General 


Insurance Men Write Life Insurance?” 


For the first time, it presents opinions of representatives who 
offer life insurance as an added service to clients. It is hard, ana- 


lytical thinking, challenging, worth your attention. 


WRITE TODAY FOR YOUR FREE COPY: 


“Should General Insurance Men Write Life Insurance” 


Agency Department 


CONTINENTAL ASSURANCE COMPANY 


310 South Michigan Avenue, Chicago 4, Illinois 


Associated with Continental Casualty Company—Transpor- 
tation Insurance Company—United States Life Insurance 
Company —A National Institution writing all forms of Acci- 
dent and Health, Life Insurance, Casualty, Surety Bonds, 
Inland Marine, Fire and Allied Coverages 

































At the same time Harry H. Fuller, 
mid-western manager of the National 
3ureau of Casualty Underwriters, retires 


Illinois federation, a 


as president of 
post he has occupied since April, 1951. 





FLORENCE M. MANSON 


He is perhaps best known as former 
deputy United States manager of the 
Zurich General. Although he retired 
from that company in 1950 under its 
retirement provisions, his insurance ca- 
reer is far from ended, as indicated by 
his present affiliation. 

Officers and members of the IIlinois 
federation presented to the Harry Full- 
ers at this luncheon an antique mahog- 
any flip-top table in appreciation of their 
services to the organization. Mr. Fuller 
will continue his efforts in behalf of the 
federation as its board chairman for the 
coming year. 

It has been said about Lillian Herring 
Fuller that she had a wider acquaintance 
in all fields of insurance than any other 
woman in the business. In addition to 
her business affiliations, she has been 
president of the Altrusa Club of Chi- 
cago; is a charter member and past 
president of the Insurance Distaff Exec- 
utives Association, and was chairman of 
the committee through which the charter 
member fund of this group was created 
as a means of furthering insurance edu- 
cation among Illinois insurance women. 


Florence Manson New Executive 
Secretary 


Florence M. Manson succeeds Mrs. 
Fuller as executive secretary-treasurer 
of the Illinois federation. She was for- 
merly manager of the compensation, lia- 
bility and steam boiler departments and 
assistant manager for casualty under- 
writing in the Youngberg-Carlson Co., 
one of Chicago’s leading agencies. Long 
active in the National Association of 
Insurance Women, she joined the IIlinois 
federation on March 1, 1953 as assistant 
secretary, and worked under Mr. Fuller’s 
supervision during the active portion of 
the 1953 legislative session. A native of 
Chicago, Miss Manson has many friends 
and business acquaintances throughout 
the state. The federation’s headquarters 
will continue at suite 726-166 W. Jackson 
Boulevard, Chicago. 


E. H. Henning New President 


E. H. Henning, president, Central 
Standard Life, was elected president of 
the federation succeeding Mr. Fuller. 
First vice president is C. C. Rauschen- 
bach, Chicago manager of the Ocean 

(Continued on Page 38) 
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H. P. Jackson Honored 
By Natl. Safety Council 


: 
Harold Ppackson 
Having vendicel 
unselfish and devoted service as 


Chairman of the Fratfic and 
Srameportation ——-, 


National Saiity Council 


the members of the Council do 
hereby express their deep 
for this ib 
to the cause of Satery 
1951 — 1953 





+P 


At the recent National Safety Con- 
gress in Chicago, Harold P. Jackson, 
president of Bankers Indemnity and vice 
president of the American Insurance Co., 
was awarded an_ illuminated plaque 
(above) by the National Safety Council 
in recognition of his contribution to the 
cause of safety during 1951-1953 in his 
capacity as chairman of the council's 
traffic and transportation conference. He 
was also elected a member of the board 
of directors of the council. 

Mr. Jackson has held responsible posi- 
tions in safety activities for many years. 
He has served as chairman of the na- 
tional committee for traffic safety, a 
member of the advisory committee of 
Safety 
chairman of the advisory committee of 


the Center for Education and 


department of 
& Surety 


the accident prevention, 
the Association of Casualty 
Companies. 


MASS. PREMIUM FINANCE LAW 


New Ruling Brings Practice Under Small 
Loans Law; Limit on Interest for 
All but Insurance Companies 
Timothy J. Donovan, bank commis- 
sioner of Massachusetts has ruled that 
automobile insurance premium financing 
is not exempt from the state’s small loan 
law and must now confirm to the pro- 
visions of that law. The Massachusetts 
act applies to loans of less than $300 
with an interest rate of over 1% per 
month on the unpaid balance, limiting 
the interest rate to 2%. As near as can 
be determined, the lowest cost premium 
financing plans run over the 2% limit, 
with many plans charging a rate of 

nearly 3%. 

Premium financing plans have been 
popular in Massachusetts since the pass- 
ing of the compulsory insurance law, but 
their status under the small loans law 
has been in doubt. During the 1930's 
many lenders chose to conform to the 
provisions of the law despite a 1929 
opinion of the attorney general holding 
that premium finance notes were not 
loans. 

In 1941 the law was ammended to in- 
clude what was thought to be a specific 
exemption for premium financing, but 
the present ruling interprets the exemp- 
tion to apply to insurance companies 
only and not brokers or agents. The 
companies are not expected to take ad- 
vantage of the privilege of unlimited in- 
terest on premium loans since, it is be- 
lieved, if a company accepts a note, it 
may not be able to cancel the policy for 
non-payment of premiums. 





Fireman’s Fund Publishes 
Fidelity and Surety Book 


A 44-page book of technical and sales 
information and programs on the fidelity 
and surety business has been published 
by Fireman’s Fund and its affiliates and 
is currently being distributed among the 
firm’s agents throughout the country. 
The book, first in a series of similar 
“Production for Profit” kits which will 
be produced during the next few years, 
is designed to provide an agent with all 
the facts and ideas required to produce 
good Fidelity and Surety business in any 
community. 

The book is a digest of the major por- 
tion of the fidelity and surety field in a 
compact, easy-to-file reference and re- 
fresher source, complete with reasons 
why there’s money in this business, how 
to sell it, how each bond is written, 
coverage, rates, underwriting information 
required, answers to combat sales re- 
sistance, outlines of each bond’s bene- 
fits, sales letters, and direct mail ideas 
It has a sturdy cover, is file-drawer size, 
and is equipped with a tab across the 
side to make identification quick and 
easy. 

Now in preparation are kits on Acci- 
dent & Health and time element cover- 
ages, and others are scheduled for a 
later date. 


OPEN FREE MOTORISTS CLINIC 

Assistant Chief Inspector John J. 
King, chief of the Police Department 
traffic bureau and City Traffic Commis- 
sioner T. T. Wiley opened the free test- 
ing clinic for motorists in New York 
City’s Port Authority Bus Terminal. The 
clinic, conducted by the Greater New 
York Safety Council, offers motorists a 
series of free tests to show them their 
reacting time when confronted by emer- 
gencies, and to reveal vision faults and 
other deficiencies which require remedy 
or compensation in their driving habits. 


Marquete Casualty Elects 
Tippett V.P.; Bahm Joins Co. 


Richard B. Tippett has been elected 
by Marquette Casualty of New Orleans 
as vice president in charge of claims and 
George C. Bahm has been appointed by 
the company as automobile supervisor in 
its underwriting division. 

In making the announcement of these 
appointments Roy J. Martin, president 
of the company, indicated that Mar- 
quette Casualty now has admitted assets 
of over $1,250,000 and policyholders’ sur- 
plus of over $650,000. “With the increase 
in capital structure,’ said Mr. Martin, 
“the company is qualified to write all 
lines except title and life. Its original 
capitalization, as of January 1, 1950, was 
$100,000. 

Mr. Tippett, who is a graduate = 
Catholic University, Washington, D. C., 
succeeds R. A. Hinckley who has re- 
signed to return to private law practice. 
A World War II lieutenant commander 
in the U. S. Navy, Mr. Tippett had pre- 
vious claim experience with the United 
States Fidelity & Guaranty from 1935 to 
1950, serving in Tulsa, Baltimore and 
Pensacola. In 1950 he joined Home In- 
demnity in its Chicago office as superin- 
tendent of claims for the western depart- 
ment. 

Mr. Bahm, Stanford University gradu- 
ate, was formerly with Connecticut In- 
demnity in San Francisco as an under- 
writer and with Hartford Accident & 
Indemnity in its Pacific Coast office 
where he headed the special risk depart- 
ment in the automobile division. 


WILLIAM B. GRIFFIN HONORED 
The Loyalty Group companies held 
luncheon recently in Lexington, Ky., in 
honor of William B. Griffin, general 
agent, Commercial Insurance Co. of 
Newark, during which he was presented 
with a life membership plaque for the 
Leading Accident & Health Producer’s 
Round Table. Irving G. Wessman, secre- 
tary, Loyalty Group, and S. H. Goebel, 
Kentucky Commissioner, were speakers. 
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Zurich Filing Approved 
By Okla. Insurance Board 


The merit rating plan of Zurich-Ameri- 
can has been approved by the Insurance 
Board of Oklahoma for use by the Zurich 
General and American Guarantee. The 
plan calls for a 15% reduction in B. J, 
and P. D. renewal premiums for those 
owners who have an accident-free policy 
year. Those who have one accident dur- 
ing the policy year may renew at the 
basic rate. 

There is a demerit feature included, 
calling for a 25% increase for two acci- 
dents and 50% for three or more. A re- 
duction of 10% is allowed for compre- 
hensive and collision following a claim- 
free year. 


American Surety Managers 


Attend New York Meeting 


President Arthur F. Lafrentz an- 
nounces that managers from the Ameri- 
can Surety Company’s 39 branch offices 
throughout the United St tes and repre- 
sentatives from the company’s Canadian 
and Mexican affiliates, Canadian Surety 
Company and Compania Mexicana de 
Garantias, S. A., respectively, attended 
a four-day conference at the Hotel 
Roosevelt, New York City, beginning on 
November 3. Meetings, consisting of 
morning and afternoon sessions, were 
held through Friday noon. 

William E. McKell, first vice president, 
presided over the conference. Other of- 
ficers and department heads from the 
home office participated in discussions on 
various subjects. All phases of the com- 
pany’s business in the American conti- 
nent were discussed at the managers 
meeting, including plans for the coming 
year. 


Travelers Announces 


C. E. Blake Retirement 





C. EDWIN BLAKE 


C. Edwin Blake, assistant superin- 
tendent of the training, sales research 
and promotion division of the casualty, 
fidelity and surety agency department 
of the Travelers, is retiring from the 
firm after more than 34 years’ service 
upon the advice of his physician. 

Since 1939, Mr. Blake has been a mem- 
ber of the faculty of the home office 
school and is well known to the hundreds 
of student agents and field men who 
comprised his classes. 

Mr. Blake became associated with the 
Travelers in 1919 and after a period of 
training in the home office school was 
appointed a special agent at Detroit. He 
returned to the school to head the casu- 
alty insurance section and subsequently 
appointed assistant manager at the Hart- 
ford branch office. He later served as 
manager, casualty, fidelity and surety 
lines at New Haven and at Rochester, 
N. Y. In 1939, he rejoined the home 
office staff in his present post. 
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Bohlinger Denies His 
W ife Has Brokerage License 


Alfred J. Bohlinger, New York State 
Superintendent of Insurance, has issued 
a stat —_ answering charges published 
in New York City newspapers that his 
aie's 0 ownership of stock in an insurance 
agency, of which she is chairman, is an 
evasion of the insurance laws of this 
state as she has no broker’s license. 

He also said there is nothing illegal 
, A. C. Bennett, vice president, North- 
eastern Life and counsel of a Swiss 
insurance company, having his services 
cal'ed upon by the Department as a con- 
sultant. The Superintendent’s statement 
follows: 

“It is reported in that Mrs. Alfred J. 
Bohlinger is a broker licensed by the 
Department. The statement is a false- 
hood. She has never been licensed by 
this Department and her only interest 
in insurance is that when her first hus- 
band died, she inherited stock in an 
insurance brokerage firm founded by her 
deceased husband’s father in 1896 and 
of which she is chairman of the board. 

‘If Mrs. Bohlinger had been licensed 
as a broker, it would be both legal and 
proper. Under the law, the Insurance 
Department must license any qualified 
person of good moral character over 21 
years of age. 

“It is also stated that A. C. Bennett, 
special counsel to the Superintendent, 
is violating the law by serving as an 
officer of an insurance company. This, 
too, is a falsehood. Since 1925, Mr. Ben- 
nett has been special counsel to every 
Superintendent of Insurance, both Re- 
publican and Democrat, on liquidation 
matters in which he is the outstanding 
expert in the nation. He is consulted by 
Insurance Departments throughout the 
nation and there is no provision of law 
that makes it improper for him to be 
active in the direction of an insurance 
company.” 


W. J. WENDT PROMOTED 


Named Chief Underwriter in Zurich- 
American’s Eastern Department; Suc- 
ceeds Earl Cefrey Who Has Resigned 

William J. Wendt has heen promoted 
to chief underwriter in the eastern de- 
partment of the Zurich-American In- 
surance Companies. He succeeds Farl 
Cefrey, who has resigned effective No- 
vember 15. 

Mr. Wendt, veteran of World War TI, 
has spent his entire business life in the 
insurance underwriting field. He became 
associated with the Zurich-American 
Companies in June, 1951, and has been 
supervising underwriter in the comna- 
nies’ eastern department office at New 
York City since that time. 


Continental Writes New 


Coverage for Isaac Stern 
Michael H. Levy, president of Trans- 
Oceanic Brokerage Corp., has arranged 
for an unusual policy covering Tsaac 
Stern, internationally known concert vio- 
linist. The policy was underwritten by 
Continental Casualty. 

The unique contract is in two parts. 
The first policy—for $100,000—specifically 
covers Mr. Stern’s famous fingers against 
injury. The second protects Mr. Stern in 
a more general way against losses up to 
$150,000 due to any sickness or accident 
which prevents him from performing a 
scheduled recital. 

In making the announcement. Mr. Levv 
called the contract “the first of its kind 
in America.” He pointed out that up to 
now a concert artist would of necessitv 
have gone to Lloyd’s of London for this 
tvpe of coverage. “This marks the first 
time an American companv has issued 
a poticv along these lines,” he said. 


F. C. Thomas, V.P. in Kemper 


Insurance Group, Retires 

F. C. Thomas, who has been in the 
insurance business in Chicago for more 
than 40 years, 28 of them with the Kem- 
per insurance group, has retired under 
the organization’s retirement plan. He 
has moved. to Miami Beach to make his 
home. 

Mr. Thomas retired as associate man- 
ager of the Building Owners Federation 
of Mutual Fire Insurance Companies and 
as vice president of American Manufac- 
turers Mutual Insurance Co. He is for- 
mer president and manager of the Mu- 
tual Adjustment & Inspection Bureau, 
Inc., and former vice president of Lum- 
bermens & Manufacturers Mutuals, Inc. 

He also is an honorary life member 
of the National Association of Building 
Owners and Managers. 


Mutuals Get Approval of 
New Auto Plan in Alabama 


Revised private passenger automobile 
classifications and rates are announced 
by the Mutual Insurance Rating Bureau 
for Alabama, effective November 2 for 
all policies written on or after that date. 

The new classification plan has now 
been approved for the mutual companies 
in 18 states and the District of Columbia, 
and is pending in other states. 


TO EXPAND DRIVER EDUCATION 

Plans to expand driver education fa- 
cilities in rural areas of low population 
through the means of cooperative “cir- 
culating courses” made available to stu- 
dents in several adjoining counties or 
school districts were discussed at a 
breakfast conference sponsored by the 
Association of C. & S. Companies and 
New York University’s Center for Safety 
Education as part of the recent National 
Safety Conference in Chicago. Reports 
of successful operation of this plan in 
two states were given by Ivan Stehman, 
Pennsylvania’s supervisor of driver edu- 
cation, and Bert L. Woodcock, head of 
driver education at Iowa State Teachers 
College. 


Syeanee ‘Claim Manager 


John E. Corscadden has been made 
claim manager at the Syracuse claim 
office of Standard Accident and its af- 
filiate, the Planet Insurance Co., Detroit. 

Mr. Corscadden has had previous ex- 
perience as a casualty claim adjuster and 
supervisor, and is a graduate of North- 
eastern University, Boston, where he 
studied law. During World War II, he 
served overseas as a staff sergeant with 
the Air Force. 


Dietrich Special Agent 
For Western Michigan 


Kenneth A. Dietrich has been named 
by National of Hartford Group as casu- 
alty special agent for western Michigan. 
Prior to his connection with this group 
Mr. Dietrich was employed in a similar 
capacity in the State of Wisconsin con- 
tinuously since 1936. 

He will be located in the group’s Lans- 
ing office in association with State Agent 
3org and Special Agents Voorhees and 
3uetow. 


MISSOURI COMP. INCREASE 


Commissioner Leggett Approves 6.2% 
Average Boost After Public Hearing; 
Some Items Get Reduction 

Following a public hearing held Octo- 
ber 15, C. Lawrence Leggett, Missouri 
Superintendent of Insurance, has an- 
nounced a general revision of workmen’s 
compensation rates effective November 1. 

Such revision represents an average 
increase of 6.2% over the existing rate 
level. This rate adjustment is due to the 
increased benefit provisions of the Mis- 
sourl workmen’s compensaiton law as 
amended August 29, 1953. Outstanding 
policies will be endorsed to reflect the 
average 6.2% increase. 

A 20% rate reduction for specific occu- 
pational disease statutory coverage and 
a 50% rate reduction for general occupa- 
tional disease statutory coverage was ap- 
proved, effective November 1, applicable 
to new and renewal business. 


Standard Accident Adds 
To Adv., Publicity Staff 


Several new men have been added to 
the advertising and publicity staff at the 
home office of Standard Accident and 
its affiliate, Planet Insurance Co. Robert 
Ramsdell will handle news releases and 
publications and Thomas Thompson will 
handle advertising production. Zenon 
Tarnawsky has been made art supervisor. 

Mr. Ramsdell was formerly research 
assistant with the Detroit metropolitan 
area Regional Planning Commission and 
previous to that was connected with the 

S.. Lake Survey Office. He is a 
graduate of Northwestern University and 
studied journalism at Wayne University. 
He served in the Army Air Force in 
World War II. 

Mr. Thompson studied business admin- 
istration and advertising at Wayne Uni- 
versity and has served in the United 
States Army.. Mr. Tarnawsky studied 
four years in the graphic arts school in 
Munich, Germany, and has served in 
graphic arts work in Europe. 
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FIRST AETNA DRIVOTRAINER 


Classroom Driver Training Device In- 
stalled at Oak Park, Ill, High School; 
To Be Ready This Fall 

Oak Park and River Forest High 
School, Oak Park, Ill, which has 
pioneered many new secondary school 
programs, is taking the lead in the driver 
education field by becoming the first 
in the nation to purchase a revolutionary 
new device called the Aetna Drivotrainer 
to provide “behind-the-wheel” training 
in the classroom for 15 students at a 
time. Installation of the new driver-train- 
ing device, which fills an entire class- 
room, will be completed later this fall 
when training on the Drivotrainer will 
be started immediately for the 700 
students enrolled in the school’s driver 
education program, according to an 
announcement by Superintendent of 
Schools Eugene Youngert. 

The first “pilot” model of the Drivo- 
trainer, which was developed by the 
Aetna Casualty & Surety Company in 
cooperation with the New York City 
board of education, was unveiled earlier 
this year in the New York City school 
system where it is being used experi- 
mentally at the Brooklyn High School 
of Automotive Trades. 

Dr. Youngert pictured the Drivotrainer 
as the long-awaited answer to the prob- 
lem of how to develop in youths skilled 
driving judgment, the lack of which is 
the underlying cause of highway acci- 
dents. Stressing the void which the 
Drivotrainer will fill the driver education 
program, Dr. Younkert declared that 
“experience has convinced us that acci- 
dents are caused not so much by in- 
ability to manipulate the car as inability 
to understand the demands of diverse 
and specific driving situations. 

“At the same time, we have realized 
more and more,” Dr. Youngert continued, 
“that we could not and must not simulate 
on public highways the driving condi- 
tions that must be a part of teaching if 
students are to learn how to handle auto- 
mobiles, especially in accident-provoking 
emergency stiuations.” 

The Drivotrainer consists of 15 dummy 
cars in which students get their “behind- 
the-wheel” training by learning to meet 
traffic situations on highw ays depicted on 
a huge movie screen at the front of 
the classroom. The way each student 
“drives” is automatically recorded on a 
control unit at the rear of the classroom, 
where the instructor can oversee the 
progress of each pupil. The Drivotrainer 
enables totally inexperienced youths, 
without risk to themselves or others, to 
be trained for everyday driving, and pro- 
vides a method of drilling students to 
react automatically and correctly in 
meeting highway emergencies. 

The 22 movies produced especially for 
us with the Drivotrainer by the Aetna’s 
motion picture bureau constitute the first 
complete driver training course ever pre- 
pared on film to be centered around “be- 
hind-the-wheel” training in the class- 
room. The Drivotrainer films cover start- 
ing and stopping techniques, steering on 
curves and winding roads; turning 
corners and following the car ahead, and 
signaling and the recognition and ob- 
servance of traffic lights and road signs. 

More complex driving situations are 
covered in the later films, which take in 
turning the car around, driving on hills, 
diagonal and parallel parking, driving in 
the city traffic, backing and passing. In 
one film, students get a drama-packed 
lesson in how to avoid a crash in an 
emergency on the highway, a phase of 
driver education not covered by con- 
ventional training methods. The final 
film is a grueling 27-minute road test 
which New York educators say is un- 
matched by any driver licensing exam. 
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J. S. Harmelin President of 
New Jersey A. & H. Assn. 


Joseph S. Harmelin, general agent of 
the Manhattan Life in Newark, N. J., 
was elected president of the New Jersey 
Accident & Health Association at its 
October monthly meeting. Other officers 
elected were as follows: 

First vice president — Richard Plas- 
chaert, production manager, Newark of- 
fice of S. S. Ballin Agency; second vice 
president—Peter Keller of Henry Levine 
Agency, Newark; treasurer—George E. 
Lehman, Newark general agent, National 


Sr ct ena 





JOSEPH S. HARMELIN 


Accident & Health Insurance Co., and 
secretary—David Edwards of American 
Casualty Co. 

Henry Levine, general agent of Wash- 
ington National in Newark and chairman 
of the Leading Producers Round Table, 
International A. & H. Association, was 
designated board chairman of the asso- 
ciation. He served in the past year as 
its president. Other directors are Francis 
T. Curran, Loyalty Group Companies, 
who will have charge of legislation and 
entertainment; Richard Caldwell, gen- 
eral agent, United States Life, and 
Howard Rhodes of C. W. Bollinger Co. 
Newark. 

At the next meeting—November 12— 
the guest speaker will be Morton S. Sell- 
ner of the Travelers Insurance Co. at its 
100 East Forty-second Street branch. 


’ 


New York A. & H. Club 
To Hear M. D. Griffith 


The Accident & Health Club of New 
York will hold its last meeting of this 
year on November 15 at Whyte’s res- 
taurant in New York City. M. D. 
Griffith, executive vice president of the 
New York Board of Trade will address 
the club at this meeting. His subject will 
be “Matthew 3-3 and Joshua 6,” these 
references to the Bible covering the 
“Crying in the Wilderness” passages and 
the fall of the walls of Jericho. 

The Accident & Health Club of New 
York now has over 400 members repre- 
senting approximately 90 companies. 


MORRIS LEAVES COMPANY POST 





Resigns as V.P. of American Health of 
Baltimore to Joint Equitable Society as 
Full-time Agent; Given Luncheon 

Howard B. Morris, who has been vice 
president of American Health Insurance 
Corp. of Baltimore, for a number of 
years and did a commendable job in 
building its agency staff, has resigned 
to enter the life insurance business. Mr. 
Morris has joined the Equitable Life As- 
surance Society in its Baltimore agency. 

American Health’s home office staff 
and leading producers gave a luncheon in 
Mr. Morris’ honor on his last official day 
with the company a few weeks ago. 
With Wilder Tasker of Newark as 
spokesman, the all-American advisory 
board of the company presented him 
with a silver tray engraved with the 
names of all the board members. Wil- 
liam deV. Washburn, president of the 
company, presented silver coasters and 
glasses to Mrs. Morris, who also at- 
tended the luncheon. 

In turn, Mr. Morris received a certifi- 
cate for meritorious service to the com- 
pany. In his new post he will give full 
time to life insurance production. In his 
first week he made five sales. 


KANSAS BLUE CROSS RATES 

Kansas Blue Cross-Blue Shield rates 
and benefits are adequate for present 
needs and will remain the same for an 
indefinite period, representatives of the 
organization have announced. The an- 
nouncement was made at the close of 
a series of meetings of Blue Cross 
member representatives and_ hospitals 
and Blue Shield participating physicians. 


Lister and Tasker Turn 
Tables on Baltimore Thief 


Ernest Lister, New Jersey state mana- 
ger for the American Health Insurance 
Corp. of Baltimore, and J. Wilder 
Tasker, special representative in Mr. 
Lister’s office, met with an exciting hold- 
up adventure when they were in Balti- 
more recently attending a home office 
meeting. 

About 6:30 a.m. Mr. Lister was awak- 
ened suddenly in his hotel room by the 
sound of loose coins striking the floor. 
Sitting up in bed, he detected a huge 
figure of a man fumbling through the 
clothes closet. Thoroughly aroused at 
the intrusion, he questioned his inten- 
tions, being joined in so doing by Mr. 
Tasker who had also awakened. The 
man under the pretense of drunkenness 
and bewilderment was convincing enough 
to get out of the room without further 
suspicion. 

However, Messrs. Lister and. Tasker 
found that their wallets had been emptied 
and the police and hotel management 
was notified. The culprit, who had ap- 
parently been harassing hotel guests for 
over a year, had escaped again. 

A short time later when Messrs. Lister 
and Tasker went down to the hotel lobby 
they spotted the thief to their amaze- 
ment at the room clerk’s window. On 
his signal bellhops surround the man 
and held him for the arrival of the po- 
lice. At the police station he was iden- 
tified by Messrs. Lister and Tasker and 
the stolen money found in his pockets. 

The Baltimore police had special com- 
mendation for the American Health’s 
representatives for having turned detec- 
tives. By their alertness a crook with a 
long record has been apprehended and 
now awaits grand jury trial. 

The “Amhealth,” monthly house organ 
of American Health, gives recognition to 
Messrs. Lister and Tasker in the Octo- 
ber issue. 
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SICHENZE DRAFTED FOR PREs. 


To Head Southern New York A. & yy. 
Assn.; Bernard Wallman and G. R, 
Gunnerson Also Officers 

Nicholas V. Sichenze, general agent of 
United States Life for the past 17 years 
has been drafted for the presidency of 
the Southern New York Accident & 
Health Association and will hold this 
office for the coming year. As one of 
the founders and the first president in 
1948 of the Brooklyn Association of 
A. & H. Underwriters, the predecessor 
of the present organization, Mr. Sichenze 
is well equipped for his new assignment, 
One of his 1954 objectives will be to in- 
crease its membership. 

First vice president of the association 
is Bernard Wallman, vice president, 
American Progressive Health of New 


—_—_ 





NICHOLAS V. SICHENZE 


York, and secretary-treasurer is G. Rob- 
ert Gunnerson, office manager of the 
Sichenze Agency. Harry N. Schechter, 
insurance broker and attorney, who re- 
cently retired as president of the organ- 
ization, has been elected chairman of the 
board. 


Atlantic Life Changes 
In A. & H. Underwriting 


Following approximately six months 
of sales activities in accident and sick- 
ness and hospitalization field, Atlantic 
Life of Richmond, has announced under- 
writing changes effective immediately. 

The major changes provide for the 
consideration of applications from female 
risks in classes AAA and AA for the 
Jamestown, an accident policy providing 
lifetime accident coverage as well as 
extra monthly indemnity for automobile 
or travel accidents and extra monthly 
indemnity while hospitalized. The under- 
writing age limit has been changed to 
ages 18 through 60 years, inclusive, for 
the company’s two accident policies on 
both male and female risks; and to ages 
18 through 60, inclusive, for the appli- 
cant and adult participants under the two 
hospital expense policies. Other changes 
deal with a more liberal viewpoint 
toward the acceptance of applications for 
hospital expense policies for females. 

In commenting on the changes, 
Stanley Marmaduke, manager of At- 
lantic Life’s A. & S. department stated 
that despite the company’s brief experi- 
ence of eight months in the A. & S 
field, 78% of the company’s agents had 
placed one or more A. & S. contracts. 
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Underwriting 


Forum, H. & A. Conference, November 3-4 in Chicago 





D. B. Alport Surveys 
Post-Claim Reviews 


AT CHICAGO A. & H. FORUM 


Tells H. & A. Underwriters Conference 
Meeting That Bad Judgment in Reviews 
Makes Bad Public Relations 


D. B. Alport, vice president in charge 
of underwriting, Business Men’s Assur- 
ance, addressed the opening session No- 
yember 3, of the seventh annual under- 
writing forum of the Health & Accident 
Underwriters Conference at the Edge- 
water Beach Hotel, Chicago, on the im- 
portance of careful consideration in any 
post-claim action on a commercial A. & 
H. policy. 

In stressing the importance of the 
handling of post-claim adjustments from 
a public relations point of view, Mr. Al- 
port said: 

“After an individual recovers from his 
disability and has received considerate 
attention by our claim department, he 
naturally expects the company to accept 
the next premium for the renewal of his 
insurance. It is poor business to build up 


good public relations in our claim depart- 
ment only to have it destroyed in the un- 
derwriting department by an ill-advised 
action after post-disability review.” 


Cost of Wrong Action 


Mr. Alport pointed out several unfor- 
tunate results that sometimes occur upon 
the cancellation of a contract. These he 
mentioned as, in addition to the loss of 
premium on the canceled contract, the 
loss of several policyowners, who have 
been led to cancel by the disgruntled as- 
sured. There is also the possibility of the 
loss of a salesman. 

Mr. Alport stated that he could give 
no blueprint a post-claim review, say- 
ing that each must be handled as an in- 
dividual case. He did, however, embrace 
several general points of interest which 
are included in the following excerpt 
from his talk: 

“In post-disability review we consider 
the man’s standing in his community and 
the other insurance which he and _ his 
family may own with our company. We 
also consider the salesman. In those 
cases where it seems we are unable to 
continue on the risk without change, we 
try to determine some basis on which 
we can continue to provide this insured 
with disability coverage. It is much bet- 
ter to make an offer which the policy- 
owner will decline than to merely hand 
down an ultimatum which he must ac- 


cept. 
Cases With Early Claims 


“In describing the different types of 
cases reviewed,” the speaker continued, 
“I mentioned those with early claims. 
Where there is definite suspicion of 
selection against the company, non- 
renewal of the case is generally recom- 
mended. Where the client is guilty there 
is very little, if any, loss of good will. 
If there is no suspicion of selection 
against the company, however, we try 
to find some way to continue the cover- 
age. In those cases where the claims 
have been for health benefits and we 
can’t recommend continuance without 
change, we ascertain whether the condi- 
tion might be eliminated from the cover- 
age by the use of an exclusion supple- 
ment. 

“While the majority of your problem 
cases will deal with health impairments, 
don’t expect too much help from your 
medical directors if you are sincere in 
your desire to find a way to continue the 
policy. Not that medical directors are 
not in favor of continuing insurance, but 
it is not fair to ask the medical director 
to tell you it is safe to continue on a risk 
who has just recovered from an attack 





of coronary occlusion or who has had an 
operation for a malignant tumor. He will 
probably tell you that you can expect 
recurrence and that the disability may be 
of longer duration than the original one. 

“The medical director will be of in- 
valuable help, however, on those cases 
where you wish to use an exclusion sup- 
plement and are having the usual lay- 
man’s difficulty of trying to find the 
proper wording. His thorough explana- 
tions of the unusual conditions suffered 
by mankind are most helpful in making 
up our own mind concerning the renewal 
of contracts. 


Numerous Small Claims 


“Tn those cases where claims have been 
numerous, but for small amounts, per- 
haps we could continue to furnish dis- 
ability coverage if the policy provided 
for a longer exception period. This plan 
of modification works very well in those 
cases where the claims were for acci- 
dents or minor illnesses. Where the 
policy provides accident and sickness 
benefits for periods longer than one 
year, and the disability is one that might 
recur and cause a long period of dis- 
ability, we have even suggested changing 
the length of time benefits are payable 
to a maximum of 12 months. 

“In some cases the unsatisfactory ex- 
perience may be the result of some too 
liberal supplementary benefits, such as 
hospital, medical expenses or phy sician’s 
calls. If that is the case, perhaps our 
policyowner would become more nearly 
a standard risk if those benefits were 
eliminated from his policy and just the 
basic contract continued. 

“In the case of sickness claims, it is 
not always necessary to mark an entire 
policy for non-renewal but perhaps dis- 
continuance of the health insurance 
would be the answer to that problem. 


Impaired Risks 


“Some years ago when companies be- 
gan to consider ways and means of in- 
suring special class or impaired risks, 
one plan suggested was to place a sup- 
plement on the policy limiting coverage 
to one month’s disability for the condi- 
tion which impaired the risk. Such a 
practice could be followed as a post- 
claim decision. 

“At this point I think we should plug 
Roy MacDonald’s fine book on ‘Sub- 
standard Accident and Health,’ in which 
he outlines a method for accepting im- 
paired risks. These same percentages 
could be applied to increase the premium 
and continue a risk after a disability. 

“The underwriter should recommend 
discontinuance of the insurance only 
when it is no longer possible to deter- 
mine a rate or basis on which the insur- 
ance can be continued that is fair to 
both the insured and the company. 

“In our own company, we make our 
first review after benefits have been paid 
and accepted by the insured. On those 
cases which we _ believe should be 
changed, we flag the premium record 
card so the case will be referred to the 
underwriter when the next premium is 
due or, in those cases where the notices 
have gone out, when that premium is 
received. 

“At the time the premium notices are 
ready to be checked out, these cases are 
referred to the underwriter for another 
review. You can readily see that it is 
quite possible that as many as 11 months 
could elapse from the time the file was 
closed on the last disability until it is 
time to consider renewal of the insur- 
ance. In many instances the action 
which you would be inclined to recom- 
mend originally is somewhat tempered 
by the elapse of that period of time. 

“When the decision is made that the 
policy must be modified or terminated, 
we refer the case to the salesman who 
wrote the business or, if he is no longer 
active, to our branch office to be re- 
ferred to a salesman who will notify the 
insured. We feel we are able to retain a 
much greater‘ degree of good will by 
handling the ‘bad news’ in this manner. 


Galloway Offers Field 
Advice to Underwriters 


FOR BETTER UNDERSTANDING 


International Assn. iam. Chairmen Makes 
Four Suggestions to Improve Agent- 
Home Office Relationship 

John G. Galloway, general agent of 
Provident Life & Accident at Birming- 
ham, Ala., who is chairman, executive 
board of the International Association 
of A. & H. Underwriters, gave the un- 
derwriting forum of the Health & Acci- 
dent Underwriters Conference Novem- 
ber 3 in Chicago -the benefit of the 
“Fieldman’s View on Underwriting.” In 
so doing Mr. Galloway explained that his 
views did not necessarily reflect his own 
opinion or that of his home office under- 
writers but were gathered from conver- 
sations with a lot of agents. 

As an agent and er ral agent Mr. 
Galloway was in the A. & H. business 
a long time before he ‘bane to under- 
stand the basic philosophy and thinking 
uf home office underwriters. “They 
seemed mysterious to me and were the 
possessors of vast information about 
people and prophetic as to what was 
going to happen to them in the future,” 
he said. In addition, underwriters seemed 
to be always ready with the coldest “no” 
in the home ofifice. 

Mr. Galloway brought out that an 
agent could ask the home office agency 
denartment for more commission and he 
would receive such a pleasant and con- 
vinicng “no” that he would be ashamed 
for having asked for the increase. The 
claim department could also show quick- 
ly where too much had already been 
paid on a claim settlement, “but ask an 
underwriter to put through a special 
policy and he will say ‘no’ because medi- 
cal records show the applicant should be 
dead already—he’s living on borrowed 
time.” 

The speaker gave other examples of 
exasperation and frustration resulting 
from unsuccessful attempts to put across 
his ideas to the home office underwriters. 
He has reached the conclusion that even 
today “general agents have more diffi- 
culty in justifying the underwriters to 
the agents and brokers than any other 
part of the home office setup.” In an 
effort to improve this situation he of- 
fered four specific suggestions as fol- 
lows: 

Better Understanding 


“1. Understanding between the field- 
man and the home office underwriter 
may be improved by the underwriter’s 
attendance at agency meetings and in 
meeting fieldmen socially. Underwriters 
should take field trips so as to have face- 
to-face contact with agents; they should 
review tough cases on such trips and 
gave the fieldmen the benefit of their 
philosophy of sound underwriting. 

“The underwriter should personally 
teach agents and managers how they 
can do a better job of underwriting than 
he can, sitting in the home office. Teach 
them responsibility of underwriting, that 
by and large the home office looks at 
net results and underwrites the agency 
more than the specific cases. Teach that 


The salesman is compensated in a small 
way for the service call. 

“It might be interesting to also point 
out that frequently we will discuss one 
of these post-claim situations with the 
manager or the salesman prior to reach- 
ing a decision. In such cases we give the 
salesman or manager an outline of the 
benefits paid, including dates, nature of 
disability and amounts paid. You might 
be surprised to learn how tough these 
men are in their recommendations. How- 
ever, we do find that when we can go 
along with the salesman’s recommenda- 
tion, he is able to handle the situation 
with very little, if any, loss of good 
will.” 





the morbidity factor in A. & H. is im- 
portant. Life insurance underwriting is 
already a science, but A. & H. is affected 
by economic conditions, geographical lo- 
cations, unemployment ‘and the tax struc- 
ture. All of these things should not 
be left to the agency department, but 
should be taught bv the underwriter. 
Education of Agent 

“2. Education of the agent in under- 
writing is as important as teaching him 
to sell. He should be taught to be honest 
and courageous at the time of sale. He 
should be taught how to use waivers. 
Standard waivers for ulcers, kidney trou- 
ble, etc. should be prepared in advance 
and the agent taught how to secure the 
signature at time of sale. Many agents 
are in the business a long time before 
ae know how to sell waivers. A policy- 
holder called me the other day to tell 
me he was throwing his money away in 
carrying a policy with a waiver for 
stomach trouble as that was the only 
thing that had ever been wrong with 
him. I explained that no company could 
insure him to cover that ulcer and he 
would be without any protection at all 
against the thousands of other thing 
that could happen to him. I told him that 
we were doing him a favor to insure him 
at all as this condition might ultimately 
lead to a breakdown of other functions 
of the body. He kept the policy. 

“Agents should be furnished under- 
writing guides and handbooks. Company 
publications should carry articles on 
various illnesses, the medical history and 
implications and disabling effects. 

“Agents should be taught how and 
when to secure medical statements and 
must realize that their work is not nec- 
essarily finished when the application 
and check are secured.” 

As his third point Mr. Galloway sug- 


gested that whenever possible home 
office underwriters should be drawn 
from the field or should have some 


field experience. “This is practical and 
not too difficult,” he declared. 

“The home office staff readily sees and 
knows which agents are the best under- 
writers and give the least trouble. A 
careful, consistently scrupulous field 
underwriter should have an incentive to 
be promoted to the home office. Make 
the home office job more glamorous and 
more lucrative. I am glad to see the 
trend toward better salaries in home 
offices. Underwriters are important peo- 
ple, and their position should be es- 
poused with greater consideration.” 

Physically Impaired Risks 

Coming to his fourth suggestion: the 
speaker said that the biggest headache 
of both home office and field underwrit- 
ers are the physically impaired risks 
who can’t qualify for the policy. 

“The field agent knows the guy per- 
sonally; knows he is a fine man, etc., 
but also realizes that he has had one 
little attack of heart trouble and will 
never have it again. I have heard many 
agents say the home office underwriter 
is driving the country to socialized med- 
icine. I don’t believe it, of course, but 
it is a problem and becoming more so. 

“Non-can. A. & H. writings are grow- 
inv rapidly as more and more companies 
enter this field. Non-can. demands more 
rigid underwriting. This means that 
more people are being rejected or 
waivered than ever before, and the pub- 
lic is not being better served as a 
whole, in securing A. & H. protection.’ 

His Challenge to Underwriters 

In closing Mr. Galloway challenged 
home office underwriters to devote a lot 
of time and thought to ways and means 
of solving the impaired risk problem. He 
pointed out that life insurance compa- 
nies have helped to some extent in pro- 
viding a system of rating up or loading 
the premium. He hoped that some way 
Pe eventually be found to provide 
A. & H. protection for those who do not 
normally qualify as well as keeping “nor- 
mal” those risks which later become 
impaired, 

“One of the hardest things for an 


(Continued on Page 38) 














November 6, 1953 








Underwriting Forum, H. & A. Conference, November 3-4 in Chicago 








Miller Says Substandard 
A. & H. Can Be Written 
EXPERIMENTS NOW UNDER WAY 
Gives H. & A. Underwriting Forum 
Limited Experience of Five Cos.; 


Loss Ratios Fairly Satisfactory 


While there are plenty of problems for 


the A. & H. industry in the writing of 
substandard health and accident in- 
surance—problems admittedly far more 


complex than those applying to the writ- 
ing of substandard life insurance—Stan- 
ford Miller, assistant vice president, 
Employers Reinsurance Corp. of Kansas 
City, believes that substandard coverage 
can be written and on a broad substand- 
ard plan with waivers practically elim- 
inated. 

Speaking on this subject at the seventh 
annual underwriting forum of the Health 
& Accident Underwriters Conference 
November 4 in Chicago, Mr. Miller re- 
vealed that five companies are now ex- 
perimenting with substandard, one of 
which (not a domestic insurer) has writ- 
ten the coverage for several years and in 
1952 had new and renewal premium vol- 
ume of over $500,000. In no year has its 
loss ratio been unsatisfactory. However, 
Mr. Miller explained that “a large por- 
tion of this company’s business is on 
policies that we would write standard 
with a waiver, the waiver here being 
removed in consideration of a rate-up. 
The coverage is lifetime accident and 
three years sickness on such risks.” 


Solid Public Demand Exists 


The speaker maintained that these 
results are the most encouraging so far, 
indicating as they do that a solid public 
demand for coverage on rated-up policies 
exists, both for waiver removal cases 
and for thoroughly substandard cases. 
“This means that the business can be 
sold,” he declared. Continuing he said: 

“The indications also are that the sub- 
standard insured will pay a fully ade- 
quate premium for the coverage he 
needs. For example, a risk taking insulin 
for diabetes who had worked without a 
day’s loss of time for three years was 
given $150 a week, two year accident 
from the first day and one year sickness 
from the eighth day, for an annual pre- 
mium of $650. Rate- ups of as much as 
500% are charged. The producing agent’s 


yo” 


commission is very low at only 15% 
Experience of Other Companies 
Pointing to the experience of the other 


companies in the substandard A. & H. 
field, Mr. Miller said: “Another insurer, 
an American company, has just begun 


to write business on the basis of Roy 
MacDonald’s manual but they have not 
yet developed an appreciable volume. 
Almost no cases are waivered. The policy 
provides rather broad coverage with two 
year accident and one year non-confining 
sickness benefits. Benefits are reduced 
50% at age 60 for new disabilities there- 
after. The company’s regular agency 
commissions are paid on this policy. 
They feel that their plan is not yet in 
proper shape from a sales standpoint. 
“The three remaining companies, while 
having what can be called substandard 
departments, are actually writing no 
more than an extension of standard busi- 
ness since they are simply rating up 
substandard cases while continuing to 
use waivers on almost all of them. I shall 
call these companies, B, C and D. 
“Company B started writing this busi- 
ness in 1953 and in the first six months 
of this year wrote approximately $55,000 
in premiums, having accepted some 1,133 
applications. They do not use a gr raded 
rate, charging a flat rate-up of approx- 
imately 100% over the normal rate. They 
use a separate form of policy providing, 
surprisingly enough, lifetime accident 
coverage with sickness coverage limited 


to one year, house confinement required 
except for three month’s non-confining 
at one-half of the benefits. While they 


Galloway's Advice 


(Continued from Page 37) 


agent to take,” said the speaker, “is to 

receive a letter from the home office 

after payment of a claim and receipt 

from the claimant of a letter of praise, 

in which the underwriter asks that the 

pent be taken up or puts a waiver on 
All enthusiasm is killed!’ 

Mir. Galloway felt that this is where 
a reliable agent can do the company 
a lot of good in public relations, and he 
said: “In some cases underwriting ac- 
tion is not injurious but in others the 
company losses a lot of prestige. The 
agent can sense and feel these situations. 
Too often waivers are exacted too soon, 
and the policyholder goes for years with- 
out further claim. 

“This grand business of ours is beset 
with problems and we agents too often 
only see our own troubles. We become 
impatient at the time that is required 
to solve them. This is because of igno- 
rance and failure to understand that 
many fine people like yourselves are con- 
stantly working on them. Our Interna- 
tional Association certainly wants to 
help and we are trying desperately to 
do our part.” 





are keeping over-all experience on their 
business, they have no present statistical 
plan based on each impairment type. Of 
course, they can always go back and 
make an individual study of applications 
or claims when they want to get any 
statistical information on the business. 
They pay the same commission as on 
their standard business. 


Plans of Companies C and D 

“Company C has been writing the cov- 
erage for a year or two. They have no 
easy way of finding out how much they 
are writing or the experience on what 
they are writing since they are throwing 
substandard business in with their stand- 
ard business. They provide 12 months 
coverage for accident and sickness, house 
confinement not being required. Rate-ups 
apply only to the health premium, and 
are in six gradations of 25% each up to 
a maximum rate-up of 125%. They have 
no uniform plan of applying the rate-ups 
to particular impairments. Company C 
waivers almost all of its policies. Where 
there is more than one impairment, they 
decline the risk entirely. The agent’s 
commission is the same as on standard 
business. 

“Company D has been writing sub- 
standard business since 1951. Last year 
they wrote over $10,000 in premium vol- 
ume with a loss ratio of 34.9% written 
to paid. In the first six months of 1953 
over $10,000 in premiums were written 
with a loss ratio of 27% written to paid. 

“This company also writes substandard 
hospital business; it had in 1952 $46,680 
in premiums with a loss ratio of 55.6% 
(this included two $1,000 death claims). 
In the first six months of 1953 they had 
$23,922 in premiums with the loss ratio 
dropping to 43.9%. 

“This company’s substandard disability 
policy pays five years for accident, one 
year for sickness, house confinement re- 
quired except for one month of non- 
confining coverage. The rate-ups applied 
are entirely judgment rates and on most 
of these policies a waiver is used, or a 
one month aggregate coverage rider ap- 
plying to losses caused by or contributed 
to by the impairment. The agent’s com- 
mission is the same as on standard risks. 

“These last three companies have taken 
only one step toward writing full cover- 
age on substandard risks. It would seem, 
however, that it is a perfectly reasonable 
first step to take where there is a fear 
of inaugurating a more complete sub- 
standard program.” 

Anti-Trust Laws Block 
Standardized Program 

Mr. Miller thought it is understandable 
that so little has been done with sub- 
standard business in the absence of some 


Political Rate-Making 


(Continued from Page 33) 


through private insurance carriers may 
stimulate public pressure for some form 
of state insurance enterprise. This is 
particularly apt to be true as long as 
the acquisition costs and other expense 
items of writing the business continue to 
require around half of the premium dol- 
lar. Was the Insurance Department 
right then, or is it right now? 

“I do not doubt the sincerity of the 
administration in its public statements 
that it does not contemplate a state fund 
as a part of its program. Their draft of 
compulsory bill contains no such pro- 
vision, but we must look to tomorrow as 
well as today. id 

Conroy Makes Opening Remarks 

The General Brokers’ dinner ‘got off 
to a good start with the remarks of 
Joseph F. Conroy, chairman of the 
evening, who points to the functions and 
role played by brokers in the New York 
insurance picture. Pointing to his asso- 
ciation as 28 years old, he said that 
organized groups are necessary as they 
represent the voice of brokers. “The 
business needs us, the Insurance Depart- 
ment and the companies look to us to 
convey the views of brokers on current 
problems,” he explained. 

Another function is to act as a buffer 
for the Insurance Department when 
grievances are received. Mr. Conroy said 
that “we screen the fellow who comes to 





means of standardizing a program for 
many companies. “Only by some such 
means can the companies feel they are 
not descending into a morass of uncer- 
tainty. Only on such a basis can there 
be produced valuable statistics for future 
use,” he said. 

As to why such an arrangement has 
not been set up, he felt that it would 
appear to be illegal now that insurance 
is subject to the Federal anti-trust laws. 
Posing the question as to why the in- 
dustry did not attempt a substandard 
program prior to the SEUA decision 
that insurance is commerce, he said: “I 
think that neither the industry nor the 
public were ready; the need had not been 
manifest. The question now before us is 
how, in view of the blockage presented 
by the anti-trust laws, can the industry 
answer the public need for substandard ? 

The speaker offered as‘a partial step 
the extension of standard practices of 
using waivers to the more seriously im- 
paired cases with a rate-up of premium 
added, and said: “This program may be 
further simplified by the use of one flat 
rate-up for all, but obviously, it will then 
be less equitable than if graded rate-ups 
were used.” 

Employers Re. Has Reinsurance Plan 


Mr. Miller then indicated that the Em- 
ployers Reinsurance has been studying 
the substandard problem intensively for 
over two years. “We are of the opinion,” 
he said, “that at this point the most 
probable avenue of solution may be 
through the use of some of the unique 
features of reinsurance ...as a means 
of collecting the homogeneous set of 
data on this business which is so neces- 
sary. The concentrated study we have 
giv en this matter raises some hope that 
reinsurance procedures can be used to 
achieve practically the same result as 
would be produced from an industry- 
wide maintained board or bureau, but 
without the legal difficulties and without 
the rigidity which necessarily would 
characterize such a board. He admitted 
that such a plan would mean the ac- 
cumulation by the reinsurer of a poten- 
tially mammoth exposure of a highly 
experimental and, hence, dangerous na- 
ture. Such an obligation reinsurers nat- 
urally are not likely to want to under- 
take. Although no clear solution is 
presented by this approach, Mr. Miller 
felt that it justified some experimenta- 
tion at least. 





Illinois Federation 
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Accident: executive committee chairman 
is Ernest A. Henne, vice president, 
America Fore Group Companies, and 


elected to that committee are Neville 
Pilling, United States manager, Cure 
Chase M. Smith, general counsel, Lum- 
bermens Mutual Casualty ; Lendon A. 
Knight, Rock Island, Ill, and L. w. 
Zonius, partner, Conkling, Price & 
Webb, Chicago. 

In addition the federation elected 14 
vice presidents and 35 directors including 
some of the top-ranking insurance men 
of Illinois. Nominating committee chair- 
man was J. S. Richardson of PMicogs 

Robert E. Barrett, Illinois Director of 
Insurance. was the luncheon speaker and 
gave an effective address on the subject: 


“Should the Insurance Industry Unite 
to Reduce Highway Deaths and In- 
juries?” A record attendance was on 


hand to hear him and to do honor to 
the Harry Fullers. 


us with a gripe and urge him to get it 
off his chest.” Thus, he lets off steam 
before taking his complaint to the De- 
partment. 

The association’s third function is in 
connection with legislation. Mr. Conroy 
said the General Brokers Association had 
had a part in defeating monopolistic 
state fund for workmen’s compensation 
and had also opposed savings bank life 
insurance. At the same time encourage- 
ment is given to constructive legislation. 


Judge Conway Gets Warm Welcome 


Judge Albert Conway, New York Court 
of Appeals, was given a warm welcome 
when introduced by Mr. Conroy. He said 
that this dinner marks his 25th year of 
attendance at these annual affairs, 
Stressing the professional aspect of the 
insurance broker’s job, he said that as 
Superintendent of Insurance he put con- 
tinuous stress on this aspect. He also 
tried at all times to encourage brokers 
to build strong associations. This is be- 
cause the Insurance Department has not 
the time, opportunity or staff to police 
brokers. “I always urged brokers to 
police themselves and to enforce their 
own discipline,” he said. 


Ray Murphy’s Response to Award 


In accepting the gold medal award 
Ray Murphy, general counsel, Associa- 
tion of Casualty & Surety Companies, 
expressed his appreciation of the honor 
bestowed upon him. “In years gone by 
I have noted the quality of the men who 
have received your award. They are dis- 
tinguished and illustrious. I’m proud to 
bask in their reflected glory tonight.” 

Mr. Murphy then expressed some ob- 
servations of the 1953 insurance scene, 
one comment being that for the balance 
of 1953 we must emule te the example of 
Theodore Roosevelt in “speaking softly 
and carrying the big stick.” 

He admitted that there have been areas 
of disagreement in the insurance in- 
dustry this year but “with malice toward 
none and charity toward all, let us try 
to uphold the broad principle of free 
enterprise which guides the great profes- 
sion of insurance.’ 

A pleasing aspect of the dinner was 
the presentation of flowers to Mrs. Ray 
Murphy in recognition of her helpfulness 
to her distinguished husband. 


Stock Dividends Resumed 
By Massachusetts Bonding 


As forecast in our September 11 issue 
the Massachusetts Bonding is resuming 
this month the payment of dividends to 
its stockholders. A quarterly . dividend 
of 30 cents a share has been declared 
as well as an extra dividend of 30 cents, 
both payable November 16 to stock of 
record October 30. The company’s oper- 
ating results for 1953 to date are much 
improved over those of 1952. 
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PROTECT WHAT YOU HAVE@© 


Like to have the facts on competition in the 
insurance business and how best to meet it? What’s 
the story on display advertising—how can it be 
made more effective for you? What’s the “logical” 
approach to selling Business Interruption Insurance? 


You’ll find the answers to these questions and 
many more in a recent issue of the North America 
Fieldman. Authoritative articles on all phases of 
the insurance business, case histories of agency 
experience, common-sense information on agency 













Pioneers in Protection—serving with 20,000 Agents in the Public Interest 


operations—all attractively illustrated—make the 
North America Fieldman valuable to busy Agents. 

The Fieldman is just one of the many services 
the North America Companies provide their Agents 
—another “Plus Value” of representing this pio- 
neering insurance group. Write, telephone or see 
the manager of your nearest North America Service 
Office for the current issue of the magazine. Also, 
learn the advantages to you of becoming associated 
with the North America Companies. 


NORTH AMERICA COMPANIES 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company Philadelphia 1, Pa. 
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Thanks to business interruption insurance 


Many a business that has been closed by fire, explosion, windstorm, 
or similar disaster has been able to open again only because an 
agent advised its owner to purchase Business Interruption Insurance. 


Business Interruption Insurance protects the businessman against 
the possibilities of failure due to fire or extended coverage peril. 
It pays wages of valuable employees, profits on lost trade, and 
fixed expenses so that a business can reopen with its credit un- 
impaired. 

Every store or business in your community is a prospect for B.I. 
Your Travelers field man will be glad to help you get started. 


THE TRAVELERS FIRE INSURANCE COMPANY 
HARTFORD, CONNECTICUT 

















